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FRANKFORT LIQUIDATOR RAPS 
FOREIGN BANKERS BECAUSE 
THEY LOANED 100 READILY 


Poured Funds Into Insurance Com- 
pany Enterprises Without 
Proper Investigation 


NEED OF INTERNAT’L BANK 


Banks Now Agree To Withdraw 
Claims Until Other 
Creditors Get 40% 











That there will be plenty to consider 
by the new Bank for International Set- 
tlements, which is to be run by an 
American (Gates W. McGarrah who 
will be chairman of the board), has 
again been evidenced in the report 
which has just been made by Dr. Waller, 
liquidator of the Frankfort General. This 
is the big German insurance company 
which collapsed in August, 1929, carry- 
ing down with it numerous subsidiaries 
and affiliated companies. As an insur- 
ance company the Frankfort General 
was long outstanding in the international 
‘nsurance world. When it began to ex- 
pand into the banking business, the hotel 
business, guaranteeing one thing after 
another, and in other directions it en- 
countered difficulties which finally re- 
sulted in its failure. 

Criticizes Foreign Bankers 


In his report Liquidator Waller is ex- 
tremely critical at the manner in which 
some of the financiers of other countries 
poured money into Germany without 
proper investigation or representation 
there. He declared that these foreign- 
ers, by which he meant British, French 
and some other nationals, carelessly fur- 
nished funds to unsound enterprises in 
Germany. So far as the Frankfort Gen- 
eral was concerned they had unbounded 
faith in its methods and many of the 
foreign banks furnished funds to assist 
It in issuing financial guaranties and 
did so despite the fact that they were 
Without local representation in Ger- 
many. Of course these foreign banks 
had been familiar for years with the 
Frankfort General, but they were judg- 
ing it basically as an insurance com- 
Pany, so when it began to spread out 
in many directions they did not keep in 
touch with its ability to meet all of its 
expansion activities, They took bonds 
ot the Frankfort General without care- 
ful inquiry into the status of the firms 
Which were borrowing, whereas in this 
country, for instance, a Dun or Brad- 
Street report or an inspection bureau 


Teport would be required in addition to 
a bond. 


Different Legal Structures 
_ Furthermore, Dr. Waller says, the for- 
cgnete did not take into account the 
difference between the legal structure 6f 
German stock companies and the legal 
structure of the British and French com- 
Panies. Outside of Germany they had 
(Continued on Page 32) 
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PHOENIX 


Assurance Company, Ltd. 
of London 


150 William Street, New York 


A Corporation which has stood the test 
of time! 148 years of successful business 
operation. World-wide interests. Abso- 
lute security. 








Excellent Service and Facilities 
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Indemnity Company 


55 Fifth Avenue, New York 
Metropolitan Department, 150 William Street 
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Three Great Days! 


Our Hundred Million Club—J. Elliott Hall, Frank 
H. Davis, John A. Stevenson, E. R. Eckenrode, Alex- 
ander E. Patterson and Holgar J. Johnson—is holding 
three one-day sales congresses, in Philadelphia, New 
York, Chicago for our field representatives in those 
cities, repeating for them the service given by these 
notable leaders at the one-day sales congress of South- 
ern California Life Underwriters in .January. 


April and May are Penn*Mutual Clientele Months— 
policyholders’ months. These meetings will inform our 
Agents of the plans, instruct them in procedure, and 
illustrate oral sales material. 


Every General Agency of the company from coast 
to coast will be visited by an Educational Department 
representative, for the same purpose. 


A splendid confidential equipment of printed sales 
material has been supplied to every Pennmutualist. 





WM. A. LAW, President 
WM. H. KINGSLEY, Vice-President HUGH D. HART, Vice-President 


The Penn Mutual Life Insurance Company 
Philadelphia 


Independence Square Founded 1847 




















BANKS AND TRUST COMPANIES 
GOING IN FOR PRACTICAL 
SALES SERVICE FOR AGENTS 


Bankers Trust of New York Gives 
Demonstration of Its New 


Service 
CLINTON DAVIDSON SPEAKS 


Book Published By Prentice-Hall, 
Inc., To Be Furnished Banks 
In Other Cities 





Banks and trust companies are be- 
coming more aggressive in promoting 
their life insurance trust business and 
sales service features are coming in for 
more attention. 3anks used to limit 
their activities in connection with in- 
surance agents to furnishing tax infor- 
mation and giving facts about wills and 
the laws of inheritance. An example 
of what banks and trust companies are 
doing today in their co-operation with 
agents was given at a meeting held on 
Tuesday at the Metropolitan Audi- 
torium, 

The Bankers Trust of New York in- 
vited 1,500 agents and general agents to 
attend this meeting to hear Clinton Da- 
vidson of New York city give a demon- 
stration of the use of a special copy- 
righted book which the trust company 
has placed in the hands of these agents 
as a practical sales document. The book, 
which is made up largely of charts, is 
published by Prentice-Hall, Inc., New 
York, and this company expects to make 
arrangements with banks in other cities 
for the use of the book in developing life 


insurance trust business through regular 
insurance agents. 


Presents Case in Blue Print Form 


The charts were compiled. originally 
by Clinton Davidson, president of the 
Estate Planning Corporation, New York, 
and are the result of many years of ex- 
perience in presenting the insurance 
trust proposition and in closing large 
cases. 

In his talk before the meeting on 
Tuesday Mr. Davidson explained that 
the loose leaf book being furnished by 
the Bankers Trust is a carefully ar- 
ranged series of blue prints’ entitled, 
“Two Methods of Building and Dis- 
tributing an Estate.” He said they were 
the principal cause of his production 
jumping from $250,000 a year to several 
millions. The use of these charts, he 
said, had in many instances resulted in 
more than doubling the agents produc- 
tion the first year. He explained that 
the charts were not a prepared sales 
talk but are the material from which 
the agent builds his own talk. 

The blue prints are arranged in log- 
ical order showing by means of contrast 
that a life insurance trust affords the 
most certain means of both building and 
distributing an estate. Mr. Davidson 


(Continued on Page 14) 
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SAFETY ABOVE ALL ELSE 


Payments to Policyholders plus the amount now 
held for their benefit is $129,631,980.00 
equivalent to 107% of total deposits 
made by Policyholders. 





“THE OLD RELIABLE” 


Founded 1850 


Eighty Years of Faithful Service 





THE MANHATTAN LIFE INSURANCE COMPANY 


654 Madison Avenue at 60th Street 
New York, N. Y. 


THOMAS E. LOVEJOY, President 
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BOSTON  S4A8RES CONGRESS 





No Lack of Interest Seen 
In Sales Congress 


LARGE CROWDS TURNING OUT 





Boston and Philadelphia Latest Held; 
More Than Thousand at Each; 
Rev. Corrigan’s Talk 


By WALLACE L. CLAPP 


The sales congress idea is not losing 
any of its prestige or following. Such 
congresses have been held recently in 
New York City, Philadelphia, Boston, 
Cleveland, Omaha, Oakland, Cal., Spo- 
kane, Denver, and Los Angeles. Always 
there have been crowds and apparently 
they have given satisfaction to general 
agents and agents. There were 1,600 
at Philadelphia, New York and Los An- 
geles; more than a thousand at Boston. 

The format is pretty well standardized 
by now: a home office executive or two, 
well known people in the business who 
are always sure-fire with audiences, sales 
demonstrations by successful agents or 
general agents, and a banquet with as 
many home office people, association 
members and general avents as can be 
crowded along one table. Sometimes a 
nationally known figure is the principal 
speaker at the banquet as in the case 
of Senator Wheeler of Montana and 
the mayors of New York City and of 
Philadelphia. The Pittsburgh congress 
will be on April 3, 4 and 5. Another con- 
gress in April will be at San Antonio on 
the twenty-fifth. Baltimore will meet 





on May 16. 


The Boston Congress 

The last congress held was in Bos- 
ton last Friday. Samuel Milligan, Met- 
ropolitan Life; Commissioner Dunham, 
Connecticut; John M. Holcombe, Jr., 
Hartford; Rev. Jones I. Corrigan, pro- 
fessor of economics, Boston College; 
Harold J. Cummings, Minnesota Mutual; 
Donald Russell, McNamara agency, New 
York; Louis M. Crandall, Norwich, 
Conn.; Earl G. Manning and Charles 
C. Gilman, agents, were among the 
speakers. 

The Rev. Jones I. Corrigan had as 
his topic in Boston “Standards of Busi- 
ness,” and quickly won the interest of 
the agents when he referred to the three 
great contributions of life insurance to 
the social order. The professor put these 
down as helping to inculcate habits of 
thrift, giving relief and aid in times of 
Stress and furnishing a sense of secur- 
ity to men and women against a time 
when their earning power diminishes. 
Launching into the main theme of his 
talk, Dr. Corrigan asserted that new 
Standards of business conduct in all lines, 
including insurance, were rapidly replac- 
ing the former situation where business 
was controlled entirely by political and 
legal forces. He referred to the code 
of ethics of Rotary Clubs to illustrate 
his point and said: “The idea of dog 
cat dog is disappearing. Business men 


I competitive lines have more respect - 


or one another. No longer is mere 
Money making regarded as the sole aim 
of business. There are high ideals of 
service to the community which make 
Profits take second place.” 

New Order of Busi Conduct 

. Ut. Corrigan outlined seven principles 
In the new order of business conduct, 
all of which have their application in the 
msurance world. They were: 

Ts susiness should: render restrictive 
egislation, political and legal power un- 
necessary by so conducting itself as to 
Mspire public confidence. 

. The condemnation of unfair com- 
tition which is not only wasteful but 
; public wrong. Business under the 
€w order will rely for its success on 
€ excellence of its service. 
Adjustment by arbitration of bus- 
controversies. 

Each member of a corporation 





iness 


If He Can Find A New School Anywhere 
Louis Crandall, Of Norwich Will Attend It 


Amazing List of Institutions Which Have Been Attended, In 
Person Or Through Correspondence By New England 
Mutual Agent; Lectures, Writes Articles, And Is Con- 
sistent Producer Of Life Insurance 


By FRANK L. ARMSTRONG 





LOUIS M. CRANDALL 


If there ever was a man who believed 
in education, a large variety of it, and 
in a great many channels it is Louis 
Crandall of Norwich, Conn., one of the 
stars of the New England Mutual, and 
a man who made a particularly fine im- 
pression upon the New England Sales 
Congress in Boston on March 21. The 
amazing list of places where he has 
drunk at the fount of education will be 
found later in this article. As an agent 
he has been one of the most consistent 
of producers, writing sometimes as high 
as thirty-five applications a week. Hé is 
forty-four years old; married and 
father of two children. In Norwich he 
owns a business college, which was 
started on a capital of $40, and he has 
a little farm in the country. 

Before entering life insurance he was 
secretary of the Norwich Chamber of 
Commerce for a year during which he 
got many new members, largely in- 
creased attendance and cut down office 
expenses. 

A Hound for Education 
Now as for study. Here are a few 








should assume personal moral responsi- 
bility for his own part in the company’s 
affairs. 

5. The stabilizing of industrial and 
commercial relations on the principle 
that permanence and continuity of ser- 
vice are the basic aims of any business. 

6. The obligation of business to 
strive toward the betterment of con- 
ditions among workers so that in case 
of’ an unemployment crisis such as the 
present one concentrated effort will be 
made by employers to keep their em- 
ployes on the job, taking a keen inter- 
est rather than a display of passive in- 
difference characteristic of the past. 

7. The establishment of a new prin- 
ciple of profit in that business would 
be compensated adequately for service 
rendered plus a fair reserve for profit. 


stray items along that score. He is a 
graduate of Putnam Business College; 
also of .Zanerian College, Columbus, 
Ohio. At McKinney College he got the 
degree of master of accounts and 
stenography. He obtained the Gregg 
teachers’ certificate, and the Twentieth 
Century . bookkeeping teachers’ certifi- 
cate. He studied with the American 
Collection Service, the International 
Correspondence School (where he took 
the advertising course), the Cody’s let- 
ter writing course, the Oliver School of 
Salesmanship, Sheldon’s Business Uni- 
versity, Kleiser’s course in public speak- 
ing. He learned corporation school 
management at New York University; 
stood third in the graduating class at 
the De Witt Clinton High School. In- 
cidentally he learned the Cortena phono- 
graph method, is a member of the Na- 
tional Association Corporation Schools, 
Hartford Life Underwriters’ Associa- 
tions and some others. He also knows 
Spanish. 


Experience as a Lecturer 


In 1917 he was selected from 853 can- 
didates from all over the country as edu- 
cational director of Gimbel Brothers 
New York store. He gave a series of 
lectures, “Effective Business English,” 
West Side Y. M. C. A., New York City, 
1918. Lectured in Business Economics 
and Secretarial Studies at Connecticut 
College for Women, New London, Conn., 
1916-17; Field Secretary of Rhode 
Island-Bryant & Stratton-Commercial 
School, Providence, R. I., 1912-13; head 
of Department of Commerce, Col- 
by Academy, New London, N. H., 
1909-12; principal of Commercial De- 
partment of Douglas College, Pitts- 
burgh, Pa., 1906-07; instructor in short- 
hand, Home University, Columbus, Ohio, 
1904-05; lecturer in Business Efficiency 
and Salesmanship at Y. M. C. A., Nor- 
wich, Conn., 1914-15-16-17 and at New 
London, Conn., in 1916; instructor of 
penmanship, Norwich Private Day 
School, 1916; head of Commercial De- 
partment and teacher in Wheeler High 
School, North Stonington, Conn., from 
1920 to 1927. Conducted special evening 
classes at Lawton Mills, Plainfield, 
Conn., one evening each week in 1922, 
and was in personal charge for twenty 
years at Norwich Commercial School, 


1908 to 1929, with the exception of three 


years while teaching at Colby Academy 
in New Hampshire. Agent at Norwich, 
1920-30, New England Mutual Life and 
broke all previous local records of the 
office which was opened in 1845. 

He is author of a series of ten ar- 
ticles, “The Building of a Business 
School,” published) in the “Business 
Journal” (New York), 1915-16; special 
lecturer American School of Business 
(Boston) and member of their advisory 
board, 1915-16; author of many articles 
for the daily press and national maga- 
zines; was selected as a member of the 
department store educational council of 
New York City Board of Education, 
1917-19. 


Mr. Crandall has had twenty years’ 
experience in selecting employes for 
leading business firms in the eastern 
states. He has had a wide experience 


in specialty selling and has made good 
(Continued on Page 42) 


Battle Of Wits On 
Business Insurance 


E. G. MANNING VS. C. C. GILMAN 





Peppy Sales Demonstration Mixed With 
Humor; Donald Russell, McNamara 
Agent, Also Talks on Subject 





Business insurance proved a popular 
attraction on the Boston sales congress 
program with a rapid-fire sales demon- 
Stration participated in by Earl G. 
Manning and Charles C. Gilman, two 
of Boston’s leading agents and nation- 
ally known for their respective abilities 
on the platform. This demonstration 
was followed by a talk by Donald Rus- 
sell, uptown New York manager of the 
John C. McNamara Agency, on the sub- 
ject: “Getting Your Money Out of Your 
Business Through the Instrument of 
Life Insurance.” 

The Manning-Gilman battle of wits 
was not only instructive but provided 
considerable amusement for the crowd. 
Gilman in the role of the prospect has 
just received one of Manning’s sales 
letters suggesting that “to each of a 
select list of business houses a copy of 
a book on Business Wills. will be sent.” 
Prospect Gilman is suspicious as he 
reads the lines “may we send this book 
without any obligation on your part.” 
Aside he says: “I’ll bet I won't get it 
in the mail; some high pressure mes- 
senger will bring it over to me.” But 
he signs the return card and mails it. 

A Quick Follow-up 


The next scene, the following morn- 
ing, starts off with a telephone call from 
Salesman Manning. A lively conversa- 
tion ensues in which Manning says he is 
not trying to sell his prospect life in- 
surance but merely wants to discuss the 
will mentioned in the book. Gilman 
tells him in no uncertain terms that he 
does not want insurance but finally 
gives him the privilege of calling him up 
for an appointment of a few minutes. 

Manning is quick to be in the neigh- 
borhood of his prosnect a few days later 
and overlooks the agreement that he 
was to telephone first. He asks for 
seven minutes of Gilman's time to tell 
his story. Gilman, grudgingly avreeable 
to this, retorts: “Any thoughts that were 
ever planted in my mind by a life in- 
surance agent I had to pay for and pay 
well.” 

Warming up for action Manning tells 
of an actual case where two men had 
invested $50,000 in a business which was 
protected for that amount by life in- 
surance. Their partnership lasted three 
years, the business then being incor- 
porated. At Manning’s suggestion they 
signed over their equity in the insurance 
to their bank and took out an additional 
$25,000 of insurance. Shortly thereafter 
the older man died and as sometimes 
hannens the younger man went into 
bankruptcy. The point was impressed 
upon Prospect Gilman that the widow 
in this transaction still had the stead} 
income on the money insurance had 
made safe in spite of the fact that the 
business was no longer in existence. 

Manning then asked his prosnect for 
the necessary data about his business 
which, he explained, he could not get 
from public records, whereunon Gilman 
jokingly said: “May I ask what this civil 
service examination means?” 

Only Two Methods 


Manning also brought forth food for 
reflection in his next question: “If your 
partner should die quickly could you as 
much as raise $75,000 to buy his inter- 
est?” He explained that no matter how 
close a man was to his banker it would 
have been difficult to borrow this amount 
of money during the recent stock mar- 
ket depression or when business gener- 
ally is poor. He declared that the only 
two methods by which a business man 
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could take up his partner’s interest were 
(1) by putting aside a certain amount 
from the corporate income of the firm 
or (2) by investing in adequate business 
life insurance. 

He injected a note of warning into 
the sales talk that a man’s business deal- 
ing with his partner and dealings that 
he might have with his partner’s wife in 
case of death or with the executor of 
the estate were two entirely different 
matters. 

To bring the sale to a successful close 
Manning laid before Prospect Gilman a 
written agreement for the stock retire- 
ment of the two partners, featuring life 
insurance as a shock absorber.. He ex- 
plained to his satisfaction the proced- 
ure of depositing the insurance in the 
bank as a future safeguard of the re- 
spective interests of each partner. 


by Russell 


Mr. Russell in his talk went into a 
more detailed explanation of the need 
for business insurance than was possible 
in the Manning-Gilman sales demonstra- 
tion. He urged concentration on a nlan 
for retiring the interest of the deceased 
and the transfer of that interest to those 
living so that they could control the 
business. “Study your prospect’s busi- 
ness plans and needs,” he said. “Find 
out where life insurance meets those 
needs. Don’t present a single sugges- 
tion until you are convinced that you 
have the solution to his problem.” His 
suggestion was for a self completing 
sinking fund reserve. 

He drew a word picture of the havoc 
often caused when an important mem- 
ber of a corporation .dies; how his sur- 
vivors will worry about credit or mone- 
tary losses; how any period of expan- 
sion which the business might be going 
through would be checked if the key 
man should die and the resultant en- 
trenchment program would be costly. 


Mr. Russell also referred to the prob- 
lems a man’s widow or heirs find them- 
selves up against when the steady in- 
come of the head of the family is cut 
off by his death—especially when they 
find out that the greater part of this 
income was from salary and did not 
come from dividends. 

He touched upon the part played by 
the executor of the estate who often 
complicated the situation and who did 
not have any reason to be particularly 
fair to survivors. He said: “Surviving 
stockholders of the firm must either con- 
tinue in the business or sell their inter- 
ests to heirs, Often heirs are lazy or 
immature, lacking intimate knowledge of 
the business. They demand larger prof- 
its than are warranted resulting in con- 
traction of credit. In the end they may 
even sell their stock to competitors at a 
fancy price.” 


Mr. Russell’s talk was well developed 


and held the close attention of the Bos- 
ton agents. 


Valuable Pointers Given 





COMMISSIONERS AT BANQUET 


At the Boston sales congress banquet 
held in the Chamber of Commerce build- 
ing Commissioners Dunham, Connecti- 
cut; Brown, Massachusetts, and Sulli- 
van, New Hampshire, attended. Deputy 
Commissioners Linnell, Cogswell and 
Dougherty of Massachusetts were also 
present. Governor Frank G. Allen could 
not be present. Entertainment was in 
charge of David E. Snrague, who led 
the singing at the congress. 





PULLMAN PORTERS’ QUARTET 


The Pullman Porters’ quartet was one 
of the bright spots of the Boston ‘sales 
congress. Five years ago this group of 
negro spiritual singers started on the 
road and since then have made frequent 
appearances at sales .congresses and 
conventions. 


Veteran Teacher of 
Salesmanship Big Hit 


A. F. SHELDON’S PHILOSOPHY 





Tells Agents That Selling Is Science of 





Getting Mind to Meet Mind and 
Stay Met 
Arthur Frederick Sheldon, pioneer 


teacher of salesmanship and founder of 
the Sheldon School of Salesmanship, 
Chicago, made such a hit at the morn- 
ing session of the Boston sales congress 
that at the unanimous request of the 
agents he made a second and equally 
as impressive appearance at the even- 
ing banquet. 

Author of a popular book on the “Sci- 
ence of Business,” Mr. Sheldon had as 
his theme the science of creative and 
constructive selling. Although he said 
frankly that he knew nothing about life 
insurance selling he skillfully put be- 
fore his audience some general scien- 
tific principles, often overlooked, which 
brought out the pencils and paper in a 
hurry. 

Selling the Science of Persuasion 

Emphasizing that the basis of creative 
salesmanship is the organization of facts 
and that the law of cause and effect is 
universal everywhere, Mr. Sheldon went 
a step further by way of explanation 
and said: “Selling is an art. Science 
is knowing. Art is the end in view. The 
means to that end is an understanding 
of facts and that is salesmanship.” 

He got a laugh when he said_ that 
“selling is a science of persuasion,” and 
that “salesmanship is a science of get- 
ting mind to meet mind and stay met.” 
By way of pointing out the need for a 
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knowledge of salesmanship in all branch- 
es of business, he told about the chief 
executive of a large manufacturing con- 
cern who told him one time: “I’m not a 
salesman, I’m an executive.” and the 
foreman of the same concern answered 
in a similar vein that his job was to keep 
the men at work regardless of discon- 
tent and trouble brewing at the time 
among the workmen. Said Mr. Sheldon: 
“The president and his foreman should 
in order to understand their employes 
substitute a looking glass for a wrist 
watch.” To this he added: “Salesman- 
ship is the art of seeing things through 
mutually interested eves.” 


“The Old Order Has Changed 

Touching on the old public impression 
of the life insurance agent, Mr. Shel- 
don said: “There was a day when insur- 
ance .men were not admitted into very 
polite society and justly so because a 
code of ethics had not been established 
in your business. I even remember 
when the aim of solicitors seemed to 





Paul or Mary. 


the premiums. 





Millions of Prospects 


Nearly one-third of the total population of the United 
States are Juveniles—under age 15. 


You can always talk to Dad or Mother about John or 
An audience is assured. 


Booklet entitled ‘Your Child” which explains our 
Juvenile Policies in detail sent on request. 


The Midland writes only participating policies. Divi- 
dends are paid on premiums waived by reason of death 
or disability of parent or guardian who has been paying 


Agency Department 


The Midland Mutual Life Insurance Co. 
Columbus, Ohio 


“Its Performances Exceed Its Promises” 








be ‘putting one over on the other fel- 
low. This picture has changed and to- 
day you have elevated your business to 
a high ethical plane, appreciating fully 
that creative salesmanship in insurance 
or any other field is the art of selling 
goods that won’t come back to custom- 
ers that do. The day of the spell-binder 
with no knowledge of his goods is fast 
disappearing.” 

Referring to the foundation of busi- 
ness as service and satisfaction, Mr. 
Sheldon warned the Boston agents not 
to fall into the rut of giving their cli- 
ents too much “absent treatment.” He 
said that insurance agents could not af- 
ford to get into this habit as they must 
continuously keep in touch with old and 
new policyholders if they want to keep 
the business. 


Lies Smash Confidence 


He was bitter in his opinion of un- 
truthful statements in selling and said: 
“A lie is a liability because it has the 
effect of an earthquake. It simply 
smashes your customer’s confidence in 
you with the result that you lose his 
trade. Quality and quantity count in 
selling but truthfulness is above them 
and essential to them.” 

One of his closing bits of advice was: 
“Don’t think how much you can get and 
how little you can give but an even 
balance of the two. The law of the 
survival of the fittest is the law of the 
most service and not the law of the 
most selfishness.” 





HAROLD A. LEY ON PROGRAM 


Life Extension Institute Head Tells 
Human Interest Story of Its Forma- 
tion and Growth 
The human interest storv of the es- 
tablishment of the Life Extension In- 
stitute in 1914 and its work since then 
in the conservation of human life was 
told at length by Harold A. Ley, prest- 
dent of the ‘Institute. The Boston 
agents were interested to learn how Mr. 
Ley enlisted the co-operation of a group 
of life insurance presidents including 
such national figures as the late Haley 
Fiske and Judge Day in addition to the 
generous interest and support of Prof. 
Irving’ Fisher, Yale University ccon- 
omist, and the late Chief Justice Taft. 
Mr. Ley was at home in the life i 
surance atmosphere. He told his audi- 
ence that he had spent eight years m 
the actuarial department of the Massa- 
chusetts Mutual before starting the Life 
Extension Institute. He was warm in 
his praise of insurance companics for 
the interest they had shown in the 

health conservation movement. 








PRAISES ELIZUR WRIGHT 


At the Boston sales congress Samuel 
Milligan, third vice-president, Metropoli- 
tan Life, after being given a splendid in- 
troduction by President George 
Tracy handed out a compliment in re- 
turn. His eulogy was to Elizur Wright, 
the first insurance commissioner ‘0 


Massachusetts. 
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Political Debate at 
Philadelphia Dinner 


MAYOR AND SENATOR AT ISSUE 





Wheeler of Montana Raps Hoover Ad- 
ministration and Town’s Chief Of- 
fice Holder Praises It 





Insurance men with a political bent 
got a big kick out of the banquet which 
climaxed the Tri-State Congress in Phil- 
adelphia last Thursday night. First they 
heard Senator Burton K. Wheeler of 
Montana take some shots at the Hoover 
administration; then the mayor of Phil- 
adelphia, Harry A. Mackey, who had 
arrived unexpectedly, took up the cud- 
gels-in defense of the administration. 
It was a real old-fashioned political de- 
bate with both speakers striking out 
from the shoulder. 

The toastmaster was Roland S. Mor- 
ris, former ambassador to Japan, and a 
Democrat. He is vice-president of the 
Philadelphia Life. Harry C. Spillman, 
educational director of the Remington 
Rand Co., also a Democrat, was one of 
the speakers. It all resulted in every- 
body being satisfied. The Democrats 
liked the Wheeler speech. The Republi- 
cans applauded the mayor’s rebuttal, and 
all in all it was a spirited evening. 

The evening program was opened with 
entertainment by the Pullman Porters’ 
quartet, followed by an address of 
welcome by the president of the Phila- 
delphia Association of Life Underwrit- 
ers, Thomas M. Scott, and by remarks 
by the general chairman of the con- 
gress, J. Renwick Montgomery. Harry 
Taylor’s orchestra furnished music dur- 
ing the banquet. 

Spillman Makes Hit 


The address of Mr. Spillman was cor- 
dially received. His talk was colored 
with accounts of experiences gained 
through extensive traveling and he par- 
ticularly described his travels in. the 
Holy Land where he was getting at- 
mosphere for a book he is writing on 
“the world’s greatest salesman, St. Paul.” 

Senator Wheeler said that he lament- 
ed the fact that this country seems to 
be drifting from a democracy to a bu- 
reaucracy and decried present-day gen- 
eral condition which have been painted 
too optimistically. He said that the gen- 
eral public is being misinformed, : that 
conditions are, grave and they do not 
realize it, or at least take no pains to 
change them. Mayor Mackey, who an- 
swered this address, defended the pres- 
ent administration and its policies, and 
said there is no real reason for pessi- 
mism. 

Insurance men from eastern Pennsyl- 
vania, Delaware and New Jersey filled 
the main ball room to capacity at the 
banquet. Many prominent men of the 
business were conspicuous at the head 
table. Among those noted were Mat- 
thew Taggart, insurance commissioner 
of Pennsylvania; Hugh Hart, vice-presi- 
dent, Penn Mutual; C. H. Voorhees, at- 
torney, Connecticut General; John 
Barker, vice-president and general coun- 
sel, Berkshire Life; and F. X. Quinn, 
Vice-president, Fidelity Mutual. 





DUFF’S TALK AT PHILADELPHIA 


A plea that agents must first be able 
to manage their own affairs before they 
are qualified to give advice to others 
was the gist of a talk made by William 
M. Duff, president of the E. S. Woods 
agency, Pittsburgh, in a talk before the 
Tri-State Congress. He though agents 
could handle their financial programs if 
they gave sufficient thought to it. As 
an aid to combating their money trou- 
bles Mr. Duff strongly advised agents 
to take their wives into business part- 
nership as soon as they entered the life 
usiness. He also urged carefully plan- 
ned budgets for the home. 





The Guardian Life recently held a 


two-day conference at St. Paul. 


“Creation’s Blot” 


That is. how Thomas Gibbons, 
noted British clergyman, described 
the selfish man, of whom he wrote: 


“That man may last, but never lives, 
Who much receives 





But nothing gives.” 


W hat possible explanation can be offered by 


the uninsured or underinsured husband 
and father who KNOWS his family 


would be destitute if he were suddenly 
lost to them? 


Show him the Path of Duty! 


The 
Prudential 


Insurance Company of America 
Home Office: Newark, New Jersey 





EpwarD D. DuFFIELD, President 














Scientific Sales 
Must Be Humanized 


APPEAL TO HEART NECESSARY 





Isaac S. Kibrick Sees Danger in Pres- 
ent Tendency of Agents to Become 
Super- Scientific 





“There is danger in the present ten- 
dency of life insurance agents to be- 
come super-scientific in their methods,” 
declared Isaac-S. Kibrick, well known 
New York Life producer of Brockton, 
Mass., who addressed the Tri-State Sales 
Congress in Philadelphia last week. In 
these days when the agent needs to be 
both clever and intelligent in his pres- 
entations, he is liable to forget the hu- 
man appeal which is the background 
for all successful selling, he said. 

It is necessary, of course, said Mr. 
Kibrick that the agent have the scien- 
tific knowledge of his subject, but the 
broadcast of this knowledge does not 
make the sale. The trick is in knowing 
how and when to use the knowledge. 
All the little facts should be retained 
in the agent’s mind for use at a psycho- 
logical moment when needed. 

Mr. Kibrick advocated the use of plain 
language. Technical terms and _ high- 
sounding phrases are distasteful to the 
great majority of human beings. The 
appeal to the heart, he said, seldom fails 
to bring a response. The use of prac- 
tical illustrations and human _ interest 
Stories in selling will help form this 
appeal. Practical comparisons of ways 
of spending money will prove the value 
of life insurance policies. Show the 
prospect the permanent value of the re- 
turn in comparison with the temporary 
pleasure derived from expensive cloth- 
ing and other things of fluctuating val- 
ue, he said. 


Human Appeal in Business 

Even in the sale of business insurance 
no involved technical presentation is nec- 
essary, said Mr. Kibrick. He has found 
that the simple, human appeal works 
here also. The agent and prospect must 
bear in mind constantly two things: 
adopting the best method to pay for 
services performed, and, second, placing 
the proper price upon good will. 

The necessity of knowing the disposi- 
tion and character of the prospect is of 
prime importance in the sale, Mr. Ki- 
brick said. The agent must determine 
what kind of appeal will bring the de- 
sired results. In some instances the 
man’s pride must be appealed to, while 
in others, this same method would be 
disastrous. A human understanding of 
men and women is invaluable in this 
business, he asserted. Combine that with 
a thorough understanding of the sub- 
ject, he said, and the agent can hardly 
prevent himself from succeeding. 

Mr. Kibrick’s talk was colored by 
many humorous stories which evoked 
much laughter from his audience. 





A HIT IN PHILADELPHIA 

Two Insurance Men Illustrate to Sales - 

Congress How Insurance Should No 

Be Solicited ” 

A sketch illustrating how insurance 
should not be sold was one of the hits ° 
of the Tri-State Sales Congress in Phil- 
adelphia last week. For this occasion 
Louis F. Paret, Provident Mutual, came 
out in a Dave Warfield make-up. He 
was the agent while the prospect was E. 
R. Sumner of his agency. The sketch 
was a burlesque on nearly everything 
which has been written to speed up pro- 
duction, to read the prospect’s mind and 
other educational tips which the agency 
divisions hand out. , One of Paret’s best 
moments was when there were no ob- 
jections. “I have the enswers all ready 
and you must ebsolutely make them so 
I can tell you what they are,” he said. 
“If you dunt buy your policy as I want 
you to buy it I can’t make a record like 
Clay Hamlin makes.” 
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H. J. Johnson Gives Talk 
On Creative Selling 


HOW TO DEVELOP PROSPECTS 





Telis Agents They Often Must Estab- 
lish Needs Prospects Do Not Real- 
ize Exist 





A thorough analvsis of the work of 
the present day life insurance agent has 
been made by Holgar J. Johnson, gen- 
eral agent for the Penn Mutual in Pitts- 
burgh, who presented his views before 
the Tri-State Sales Congress last week 
in Philadelphia. In a practical manner 
he offered the various steps making for 
“creative salesmanship.” 

Mr. Johnson designated as the first 
creative move the development of a 
prospect. In reality, he said, this man 
is not a prospect until he has been 
called on to determine whether or not 
he can be develoved into a prospect. 
He continued: “He, of course, must con- 
form to these requirements that have 
been established such as, a man who 
can pay,.one who can pass, and one 
who needs, and not one who is access- 
ible to you. As a parenthetical state- 
ment let me caution you about this past 
phase, that we do not make the mis- 
take of trying to create our prospect in 
a field where we are not qualified to 
work, such as calling on the man who 
is utterly inaccessible to us or one whose 
conditions are such that we have not 
as yet the experience or practical equip- 
ment to serve him. 

“The next move,” said Mr. Johnson, 
“is to establish a need which may be 
rightfully called the creating of a need, 
for that which is not known, for all 
intents and purposes as far as your pros- 
pect is concerned does not exist even 
though you see the need, unless the 
prospect realizes it; it does not exist 
for him, therefore, it is safe to say that 
you must next create the need.” 

Organized Presentation 


The agent has next to create the in- 
strumentality by which the need is con- 
veyed to the prospect, said Mr. John- 
son. In other words, the sales talk must 
be created. Mr. Johnson said that he 
was a firm believer and advocate of 
an organized. sales talk for the pres- 
entation of the need to the prospect in 
such a manner as to make him act in 
the filling of that need. He said that 
the creation of the organized sales talk 
provides an opportunity to bring to the 
agents’ aid the experience of other men 
as well as their own, for a complete 
sales story can be organized, a proper 
presentation that has proven successful 
by the test of time. 

“Why create an organized sales talk 
instead of depending on an inspiration 
of the moment, some of you will ask,” 
said Mr. Johnson. “Because, first you 
will have a definite objective to accom- 
plish and have a definite route over 
which to pass to meet this objective, 














it will save your time and that of your 
prospect, it will partially eliminate the 
need for resourcefulness. It will leave 
you with a sense of incompletion if you 
do not succeed in presenting your idea, 
and lastly, permit you to arrange ideas 
in proper sequence and with proper em- 
phasis so as to best enable you to con- 
vey to the prospect that which you are 
trying to help him accomplish. 

“Let us now assume you have made 
the sale and here the creative process 
gets into full sway for neither you nor 
I can sell a policy. All we can sell is an 
idea and serve as the medium which 
brings the prospect and the company to- 
gether. They enter into a _ contract 
whereby the insured undertakes to cre- 
ate—call it what you will, an estate, 
ready cash, emergency funds, a life in- 
come, etc. The creating now is done 
by the prospect and it our. responsibility 
to help the prospect accomplish this 
creative process; therefore, we can say 
that the truly modern underwriter is a 
creative salesman.” 





VISUAL TRAINING FOR AGENTS 





J. M. Holcombe, Jr., Acquaints Boston 
Agents With Sales Research 
Bureau’s Latest Service 


The new visual plan of agency train- 
ing of the Life Insurance Sales Re- 
search Bureau was presented to the Bos- 
ton sales congress by John Marshall 
Holcombe, Jr., at the City Club luncheon 
affair and his explanation of the plan, 
illustrated by screen slides attracted 
considerable attention. The simplicity of 


the plan, Mr. Holcombe pointed out, was. 


that the film could be shown in any and 
all agency offices, it folds easily into a 
small satchel, and would reproduce as 
well on a small screen as on a large 
one. 

Although the idea is not a new one 
Mr. Holcombe said it was being in- 
troduced for the first time to insurance 
men. He felt that the showing of the 
films with proper explanation by the 
agency manager not only helped the new 
agent to acquire quickly necessary in- 
formation in selling requisites but 
showed him how to use his knowledge 
with confidence in himself during the 
sales interview. It is also helpful to 
older agents in that facts are presented 
to them in a new light, he said. 

The Life Insurance Sales Research 
Bureau is releasing a new film every 
month and along with the service is a 
set of guides so that the manager show- 
ing the slides will have the proper sales 
illustrations for the film if he chooses 
to use them. 





BEATS BUCKNER ALLOTMENT 

During the absence in Arizona of Su- 
pervisor Charles Kederich of New York 
his division pledged to fill its Thomas 
A. Buckner allotments and has already 
gone over the top with $12,459,500 














Col. Dunham Discusses 
Agent’s Responsibility 


NEEDS CLEAR UNDERSTANDING 

Rapid Growth of Business and New 

Developments Make Selling No Easy 
Job; Stresses Preparedness 








“Although life insurance is no longer 
the puzzle it used to be to the general 
public, that does not mean that it does 
not still require the hiehest degree of 
salesmanship to sell it,’ declared Col. 
Howard P. Dunham, insurance commis- 
sioner of Connecticut, at the tenth an- 
nual New England Sales Congress of 
the Boston Life Underwriters’ Associa- 
tion in Ford Hall in Boston last Friday. 

Col. Dunham stressed the fact that al- 
though the public is more receptive, the 
insurance agent who does not keep up 
with the fast developments of the busi- 
ness will find himself far behind the 
procession. ‘He said: “Today there are 
so many ramifications of life insurance 
that only those who constantly study the 
trends and changes are really prepared 
to sell insurance, to render the best ser- 
vice both to their clients and to the com- 
panies. The insurance business is not 
Static; it is undergoing vast changes— 
changes which are so far-reaching as to 
constitute a challenge to our minds and 
imaginations, 

“The man who believes that a mere 
smattering of knowledge as to the fun- 
damentals of life insurance is enough 
equipment to carry on is bound to find 
himself far behind. Conversely, the 
man who heeds the gospel of prepared- 
ness will become a leader in the field. 
Once life insurance salesmanship con- 
sisted merely of convincing a prospect 
that he should buy insurance to protect 
his family; now it a different story. 

Compulsory Coverage 

“It was recently suggested that the 
several states might consider the en- 
actment of laws making it comoulsory 
for a prospective husband to take out 
life insurance as a protection for him 
wife and future family. This is, of course, 
a radical step and is not to be con- 
sidered. But the same desirable end 
may be accomplished through public 
opinion. We look askance upon:a man 
who has not considered the future wel- 
fare of his family sufficiently to safe- 
guard it through life insurance. Men 
who do not carry insurance for the pro- 
tection of their families are reluctant to 
admit the fact, as though it were some- 
thing to be ashamed of. They know they 
have been negligent and they suspect 
the community feeling is against such 
failure to provide.” 

_ In closing, Col. Dunham said: “The 
inter-change of ideas, among other 
things, makes meetings like this emi- 
nently worth while. Ideas should not 
be guarded like trade secrets or precious 
jewels. If they are practicable they will 
benefit the entire business. 
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each company jealously guarded its 
methods for fear that another company 
might adopt them. Life insurance com- 
panies maintain a sales research bureau 
whose work benefits the entire business 
and the public, too. An idea which will 
enable life insurance men to sell insur- 
ance to more people belongs to the en- 
tire business, no matter by whom con- 
ceived.” 





NEW DIRECTORS 

Homer Guck, publisher of the Chicago 
“Herald and Examiner,” has joined the 
board of the Detroit Life as has J. W. 
Wilford, president of the Bank of Lan- 
sing, Lansing, Mich, Mn Guck_ was 
once assistant to the president of the 
Detroit Life, resigning to become vice- 
president of the Union Trust Co. of De- 
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Dr. Frankel Pamphlet 

On Medical Inquiry 
ILL WORKERS SPEND 

Family Pc Is $140 Per Year; Data 


bout Hospital Cost and 
Other Features 


WHAT 








The results of the investigation which 
the Metropolitan Life made last year 
into the cost of medical care to the 
average workingman’s family have been 
condensed by Dr. Lee Frankel, second 
vice-president of the company, and pub- 
lished in pamphlet form. This is the 
inquiry which showed that this type of 
family spends $140 annually for medical 
necessities. 

The following facts were brought out 
by the investigation: 

1. Practically every family had to 
make some expenditure for medical serv- 
ices during this period. Among 3,281 
families, consisting of 17,129 persons, 
only 198 families reported no expendi- 
ture. 

2. The total amount disbursed by all 
families was $230,907, an average ex- 
pense of $70 per family for six months 
or $140 estimated for a complete year. 

3. A large share of this outlay fell 
upon a small proportion of the families; 
64% of the total amount was expended 
by one-fifth of the total number of 
families. 

4. Private physicians received the 
largest share, 43% of the total amount 
expended. But if expenditures for the 
care of teeth, care of eyes, and extra 
household disbursements are excluded, 
this ratio for physicians amounts to 54%. 
One-fourth of all the money paid out 


,went for medicines and hospitals, about 


an equal share for each. 
15% Use Hospitals 

_5. Eighty-two per cent. of the fami- 
lies used the services of a private phy- 
sician and 83%. needed medicines during 
this period. Thirty per cent. of the 
families reported expenses for care of 
teeth and 9% for care of eyes. Hospitals 
were used by 15% of the families. More 
than one-third of the families reported 
extra household expenses as a result of 
sickness or injuries. ; 

6. Families that had the services o 
a private physician paid him an average 
of $37 over a period of six months. 
Those that required hospital care paid 
an average of $60 for this service, and 
those that had- operations paid an aver- 
age of $74 for this special service. 

Members of large families cannot 
afford to pay as much for medical care 
as can those in smaller families. Per- 
sons living alone paid out an average 
of $75.63 in six months for medical care, 
whereas those in families of nine or 
more persons paid out only $6.64 during 
the same months. 
Nurses Make Inquiry 


The information was obtained after a 
comprehensive inquiry had been made 
by the company. Nurses called upon 
families located in the industrial centers 
of practically every state of the Union 
and distributed schedules in the form of 
calendars on which the policyholders 
were requested to keep a careful record, 
ay by day, for six months, to show 
what their families paid for doctors, 
nurses, medicines, for care of teeth, 
tyes, and for all other expense items 
on account of sickness or injuries. The 


families were revisited each month in’ 


miter that their interest in the survey 


Je sustained and to assist them in keep- 
ing the records accurately. 

% ie pamphlet explains that the data 
“hare: 1s not probably completely ac- 
gt It is the company’s impression 
thie the figures of cost are minimal for 
~ol ag of people. _If every single 
a of cost had been included, the fig- 
Si would have been somwhat higher. 
bie come believes, however, that the 
roe obtained fairly well reflect condi- 
- S in the workingman’s homes 

Toughout the countrv. 














Announcing 


THE HOME PROTECTOR 


Northwestern National Life’s 


“Family Income” Policy* 


NWNL agents in 3] states are 
spreading the story of the note- 
worthy new program of family 
protection which this Company, in 
accordance with its custom of 
keeping pace with the newest de- 
velopments in life underwriting, 
presents as the Home Protector, its 
new “Family Income” policy. 


A Double Income 


By this new plan, a man can 
guarantee his growing family an 
income at least double the amount 
they could get otherwise . . . and 
in addition provide amply for his 
wife after the children are grown 
by assuring her, at the end of the 
income period, the full principal 
amount of the policy. And he 
may guarantee these doubled 
benefits at a cost only slightly 
higher than that of an ordinary 
life policy! 


Cost Comparable to 
Endowment at Age 85 


At age 35, for instance, a Home 
Protector “Family Income” policy 
for $10,000 on the 20-year plan 
(a 10-year plan is also offered at 
a smaller premium) requires an 
annual premium deposit of only 
$293.90 as compared with $260.40 
for an Endowment at Age 85 
policy for the same principal 
amount. Should the insured die 
within 20 years his family will 
receive, starting immediately after _ 
his death, a guaranteed income of 
$100 a month, at least twice as 
much as $10,000 will earn at the 
best rate of interest that can be 
obtained with safety in any other 
way ... and this double income 
will continue for 20 years from 
the date of the policy, at which 
time $10,000 will be paid his wife 
or other beneficiary. 


Dividends Create 
Clean-up Fund 
In connection with the Home 


Protector “Family Income” policy 
NWNL offers an unusual dividend 


option which enables the owner 
of this policy to utilize his divi- 
dends to purchase one year term 
insurance which furnishes a fund 
payable immediately at death to 
meet the heavy expenses and 
clean up the bills, leaving the in- 
come unimpaired for the use of 
the family. 

The large income provided by 
this policy is still further in- 
creased because during the in- 
come period NWNL pays (at pres- 


ent interest rates) excess interest 


of 114% on the principal amount 
of the policy. 


Extra Features 


Obtainable 


This new policy can be ob- 
tained with the same provision for 
payment of double the principal 
amount in case of death by acci- 
dent—one-half payable immedi- 
ately at death and one-half at the 
end of the income period. The 
same liberal total and permanent 
disability benefits as are fur- 
nished with other NWNL life con- 
tracts are available with this pol- 
icy. It is sold in any amount 


from $5,000 up to $100,000. 
Sold in 31 States 


The remarkable new Home Pro- 
tector “Family Income” policy is 
being introduced by NWNL agents 
in the following 31 states in which 
the Company operates: 


Arkansas Minnesota Pennsylvania 
California Mississippi South Dakota 
Colorado Missouri Tennessee 
Idaho Montana Texas 

Illinois Nebraska 

Indiana New Jersey Utah 

lowa a pe sore ag Virginia 
Kansas orth Dakota ; 
Kentucky Ohio Washingt — 
Louisiana Oklahoma West Virginia 
Michigan Oregon Wyoming 





* Appreciative acknowledgment 
is made of the actuarial skill 
and resourcefulness of the Con- 
tinental American Life Insurance 
Company, Philip Burnet, Presi- 
dent, in the development of this 
type of life insurance contract. 











NORTHWESTERN NATIONAL 
LIFE INSURANCE COMPANY 


O. J. ARNOLD, pacsioent 
STRONG-> Minneapolis.Minn. ~ LIBERAL 
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New Analysis of 
Agency Efficiency 


PENN MUTUAL DISTRIBUTES IT 
Prepared by J. E. G. Bryant, Statistician 
of Company; What it Shows; 
Chart Sheets Used 





The Penn Mutual Life has recently 
adopted a newly devised method of 
analysis _of agency accomplishment. 
Vice-president Hugh D. Hart has dis- 
tributed among the general agents a 
pamphlet in which this new method is 
described in considerable detail, and in 
which reproductions of a large number 
of graphic charts are employed to illus- 
trate the practical value and the current 
usefulness of the analysis both to the 
general agents and to the company it- 
self. 

In the printed pamphlet, the author of 
which is J. E. G. Bryant, statistician of 
the Penn Mutual, the statement is made, 
and supported in a variety of ways, that 
the chart sheets reveal at a glance, as 
to each of the following particulars: 

insurance in force, 

insurance declined, 

insurance issued, 

insurance paid-for, 

insurance paid-for minus insurance ter- 

minated by expiry-surrender-lapse, 

active first-year Agents, 

first-year production, 

active second-year Agents, 

second-year production, 
not only a given agency’s share of the 
company’s total, but also whether that 
share is increasing or decreasing, and if 
so. how rapidly. 

It is further shown in the pamphlet 
that momentary inspection of the chart 
sheets also indicates, as to each of the 
following: Y 

quality of the business written, 

proportion of issued insurance not taken, 

conservation of insurance in force, 

continuity of the activity of first-year Agents, 

productivity of active first-year Agents, 

continuity of the activity of second-year 
Agents, 

productivity of active second-year Agents, 

proportion of active first-year Agents entering 

the second year, 
whether a given agency is better or 
worse than the average agency of the 
company, and whether it is becoming 
more so or less so. : 

Certain data sheets, for use in supole- 
ment to the chart sheets, are described 
as well. The data sheets carry the in- 
quiry somewhat further, with respect to 
active agents of long standing, to sur- 
plus and brokerage production, to the 
production of the general agent persor- 
ally, to annuities, and so forth. 





AWARD FOR R. L. MARCOTTE 





Robbins-Simons Agent Completes 20 
Weeks of Consecutive Production; 
An “App” or More a Week 


At the Monday morning meeting of 
the Robbins & Simons agency of the 
Home Life this week Robert L. Mar- 
cotte was presented with a handsome 
Waterman pencil as recognition of his 
completion of twenty consecutive weeks 
of an application or more a week. It 
is the policy of the Robbins & Simons 
agency to show its appreciation for con- 
sistent production in this fashion *and 
at the end of Mr. Marcotte’s next twenty 
weeks of an “app” a week he will re- 
ceive a fountain pen to complete his set. 
The agency is successfully building up a 
strong full time agency staff. 





DR. D. F. R. STEUART APPOINTED 

The Mutual Benefit Life has appoint- 
ed Dr. David F. R. Steuart an assistant 
medical director. After taking his med- 
ical degree at Temple Medical College, 
Philadelphia, and serving his interneship 
at Reading General Hospital, Dr. Steu- 
art in August last year became chief 
resident physician at Overlook Hospital, 
Summit, N. J., from which position he 
resigned to join the Mutual Benefit staff. 





The Royal Union Life of Des Moines 
has increased its capital from $500,000 
to $1,000,000. 
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F. A. Berthold Leader of 
Prudential Last Year 


PAID THAT COMPANY § $2,700,000 





One of City’s Largest Writers; Has 
Been in Insurance Business 
Twenty Years 





Frank A. Berthold of New York City 
was the Ordinary production leader of 
The Prudential for 1929. He paid for 
2,700,000 in that company. In addition 
Mr. Berthold paid for a _ considerable 
amount in other companies. His Pru- 
dential cases were all for substantial 
amounts. 

Mr. Berthold has been an insurance 
man for two decades. In the early days 





FRANK A. BERTHOLD 


of his insurance career he sold for the 
Mutual Benefit with the old L. A. Cerf 
Agency. For a time he was national 
leader for the Aetna Life. He does 
business chiefly with executives, writ- 
ing both programs on their personal 
lives and business insurance. He has 
a thorough knowledge of insurance trusts 
and inheritance taxation. 

Before approach this writer informs 
himself thoroughly of the client’s finan- 
cial responsibility, personality and bus- 
iness and social affiliations. “One mis- 
take regarding a client’s status may cost 
the agent many other clients,” he says. 
He lives in Bronxville, N. Y., where he 
is on the executive committee of the 
town’s Community Welfare Fund. He 
is a former president of the Cedar 
Knolls Association. His Prudential bus- 
iness is given to the P. R. Garrison 
Agency. 





PRIDDYS TO SAIL FOR ITALY 





Former President of National Associa- 
tion of Life Underwriters Leaves 
April 9 
Lawrence Priddy, who has been at 
the Doctors’ Hospital at East End ave- 
nue and Ejighty-seventh street for two 
weeks where he has undergone an op- 
eration, will sail on the “Roma” with 
Mrs. Priddy for Italy at one o’clock in 
the morning of April 9. They will be 
gone until September. While abroad 
they will visit the Greek temple ruins, 
the Coliseum at Rome, will go over the 
Dolomites from Venice, will take in the 
Passion Play at Oberammergau, and 
after touring Germanv and Holland will 

spend two weeks in Great Britain. 





F. W. LIVINGSTON ANNIVERSARY 


Frank W. Livingston, who recently 
served two successive terms as president 
of the Fidelity Mutual Club in the home 
office, has completed thirty-five years 
of service with the company. He has 
been cashier at the home office in Phil- 
adelphia since 1912, 

















New York Life Agents’ 
1929 Record 


New insurance paid for . . . . $953,000,000 
Ratio of term insurance to total only . . 3.07% 


Life and Endowment Policies . . . . 96.93% 





New York Life Insurance Company 
MADISON SQUARE, NEW YORK, N. Y. 





Darwin P. Kingsley, President 














Boston Congress Hears 
Samuel Milligan Talk 


NOT YET AT SATURATION POINT 





Metropolitan Life Executive Believes 
That Second Hundred Billion Will 
Be Realized Before Decade 





Samuel Milligan, third vice-president 
of the Metropolitan Life, is convinced 
that the next one hundred billion in new 
life insurance will be produced in this 
country within the next eight years. He 
sees a great future ahead for the life 
insurance agent who is willing to buckle 
down to his job, learn the business from 
every angle and sell prospects according 
to their needs. Most decidedly is he of 
the opinion that the saturation point in 
production has not been reached; and 
that despite stock market crashes and 
temporary business depression there will 
be no slowing up of business. 

As a speaker before the tenth annual 
sales congress of the Boston Life Under- 
writers Asociation at Ford Hall last 
Friday Mr. Milligan made one of the 
best impressions before some thousand 
underwriters. Those present took notice 
when he brought home to them the big 
responsibilities their jobs held for them; 
when he said that every life insurance 
contract placed is just the beginning of 
a transaction which will run for an in- 
definite period of time and that every 
such contract is not only a sale but a 
sound promise of the insurance company 
to provide for the education and care 
of dependents. “Life insurance is the 
business of a generation,” he emphasized. 


Thorough Preparation Essential 


Mr. Milligan discussed the chance for 
promotion to Home Office posts of re- 
sponsibility, saying that young men with 
ability and willingness to grasp the 
essentials of the business had fine oppor- 
tunities. Discussing the men in the field 
he made a fine talk regarding success 
which can be won by agents who have 
a good background, who understand life 
insurance and business priciples. “Be 
as good as you can on your present job 
and you will find the future will be kind 
to you,” he said. “This is the day of the 
prepared man, the man who knows his 
business, who works intelligently, who 
capitalizes his resources.” : 

Mr. Milligan looks upon the life in- 
surance business as one which is con- 
ducted today on a high ethical plane. 
And under such conditions he told the 
Boston agents that there was no limit 
to their individual successes. “I look 
upon you to grow along with a business 
of great magnitude and the best answer 
to my hope will be revealed in the writ- 
ing of the next one hundred billion,” he 
said. 





NEWARK Y. M. C. A. LECTURES 





Insurance Course Will Be Given by 
Joseph S. Fein of Pacific Mutual 
Life Agency 
A course embracing every phasc of 
the life insurance business will be of- 
fered by the Newark Y. M. C. A. to the 
employes and prospective employes of 

life insurance companies. 

The first lecture will be held Saturday 
afternoon, April 5, at 1:30 o’clock. The 
lectures will be delivered by Joseph S. 
Fein, who is connected with the Pacific 
Mutual Life in Newark and who has 


* given these lectures in different cities 


throughout the country. Mr. Fein has 
taken virtually every course pertaining 
to the business that New York Univer- 
sity offers. He has had thirteen years 
practical experience in the life insurance 
business. The manager of the Pacific 
Mutual is William B. Snowden. 

The course will consist of four lec- 
tures. There will be a fee of $8 charged 
for the lectures. The companies send- 
ing ten men or more will have a re 
duction in the fee. ; : 

Clayton W. Cook is educational di- 
rector of the Y. M. C. A. in Newark. 
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H. E. Niles Goes With 
N. Y. Actuarial Firm 


WOODWARD, FONDILLER & RYAN 





Economist and Statistician Has Been 
Assistant Manager of Bureau of Life 
Insurance Sales Research 





Henry E. Niles,- assistant manager of 
the Life Insurance Sales Research Bu- 
reau, has resigned in order to become 
associated with Woodward Fondiller & 
Ryan, actuaries, 75 Fulton street, New 
York. He has attracted wide attention 
in the business in a few years. 

Graduated: from Johns Hopkins Uni- 





cr 


HENRY E. NILES 


versity in 1920, he devoted the next two 
years to the study of economics and sta- 
tistics in this country and Europe. He 
has been identified with life insurance 
almost continuously since 1918, when he 
began work during the summer vacation 
in a Baltimore life office. His work 
with the Bureau has been particularly 
with the tie-up of agency and home of- 
fice problems, including premium ac- 
counting, co-operative advertising in- 
quiry, agency financing and profits. 
For several years he has been secre- 
tary of the joint committee of the Life 
Insurance Sales Research Bureau and 
the Life Office Management Association. 





SEEFURTH COURSE TO BE USED 

The Louis F. Paret agency in New- 
ark*for the Provident Mutual has ar- 
ranged for a series of educational lec- 
tures which will be given under the 
auspices of J. Frank Shindell, supervisor 
of the northern New Jersey territory 
of the agency. The series will open 
on Monday evening, March 31, and con- 
tinue every Monday evening until July 
1, when a summer recess will be taken 
and the course resumed in the fall. 

"he Seefurth Service will be used 
entirely throughout the course and will 
cover every angle of the life insurance 
field, including salesmanship, life insur- 
ance trusts, business insurance, mort- 
gage coverage and others in which life 
insurance plays a big part. 





SCORES INCOMPETENT AGENTS 


Col. Howard P. Dunham got a big 
hand from the Boston Congress when he 
was introduced as both insurance com- 
missioner of Connecticut and president 
of the National Convention of Insur- 
ance Commissioners. He frankly indi- 
cated in his talk that untrained, incom- 
petent agents would get little sympathy 
in his state where a qualification law is 
In full operation. One’ of his signifi- 
Cant comments was: “There should not 
only be state supervision of money as- 
Sets of insurance companies but a simi- 
lar supervision of man power.” 


Oldest N. Y. Agencies 
Of Penn Mutual Merge 


MERGER EFFECTIVE APRIL 1ST 





Agencies of J. A. Goulden & Son and 
Rooney & Vermilye Combine; Roo- 
ney Resigns as General Agent 





The Penn Mutual Life announces the 
merger on April 1 of its two oldest 
agencies in New York City, those of J. 
A. Goulden & Son and Rooney & Ver- 
milye, the new firm to be called Goulden 
& Vermilye and to have new and en- 
larged quarters at No. 130 William 
street. William J. Rooney has resigned 
as general agent in order to devote him- 
self to his large personal clientele and 
will remain with the William street 
agency. 

The former J. A. Goulden & Son 
agency was established forty-one years 
ago by the late Joseph A. Goulden, who 
was a congressman for six terms, the 
first congressman who ever represented 
the Bronx, New York City, as a sepa- 
rate unit. He held many other impor- 
tant public and civic posts, and was a 
member of the board of trustees of the 
Penn Mutual Life. 

In 1897 his son, Maurice E. Goulden, 
became his partner and the firm name 
of J. A. Goulden & Son was adopted. 
Upon the death of J. A. Goulden in 1910 
M. E. Goulden succeeded to the agen- 
cy which continued to bear the firm 
name. Maurice E. Goulden has been 
actively identified with many New York 
insurance organizations and is a former 
president of the Life Underwriters’ As- 
sociation of New York. 

The Rooney & Vermilye Agency was 
established in 1905 by William J. Roo- 
ney, still a large personal producer. In 
1917 he was joined in the agency by H. 
Rowland Vermilye, formerly an officer 
of the Washington Life. Both agencies 
have been well and favorably known in 
New York City for many years. The 
merger will place the new office among 
the leading agencies in size of premium 
collections of the Penn Mutual through- 
out the country. 





F. H. DAVIS AGENCY’S PROGRESS 





G. A. Davis Made Supervisor for Wyo- 
ming; E. F. Davis Manager for Ari- 
zona and New Mexico 

Frank H. Davis, general agent of the 
Penn Mutual in Denver, whose territory 
comprises the states of Colorado, Wyo- 
ming, Arizona and New Mexico, is rap- 
idly expanding his organization in that 
wide field. G. A. Davis has been ap- 
pointed supervisor for Wyoming. He 
has long been a resident of the «state, 
knows its people and is well known by 
them, Elmer F. Davis, who is not a rel+ 
ative of Frank H. Davis, has been ap- 
pointed a manager for Arizona and New 
Mexico, with headquarters at Phoenix. 
He is a graduate of the Alexander E. 
Patterson agency of the Penn Mutual 
in Chicago, where he did an expert’s 
work in developing the territory outside 
of the city. His appointments ran to 
over one hundred agents, whose annual 
production now is over $5,000,000 of naid 
business a year. 





HEADS BLANKS COMMITTEE 





Walter A. Robinson, Actuary of Ohio 
Department, Is Appointed by Col. 
Dunham 
Walter A. Robinson, actuary of the 
Ohio insurance department, has been ap- 
pointed chairman of the Committee on 
Blanks by President Dunham of the Na- 
tional Convention of Insurance Com- 
missioners. Mr. Robinson has been a 
member of the Committee on Blanks 
for a number of years. Thomas F. Be- 
han, first deputy insurance commission- 
er of New York, has been appointed a 

member of the committee. 


Underwriters Keeping 
Tabs on Big Case Deaths 


VERY INTERESTING SITUATION 





Recently Chain Store Man Died Leav- 
ing Heavy Insurance; Single Pre- 
mium Case; Three Others 





There nev@r was a time in the his- 
tory of the business when closer tab 
was being kept on big case deaths or 
deaths under unusual circumstances than 
now. 

Recently. an officer of a large chain of 
department stores died with nearly $2,- 
000,000 of insurance. ’ 

V. Everett Macy, New York banker 
and philanthropist, who died last week, 
and whose death was reported in the 
Sunday papers, was insured under a sin- 
gle premium policy for $1,000,000 a year 
and a half ago. He was fifty-eight years 
old. This policy was placed by G. Wells 
Ely and was carried by the Equitable 
Society and the Mutual Life of New 
York. 

Among deaths in the past three 
months which have been under unusual 
circumstances are these: 

Case 1. $50,000 business insurance on 
the head of a manufacturing concern. 
This man suffered from a nervous break- 
down, and stimulated by the fear he 
was to be é¢onfined in an institution, 
drank lysol, which brought about death. 
One-half the amount of this insurance 
was within the contestable period. 

Case 2. $50,000 business insurance. on 
a rope manufacturer. This man was re- 
turning from Wilkes Barre to New York 
City and either fell or jumped from the 
train, as his body was found near the 
railroad tracks at Weehawken. This 
man carried a very large line of insur- 


ance. 

Case 3. $100,000; hotel manager; Bal- 
timore, This man had a relatively large 
line of new insurance and was found 
drowned in the shallow marsh where 
he had gone duck shooting. The death 
was termed accidental. 





WRITES 104 APPS IN 100 DAYS 





Ray S. Dix, Union Central Agent, Es- 
tablishes Record in First Months 
With Company 
Ray S. Dix, representative for the 
Union Central Life in Cedar Rapids, 
Iowa, has registered the unusual record 
of 104 applications in his first 100 work- 
ing days with the company, according 
to a recent issue of the company’s 

“Agency Bulletin.” 

Mr. Dix set himself a quota of 100 
applications for his first 100 working 
days with the company when he joined 
it last October, and he topped this goal 
by four applications. Actually he wrote 
108 applications but he does not count 
four of these since they were for extra 
policies. He experienced only two re- 
jections in the entire lot. 





PENN MUTUAL LUNCHEON 


William A. Conway, a home office rep- 
resentative of the Penn Mutual, who is 
visiting a number of the eastern agen- 
cies of the company will be tendered 
a luncheon today by Otto J. Hebel, man- 
ager of the Newark office of the com- 
pany. The luncheon will be given in 
the Robert Treat Hotel, Newark. 





GERALD A. EUBANK BACK 


Gerald A. Eubank, manager of the 
life insurance division of Johnson & 
Higgins of New York City, has returned 
from a trip to the Pacific Coast, being 
gone five weeks. He also visited north- 
ern Mexico. Recently the Johnson & 
Higgins office in San Francisco opened 
a life department. 





OUT OF TOWN AGENTS PRESENT 

Noted in the audience at the Boston 
congress were agents from New Hamp- 
shire, Vermont, Maine and Rhode Island. 
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Tribute to Alexander 
On 60 Years’ Service 


HIS DISTINGUISHED CAREER 





Equitable Society Secretary Shows Ver- 
satile Gifts as Author, Educator and 
Executive 





Educator, author, historian, editor, 
publicist, executive—are a few of the 
terms used to describe the versatile and 
brilliant career of William Alexander, 
who has completed sixty years of ser- 
vice with the Equitable Life Assurance 
Society, fifty of which he has been sec- 





WM. 


ALEXANDER. 


retary of the company. Mr. Alexander 
went with the Equitable Society imme- 
diately after graduating from the Uni- 
versity of Virginia in September, 1869, 
on invitation of Henry B. Hyde, founder 
of the Society. His first duties were in 
the executive department and for many 
years he handled the more important 
correspondence of the Society, writing 
the letters in longhand as stenographers 
and typewriters were not then in use in 
business. His gift as a writer was used 
in the preparation of the company’s lit- 
erature for agents and the public and 
ever since he has had supervision over 
the company’s publications and printed 
matter. 

The field organization of the Equitable 
Society is planning to devote April pro- 
duction to a tribute to Mr. Alexander. 
A committee called “Alexander Tribute 
Committee” has been appointed com- 
posed of William M. Duff, chairman; 
Theodore M. Riehle, secretary; W. L. 
Boyce, H. Berls, W. J. Dunsmore, Thom- 
as B. Sweeney and H. C. Donnels. The 
Equitable Veterans’ Leagne in the field 
are joining in this campaign of tribute. 

At the recent seventieth anniversary 
dinner of the Equitable Society Mr. Al- 
exander was presented with a sixty year 
Equitable Veteran Legion pennant as an 
insignia. of his having completed sixty 
years of continuous service with the So- 
ciety. It is the only sixty vear pennant 
that has been conferréd. The board of 
directors of the Society authorized an 
eminent artist. Ernest L. Ipsen, to paint 
a portrait of Secretary Alexander. This 





33 Liberty Street 





National Advertising Helps You 
Brokers and Surplus writers tell us that nationally adver- 
tised PROVIDENT policies are easy to place. 


You and your clients constantly see PROVIDENT ad- 
vertising in the Saturday Evening Post, American Magazine, 
Time, Literary Digest, and other high class magazines. We 
invite you to share the profits. 


Wells & Connell, General Agents 


THE PROVIDENT MUTUAL LIFE INSURANCE CO. 


John 3771 is the phone number. 


New York City 








has recently been completed and will 
hang in the board room at the home 
office. 


His Varied Responsibilities With 
the Society 


Mr. Alexander’s scholarly attainments 
have been reflected in many directions 
in his life-time devotion to the Equit- 
able Society. He has written several 
histories of the Society. When the 
Equitable was fifty years old Paul Mor- 
ton, then president, asked Mr. Alexan- 
der to write a history of the Society 
which he did, and it was distributed 
at the golden jubilee convention of the 
organization. Since that time Mr. Alex- 
ander has written three other histories, 
the most recent bringing the record up 
to date with a history which was made 
a feature of the seventieth anniversary 
of the Society last fall. 

Recently Mr. Alexander started to 
write his memoirs which are being pub- 
lished in the Society’s paper, “Agency 
Items.” They are written in chatty 
form and are full of human interest. 

His early duties brought Mr. Alexan- 
der in close contact with the Society’s 
first actuary, George W. Phillips, and 
he received a thorough grounding in the 
principles of life insurance and he be- 
came an expert on policy forms and 
practices. For many years the prepara- 
tion of the policy forms used by the 
Equitable Society was entrusted to him 
and the important task of securing the 
approval of innovations in policies by 
the insurance departments of the states 
was his. 

One of the most important contribu- 
tions Mr. Alexander has made to life 
insurance has been his work in educat- 
ing agents and raising the standards 
for qualification as agents. His books 
and courses of instruction have done 
much to place the agent on a profession- 
al plane. 





REVOKE AGENT’S LICENSE 

The life agent’s license of Jacob Stein, 
New York City, has been revoked by 
the New York Insurance Department. 





J. Marston Crump has been appointed 
superintendent of the Charlotte (N. C.) 
district for The Prudential. 











back of every door bell. 








| THE HOME LIFE INSURANCE COMPANY OF AMERICA 


INCORPORATED 1899 


PROTECTS THE ENTIRE FAMILY 


Home Life Agents have a whole family of potential policyholders 
Policies are issued on both the ordinary 
and industrial plans from birth to sixty years next birthday. 


“THERE IS NO PLACE LIKE THE HOME” 
THERE IS NO COMPANY LIKE THE HOME 


Independence Square 
Interested in Replies from Pennsylvania and Delaware. 
















Philadelphia, Penna. 










METROPOLITAN SANATORIUM 





1929 Report Shows That Percentage of 
Advanced Cases of Tuberculosis Is 
Highest Yet Recorded 
The fifteenth annual report of the 
sanatorium at Mount McGregor, N. Y., 
maintained by the Metropolitan Life, 
was recently issued by William H. Ord- 
way, physician in charge. Dr. Ordway 
refers to the loss felt by the death dur- 
ing the year of the founder and origi- 
nator of the institution, Haley Fiske. 
During the year 1929 300 patients were 
admitted to the sanatorium. Of these, 
163 were tuberculous and 137 non-tuberc- 
ulous. Of the tuberculous, all but two 
were pulmonary. The sanatorium’s pre- 
vious record for the high percentage 
of incipient cases admitted was subject- 
ed to a serious reduction and the per- 
centage of far advanced cases is the 
highest ever recorded for this institu- 
tion. The same condition holds for the 
moderately advanced group with the ex- 
ceptions of the years 1914 and 1915. 
The bulletin points out that some con- 
solation is found in the fact that the 
Same experience obtains in sanatoria 
throughout the country as a whole, but 
that considering the advantage of an 
annual examination which Metropolitan 
employes have over the general popu- 
lation there is need for a more diligent 
search into the patient’s state of health 
both from the standpoint of physical ex- 
amination and history of recent or re- 

current illnesses. 





PRUDENTIAL “OLD GUARD” 

The statement of “The Prudential 
Old Guard Membership” shows that the 
organization has a total membership of 
14,464, at the close of the year 1929. The 
total number of members admitted since 
the inception of the organization is 30,- 
002 and the total number of “Old Guard” 
members who have terminated their con- 
nection with the company is given as 
15,538. The increase in membership 
during 1929 was 896 while the increase 
in membership during the past five years 
totals 4,008. There are three employes 
of the organization who are in the fifty 
year class and fourteen employes in the 
forty-five year class. 





Penn Mutual Holds 
One-Day Sales Meetings 


STARTS “SERVICING” PROGRAM 


Group Headed by Vice-President Hart 
in Philadelphia, New York and 
Chicago 





The group of Penn Mutual general 
agents and home office executives heai- 
ed by Vice-President Hugh D. Hart who 
toured the country in January are to 
hold one-day sales congresses in Phila- 
delphia, New York and Chicago today, 
Saturday and Monday respectively. In 
addition to Vice-President Hart, Direc- 
tor of Education Vincent Coffin and E. 
Paul Huttinger, assistant to the vice- 
president, there will be in the party J]. 
Elliott Hall, Frank H. Davis, John A. 
Stevenson, E. R. Eckenrode, Alexander 
E. Patterson and Holgar J. Johnson. 
Ralph G. Engelsman, general agent in 
New York, will be guest speaker at the 
meetings. 

These three one-day sales meetings 
will be preliminary to’a special program 
of servicing policyholders which will be 
carried on through April and ;: May. 
Every general agency of the company 
will be visited by a representative of the 
educational department. He will hold a 
conference to cover the same objects 
that prompted the holding of the three 
one-day sales congresses. In addition, 
each agency will have a saies demonstra- 
tion luncheon at which the home office 
representative and the general agent will 
impersonate agent and prospect for the 
purpose of illustrating modern methods 
of life insurance salesmanship, Each 
agent will bring a policyholder to the 
luncheon who will have been invited to 
witness how well life insurance lines 
up with other modern businesses in its 
sales methods. 





PAUL W. WATT’S NEW POST 





Made Manager of Group Division of 
Washington Fidelity National; 
Graduate of Amherst 
Paul W. Watt, former superintendent 
of the group division of the Aetna Life, 
has gone with the Washington Fidelity 
National Insurance Co. in the capacity 
of manager of the group division. Mr. 
Watt, after being graduated from Am- 
herst College in 1923, joined the group 
division of the Aetna. He attended the 
group division training school conducted 
at the home office in Hartford for ¢two 
and a half months, after which he was 
assigned to Milwaukee to assist the 
manager of the group department there 
in developing group insurance lines in 

Wisconsin and northern Michigan. | 

In the fall of 1924 Mr. Watt was given 
charge of production of group business 
in Iowa, with headquarters at the Des 
Moines agency. In February, 1927, he 
was promoted to superintendent of the 
group division at the home office of the 
Aetna, which position he resigned to 
take charge of the Washington Fidelity 
National’s group division. 











FRIENDLY COOPERATION 


A Good Company with which to Work 
Personal Attention to Agent’s Problems 
Paid-for New. Insurance advanced 30% in 1929 
Standard Policies—Strong Assets 
Conservative Investments 


Established 1848 


Union Mutual Life Insurance Company 
Portland, Maine 
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New Book Describes Man’s Money Value 
At His Different Ages And Incomes 





Written by Dr. Louis I. Dublin and Alfred J. Lotka, Both of 
Metropolitan Life; Volume Contains Eighty Tables to II- 
lustrate Their Application to Life Insurance 


The work of five years, Louis I. Dub- 
lin, statistician, Metropolitan Life Insur- 
ance Co., and Alfred J. Lotka, supervisor, 
mathematical research, of that company, 
have written a book, “The Money Value 
of a Man,” which is published by the 
Ronald Press Co. of New York. It pre- 
sents a reliable method of computing 
from his earnings, age, etc., the dollars 
and cents value of a man to his depend- 
ents at a given time, and also the ex- 
tent to which that value is diminished 
by injury or disease. 

More than eighty tables are presented 
from which the value of a man in a va- 
riety of circumstances can be read at a 
glance. These include tables of net val- 
ue, for men in normal health and in 
three grades of impairment due to acci- 
dent or disease; and tables of gross val- 
uc, applicable where the breadwinner 
becomes incapacitated, but survives and 
becomes a cause of expenditure for 
maintenance. The use of these tables 
is clearly illustrated by means of a num- 
ber of examples. 

The average man, woman and child 
in the United States is insured for some- 
what over $830; whereas in Great Brit- 
ain, the first home of life insurance, the 
per capita amount of life insurance is 
less than one-third as much. The chief 
difficulty in spreading the gospel of life 
insurance has been ignorance or indif- 
ference to facts of human life value, 
say the authors. 

Worth $31,000 to Family 

The book says that the man whose 
earnings are $2,225 a year at Age 30 is 
worth $31,000 to his family. This is the 
amount of the present worth of his fu- 
ture earnings, in excess of expenditures 
on his own person, discounted at 31%4% 
per annum. The same man’s income at 
Age 43 when he.reaches his maximum 
earning capacity is $2,500 per annum, and 
his value $23,500. A man in this income 
class may be regarded as representative 
of a large section of our population. 
Taking an example somewhat higher in 
the scale of earnings, the man who at 
Age 50 earns $5,000 per annum is worth 
at that age $30,200 to his family. The 
same man, at Age 30, would be worth 
$48,500. Or, going still a little higher 
in the scale, the man who makes $10,- 
000 at Age 50 is worth $60,000. At Age 
30 he would be worth $86,500 to his fam- 
ily in the sense that this is the discount- 
ed amount of his net future earnings. 
It would be necessary for the families 
of these men to have at hand the stated 
amount of money in order to replace 
the prospective income of their bread- 
winner. x 

In discussing life insurance in relation 
to the family budget the authors say in 
part: 

“Those with expert knowledge of bud- 
geting have suggested that families in 
the moderate income group, that is, with 
earnings of about $2,500 a year, may well 
put aside 10% of their income to pro- 
vide for the proverbial rainy day. This 
is the margin which a_ well-managed 
household can be expected to have at 
hand after the bills for rent, for cloth- 
ing and other current necessities of life 
have been paid. On this basis, there 
would be available annually $250 for the 
Payment of insurance premiums and for 
accumulation in a savings bank to meet 
those emergencies for which families 
with children must be prepared. The 
actual amount which families should put 
into the savings banks or building loan 
associations will vary with the size of 
the family. Where there are many chil- 
dren, most of the savings should go into 
life insurance premiums so that the fam- 
ly may be protected. Where there are 
no children, or just one, more can be 


placed in the bank. But, in general, a 
good plan would be to deposit about $100 
a year to draw interest. The remaining 
$150 should purchase life insurance for 
the father and all the other members of 
the family. In a family dependent en- 
tirely upon current income it is impor- 
tant that the mother and children should 
be insured, and fortunately this has been 
customary with American families dur- 
ing the last two generations. 
Man of 30 
“In case of a man 30 years old with 





CONSERVING 
LIFE INSURANCE 


ONE HUNDRED BILLION DOLLARS of Life Insurance in force 


is striking evidence of the important part Lite Insurance 


a family of four, and with an income of 
$2,500, a sum of about $1 a week or $50 
a year would provide benefits of $500 
on the life of the father and of the 
mother and about $250 on each of the 
two children. There would remain, 
therefore, $100 a year for additional pro- 
tection to cover the possibility of death 
of the father; a premium of $25 might 
be paid quarterly, or if more convenient, 
a little more than $8 a month. But in 
any case a premium of $100 a year would 
buy, for a man 30 years old, between 
$5,000 and $6,000 worth of life insurance 
under the terms of an ordinary life plan. 
That should be the aim and ambition 
of every worker with a family including 
«children of either preschool or school 
age who require the full-time care of 
their mother. In this estimate of the 
insurance the family can afford, we have 
made no allowance for the fact that a 
man’s income at Age 30 has not nearly 
reached its peak, and that a man who 
at 30 years of age earns $2,500 per an- 


Companies take in the creation of estates. 








By cooperation between Life Insurance Companies and 
Trust Companies, these funds may be properly conserved for 


the beneficiaries through the creation of Life Insurance 


Trusts. 


IRVING TRUST COMPANY 


When any part of this great sum becomes due and pay- 
able through the maturity of a Life Insurance Policy, proper: 


handling of these funds is most important. 


New York 


num will, at his maximum, earn con- 
siderably more than this amount. Our 
figures therefore represent a minimum, 
and in actual fact more insurance can 
and should be taken out as the income 
increases.” 
11% of Family Heads Carry No 
Insurance 

The actual insurance situation as seen 
by economists is given as follows by the 
authors: 

“In the first place, we find that about 
11% of the heads of families among 
our working class carry no insurance 
whatever. These men are gambling 
with the future needs of their families. 
When death occurs, their dependents 
very often become the objects of char- 
ity. If we consider those men in the 
wage-working population who do carry 
some insurance, we find that 20% are 
insured for less than $500; 35% for less 
than $1,000; and 70% for less than $2,- 
000. In other words, one out of every 

(Continued on Page 16) 
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Driggs & Wood Made 
B’klyn General Agents 


REPRESENT PROVIDENT MUTUAL 





“Eddie” Driggs Well Known in East- 
ern Golfing Circles; Has Been Part- 
ner of Frederick W. Wood 





Edmund H. Driggs, Jr., and Freder- 
ick W. Wood have been appointed gen- 
eral agents for the Provident Mutual 
Life in Brooklyn, with offices at No. 32 
Both Mr. Driggs and Mr. 
associated with 
agency of 


Court street. 
Wood 


general 


the 
EK. -#. 


been 
insurance 


have 





EDMUND H. DRIGGS, JR. 


Driggs, Jr., & Co, a firm founded by 
Mr, Driggs’ father in 1886. The new 
agency, under the name of Driggs & 
Wood, will open new offices in the Court 
Street building in April. 

For many years “Eddie” Driggs has 
been well known in Eastern golf cir- 
cles in addition to his insurance activ- 
ity. He is at the present time presi- 
dent of the Long Island Golf Associa- 
tion and was amateur champion of Long 
Island last year. He has also been New 
York state champion and Metropolitan 
amateur champion and has won numer- 
ous championships and trophies. 

Mr. Driggs entered the insurance bus- 
iness after returning from overseas ser- 
vice in the World War. Until recently 
he has spent his time in both the life 
and casualty end of the business. In 
1928 he formed a partnership with Mr. 


Wood, both operating with the older 
Driggs firm. 

Mr. Wood, who has been a friend 
of “Eddie” Driggs for many years, en- 
tered insurance in the fall of 1925 with 
the Hart & Eubank agency of the Aetna 
Life in New York City. He spent a 
short time with the No. 130 William 
street agency of the Travelers also be- 
fore joining the Driggs office in Brook- 
lyn. 

30th of the new general agents are 
popular in Brooklyn business circles. 


LENTZ ON PROHIBITION 





President of American Insurance Union, 
Columbus, Has Field Day Before 
House Judiciary Committee 

The American Insurance Union of Co- 
lumbus, and John J. Lentz, its president, 
got tremendous publicity this week when 
Judge Lentz (former congressman) ap- 
peared before the House Judiciary Com- 
mittee and defended prohibition. He 
read mortality statistics of seventy-seven 
life companies which he said showed a 
sharp decline in actual compared with 
expected mortality since Prohibition 
went into effect. Congressman Celler 
of this state read to the witness some 
statistics of the Metropolitan Life show- 
ing steady ‘increases in alcoholic deaths. 
“T don’t believe it,” said Lentz. 

Congressman Celler’s cross-examina- 
tion was made on a statistical bulletin 
of the Metropolitan Life which was re- 
viewed by many newspapers recently. 
The newspapers took from the report 
extracts to emphasize that alcoholic 
deaths were increasing. In the report, 
however, was material which would have 
given some comfort to the other side, 
too. The Metropolitan Life, of course, 
is not taking sides in the wet and dry 
controversy. 





GEORGE C. MARKHAM DEAD 
Retired From Presidency of North- 
western Mutual Life Some Years Ago; 

Had Been Living in Pasadena 

George C. Markham, who for eight 
years has been living in Pasadena, Cal., 
and who was president of the North- 
western Mutual Life for twelve years, 
died in Pasadena this week. He had 
been suffering from pneumonia for a 
fortnight. The body was returned to 
Milwaukee for burial. Mr. Markham 
was eighty-six years old. 








DISPLAYS CUPS TO PROSPECTS 

A. G. Wilson, agency manager for the 
Bankers Life of Iowa at Omaha, has 
been using three silver loving cups won 
in agency contests to advertise the com- 
pany. The cups have béen displayed in 
windows in the smaller cities under the 
jurisdiction of the Omaha office, and 
prospects are invited to come and see 
them. One prospect who came to see 
the cups applied for $5,000 before leav- 
ing the.«office. 


Withhold Licenses in 
St. Louis Twisting Case 


SUPERINTENDENT TAKES STAND 





Gives J. P. Sullivan and R. P. Prewitt 
Choice of Public Hearing 
or Court Action 

Developments in connection with the 
charges of twisting made against J. P. 
Sullivan former manager for the Lin- 
coln National Life at St. Louis and Ray 
P. Prewitt growing out of the sale of 
the Lincoln “Emancipator” policy were 
speeded up this week by the decision of 
Superintendent of Insurance Joseph B. 
Thompson to give Sullivan and Prewitt 
the alternative of facing a public hearing 
on the twisting charges or of resorting 
to court action to force the department 
to grant brokerage licenses to them 
which the department has refused to do. 

At present Sullivan has neither an 
agent’s or broker’s license and cannot 
legally write insurance in Missouri. A 
special committee of general agents and 
managers headed by Stratford Lee Mor- 
ton, general agent in St. Louis for the 
Connecticut Mutual Life, made the in- 
formal complaints against Sullivan and 
Prewitt. 

Missouri has no law against twisting 
but the Missouri department in 1915 
adopted a rule that misrepresentation in 
selling insurance to replace existing in- 
surance was grounds for refusing to re- 
new or canceling an agent’s or broker’s 
license. If Sullivan and Prewitt prefer 
it, Thompson will hold the public hear- 
ing on April 7. Sullivan has charged 
Morton and Flavel L. Wright, general 
agent for the Northwestern Mutual Life, 
with misrepresentating the Lincoln Na- 
tional’s Emancipator Policy. The depart- 
ment has renewed Morton’s and 
Wright’s licenses. 








N. Y. LIFE HOSPITAL 

On the fourteenth floor of the New 
York Life building at Madison Square, 
New York City, is a completely equipped 
hospital where 4,000 of the company’s 
employes receive periodical physical ex- 
aminations and such clinical treatment 
as they may require. The records show 
that during 1929 there were over 16,500 
examinations, consultations and _ treat- 
ments. 

















AMERICAN 
CENTRAL 
LIFE 


INSURANCE COMPANY 
INDIANAPOLIS 
Old Line Legal Reserve 


Established 1899 
HERBERT M. WOOLLEN, President 











New Low Cost 
Insurance 


The 1930 dividend scale re- 
duces the net cost of Fidelity’s 
Low Rate Life Policy to very 
low figures, and offers a policy 
easy to sell in large units with 
consequent profit to the agent. 














ILLUSTRATION 
Net Cost* 
| Aver. for 
Age | Ist yr. 10th yr. 10 ye, 
25 | $137.90 | $133.60 | $136.00 
35 191.00 181.10 186.60 
45 284.50 264.40 275.10 
55 458.40 424.90 441.70 























*Based on 


1930 Dividend Scale — Not 
guaranteed. 


Write for booklet: 
“What’s Ahead?” 


IDELITY MUTUAL LIFE 
‘ INSURANCE COMPANY 
PHILADELPHIA 


WALTER LEMAR TALBOT President 
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A. L. DERN BOOKLET 





Address of Lincoln National Life’s Man- 
ager of Agencies Distributed 
by Company 
In the form of a booklet the address 
by A, L. Dern, manager of agencies, 
Lincoln National Life, delivered to the 
field recently and bearing the title, “The 
Life Insurance Man and His Job,” has 
been distributed by the company. 





APPOINT C. W. HOLLEBAUGH 

C. W. Hollebaugh has been appointed 
director of sales training of the Oregon 
Mutual Life. At one time he was an 
agent of the Equitable Society. He be- 
came manager of that company in Kan- 
sas. Then he was in charge of the 
sales training for the Western States 
Life of San Francisco. He has con- 
ducted classes on insurance for the Uni- 
versity of California Extension Division. 
or headquarters will be in Portland, 

re. 





DANFORD M. BAKER DEAD 

Danford M. Baker, vice-president and 
superintendent of agencies, Pacific Mu- 
tual Life, died on Wednesday at his 
home in Los Angeles after a long illness 
which had made necessary his retire- 
ment last year from the active duties of 
superintendent of agents. He had had 
a long career in the business. 





GUARDIAN LIFE 
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CORtlandt 8300 
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Underwriting Air 
Risks on Continent 


FRANCE, GERMANY AND ITALY 





Investigator For Daniel Guggenheim 
Fund Describes Insurance Situation 
in Three Countries 





The practice of underwriting aviation 
in France, Germany and Italy is de- 
scribed in the report on aviation and life 
insurance by Capt. Ray A. Dunn of the 
U. S. Army Air Corps, issued by the 
Daniel Guggenheim Fund for the Pro- 
motion of Aeronautics, Inc. Captain 
Dunn says: 

France 

All first class insurance companies ac- 
cept aviation risks and conduct their 
business through the Consortium des 
Assurances pour l’Aeronautique. The 
smaller insurance companies are the 
only ones that will not accept the avia- 
tion risk. 

The death risk for passengers is ac- 
cepted for all life insurance policies, but 
the accident risk is barred by the Con- 
sortium. 

There are several classes of premiums 
according to the type of flying done by 
pilots. For example, the premium for 
the death risk is 40 per thousand for 
a line or tourist pilot and 60 per thou- 
sand for a constructor pilot. The pre- 
mium for sickness is 20 per thousand 
for line or tourist pilot. Military avia- 
tors are charged 11 per thousand for 
death risk and 5 and 5/10 per thousand 
for sick risk. 

The French Government insures its 
own flying personnel. 

The French representative of the Fund 
reports that the financial outcome has 
been disastrous, but the companies con- 
tinued to function from a sense of na- 
tional duty and a feeling of humanity, 
according to their own statement. 

All aerial transport operating compa- 
nies must insure their flying personnel 
and do so with an official bureau under 
the Minister of Finance. A_ recent 
French law has nationalized insurance 
so that now the French Government in- 
sures the entire population of France. 

Germany 

There are nineteen insurance compa- 
nies in the Deutsche Luftpool for Air- 
craft (Kasco) Insurance: twenty com- 
panies which insure for aerial transpor- 
tation. The Deutsches Luftpool covers 
the major part of all aviation risks in 
Germany, 

The Government requires that all op- 
erating’ companies insure their operat- 
ing personnel and as the airplane lines 
are subsidized, this insurance is more 
or less of a Government insurance. 

Different rates are charged for differ- 
ent classes of flying. The German in- 
surance companies have had no success 
in underwriting the aviation risk. 

An organization has been formed in 
Berlin by the Deutsche Luft Hansa A. 
G., especially for the purpose of fos- 
tering and developing aerial insurance 
by studying the practical and scientific 
facts of the aviation risk. The organi- 
zation is not active as an underwriter. 
Its task is mainly to negotiate between 
underwriters and aviation enterprises in 
such a way that a correct adjustment is 
effected. It also compiles statistical in- 
formation on mortality and recommends 
tates to be charged for the various 
classes of aviation risks. 

Italy 

All of the chief Italian insurance com- 
panies now accept aviation risks and in 
order to avoid competition among them- 
selves thirty-three insurance companies 
have formed an Aviation Insurance 
Trust. 

There are two forms of personal in- 
Surance contracts—one for aviators and 
one for passengers. No aviator has so 
far negotiated an insurance contract to 
himself, because the Italian aviators, be- 
ing very superstitious bv nature, feel 
that such an act would be a bad omen. 
With regard to passengers, they have 


very rarely obtained an insurance con- 
tract before traveling, chiefly because 
the procedure was too complicated and 
the time required too long. At present 
the Trust is studying a form of insur- 
ance contract for aerial passengers 
which can be rapidly completed and can 
be entered into by the passenger at the 
same time he purchases his travel ticket 
by paying a premium for the insurance 
at that time. 

The Italian law requires that operat- 
ing companies insure their pilots. They 
are obligated to cover them by the pav- 
ment of a yearly premium of 4,000 lire 
each. In case of death the family re- 
ceives 70,000 lire and in case of disable- 
ment, 100,000 lire. 

Military aviators are not insured by 
the Government, but in case of accident 
their families or beneficiaries are given 
a special indemnity, according to their 
grade, 

In ordinary life insurance contracts 
the aviation risk is admitted without an 
extra premium for passengers on regular 
air lines. For those engaged in flying, 
a special contract is required with extra 
premium. 

_ To date the Trust has done very well 
in aviation business, because the major- 
ity of accidents occurs among military 
pilots, for whom the Government pro- 


vides. The greater part of civilian acci- 
dents occurs among instructors. 

The commercial air lines are insuring 
themselves against accidents_to the pas- 
sengers for 100,000 lire per passenger. 
The law requires that this amount be 
paid by operating companies for each 
death occurring on their lines. 


FAMOUS SPEAKERS ON APRIL 8 








Life Underwriters Association of New 
York to Hear U. S. District Attorney 
Tuttle and David Lawrence 
The next dinner of the Life Under- 
writers Association of New York will be 
held at the Hotel Astor on April 8 and 
will be policyholders’ night. The speak- 
ers will be U. S. Attorney Charles H. 
Tuttle who will talk on “We, too, Sell 
Life Insurance,” and David Lawrence, 
president “United States Daily,” whose 
title is “Life Insurance and the Busi- 

ness World.” 





CAN’T INSURE HIS OWN LIFE 

A ruling has recently been issued by 
George P. Porter, insurance commission- 
er and state auditor of Montana, pro- 
hibiting an agent from securing a license 
in order to buy insurance on his own 
life, extending a previous similar ruling 
with respect to property insurance. 


, OLD AGE PENSION BILLS 





New York Senate Passes Mastick Meas- 
ure; Massachusetts House Commit- 
tee Reports Bill Favorably 

Progress has been made by old age 
pension bills in New York state and 
Massachusetts. 

In New York the Mastick measure, 
giving relief to the needy of age seventy 
and over, has passed the Senate. In 
Massachusetts the Legislative Commit- 
tee on Pensions reported favorably a 
measure granting “adequate assistance 
sufficient to provide suitable and digni- 
fied care” to persons over seventy who 
have lived in Massachusetts twenty 
years. 





DRAKE LIFE ORGANIZER 

Charles C. H. Drake, who will be or- 
ganizing life manager, and Frank C. 
Capon, assistant manager for Canada, 
are hard at work on the forms, agency 
agreements and other details for the 
Prudential Assurance of England which 
has entered Canada. 





Assistant Superintendent. John Bar- 
rett of The Prudential in Philadelphia 
has been promoted to special assistant 
superintendent of No. 9 district of the 
company. 





MEN of 


scale business. 





HILLSMAN TAYLOR, PRESIDENT 


WIDE EXPERIENCE 
DIRECT MISSOURI STATE LIFE 


The spirit of progress which characterizes the Missouri State Life and which is responsible 
for its remarkable growth is the result of broad vision and wise management. 
who control the Company are men of wide experience, men who are accustomed to big- 


BOARD OF DIRECTORS 


W. S. BRANSFORD 
Nashville, Tennessee 
Capitalist 
JAMES E. CALDWELL 
Nashville, Tennessee 
President Fourth & First National Bank 
President Neshville Trust Company 
Chairman of Board Southern Bell Telephone 
(Company 
Chairman of Board Missouri State Life Isurance 
Company 
ROGERS CALDWELL 
Nashville, Tennessee 
President Caldwell & Company 
President Bank of Tennessee 
HARVEY C. COUCH 
Nashville, Tennessee 
President Arkansas Power & Light Company 
THEOBALD FELSS 
Cincinnati, Ohio 
President Felss Flour Milling Company 
NORMAN R. MORAY 
St. Louis, Missouri 
President Southern Surety Company of New York 


Missouri State Life Insurance Company 





E. D. NIMS 
St. Louis, Missouri 
President Southwestern Bell Telephone Company 


DR. BRUCE RYBURN PAYNE 
Nashville, Terinessee 
President George Peabody College 
THOMAS M. PIERCE 
St. Louis, Missouri 
Vice-President and General Counsel 
Terminal R. R. Association of St. Louis 


CHARLES S. SARGENT 
New York and Boston 
Kidder, Peabody and Company 
J. SHEPPARD SMITH 
St. Louis, Missouri 
President Mississippi Valley Trust Company 
HILLSMAN TAYLOR 
St. Louis, Missouri 
President Missouri State Life Insurance Company 
F. O. WATTS 
St. Louis, Missouri 
Chairman of Board First National Bank 


Over $1,232,000, 000.00 of Insurance in Force , 
Over $143,000,000.00 of Admitted Assets 


The men 


St: Louie, Misdours 
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Driggs & Wood Made 
B’klyn General Agents 


REPRESENT PROVIDENT MUTUAL 





“Eddie” Driggs Well Known in East- 
ern Golfing Circles; Has Been Part- 
ner of Frederick W. Wood 





Edmund H. Driggs, Jr., and Freder- 
ick W. Wood have been appointed gen- 
eral agents for the Provident Mutual 
Life in Brooklyn, with offices at No. 32 
Court street. Both Mr. Driggs and Mr. 
Wood have associated with the 
general insurance agency of E. H. 


been 





EDMUND H. DRIGGS, JR. 
Driggs, Jr., & Co. a firm founded by 


Mr, Driggs’ father in 1886. The new 
agency, under the name of Driggs & 
Wood, will open new offices in the Court 
Street building in April. 

For many years “Eddie” Driggs has 
been well known in Eastern golf cir- 
cles in addition to his insurance activ- 
ity. He is at the present time presi- 
dent of the Long Island Golf Associa- 
tion and was amateur champion of Long 
Island last year. He has also been New 
York state champion and Metropolitan 
amateur champion and has won numer- 
ous championships and trophies. 

Mr. Driggs entered the insurance bus- 
iness after returning from overseas ser- 
vice in the World War. Until recently 
he has spent his time in both the life 
and casualty end of the business. In 
1928 he formed a partnership with Mr. 


Wood, both operating with the older 
Driggs firm. 

Mr. Wood, who has been a friend 
of “Eddie” Driggs for many years, en- 
tered insurance in the fall of 1925 with 
the Hart & Eubank agency of the Aetna 
Life in New York City. He spent a 
short time with the No. 130 William 
street agency of the Travelers also be- 
fore joining the Driggs office in Brook- 
lyn. 

Both of the new general agents are 
popular in Brooklyn business circles. 


LENTZ ON PROHIBITION 





President of American Insurance Union, 
Columbus, Has Field Day Before 
House Judiciary Committee 

The American Insurance Union of Co- 
lumbus, and John J. Lentz, its president, 
got tremendous publicity this week when 
Judge Lentz (former congressman) ap- 
peared before the House Judiciary Com- 
mittee and defended prohibition. He 
read mortality statistics of seventy-seven 
life companies which he said showed a 
sharp decline in actual compared with 
expected mortality since Prohibition 
went into effect. Congressman Celler 
of this state read to the witness some 
statistics of the Metropolitan Life show- 
ing steady increases in alcoholic deaths. 
“T don’t believe it,” said Lentz. 

Congressman Celler’s cross-examina- 
tion was made on a statistical bulletin 
of the Metropolitan Life which was re- 
viewed by many newspapers recently. 
The newspapers took from the report 
extracts to emphasize that alcoholic 
deaths were increasing. In the report, 
however, was material which would have 
given some comfort to the other side, 
too. The Metropolitan Life, of course, 
is not taking sides in the wet and dry 
controversy. 





GEORGE C. MARKHAM DEAD 





Retired From Presidency of North- 
western Mutual Life Some Years Ago; 
Had Been Living in Pasadena 
George C. Markham, who for eight 
years has been living in Pasadena, Cal., 
and who was president of the North- 
western Mutual Life for twelve years, 
died in Pasadena this week. He had 
been suffering from pneumonia for a 


fortnight. The body was returned to 
Milwaukee for burial. Mr. Markham 
was eighty-six years old. 





DISPLAYS CUPS TO PROSPECTS 

A. G. Wilson, agency manager for the 
Bankers Life of Iowa at Omaha, has 
been using three silver loving cups won 
in agency contests to advertise the com- 
pany. The cups have béen displayed in 
windows in the smaller cities under the 
jurisdiction of the Omaha office, and 
prospects are invited to come and see 
them. One prospect who came to see 
the cups applied for $5,000 before leav- 
ing thesoffice. 


Withhold Licenses in . 
St. Louis Twisting Case 


SUPERINTENDENT TAKES STAND 





Gives J. P. Sullivan and R. P. Prewitt 
Choice of Public Hearing 
or Court Action 

Developments in connection with the 
charges of twisting made against J. P. 
Sullivan former manager for the Lin- 
coln National Life at St. Louis and Ray 
P. Prewitt growing out of the sale of 
the Lincoln “Emancipator” policy were 
speeded up this week by the decision of 
Superintendent of Insurance Joseph B. 
Thompson to give Sullivan and Prewitt 
the alternative of facing a public hearing 
on the twisting charges or of resorting 
to court action to force the department 
to grant brokerage licenses to them 
which the department has refused to do. 

At present Sullivan has neither an 
agent’s or broker’s license and cannot 
legally write insurance in Missouri. A 
special committee of general agents and 
managers headed by Stratford Lee Mor- 
ton, general agent in St. Louis for the 
Connecticut Mutual Life, made the in- 
formal complaints against Sullivan and 
Prewitt. 

Missouri has no law against twisting 
but the Missouri department in 1915 
adopted a rule that. misrepresentation in 
selling insurance to replace existing in- 
surance was grounds for refusing to re- 
new or canceling an agent’s or broker’s 
license. If Sullivan and Prewitt prefer 
it, Thompson will hold the public hear- 
ing on April 7. Sullivan has charged 
Morton and Flavel L. Wright, general 
agent for the Northwestern Mutual Life, 
with misrepresentating the Lincoln Na- 
tional’s Emancipator Policy. The depart- 
ment has renewed Morton’s and 
Wright’s licenses. 








N. Y. LIFE HOSPITAL 


On the fourteenth floor of the New 
York Life building at Madison Square, 
New York City, is a completely equipped 
hospital where 4,000 of the company’s 
employes receive periodical physical ex- 
aminations and such clinical treatment 
as they may require. The records show 
that during 1929 there were over 16,500 
examinations, consultations and _ treat- 
ments. 
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New Low Cost 
Insurance 


The 1930 dividend scale re- 
duces the net cost of Fidelity’s 
Low Rate Life Policy to very 
low figures, and offers a policy 
easy to sell in large units with 
consequent profit to the agent. 

















ILLUSTRATION 
Net Cost* 
| Aver. for 
Age | Ist yr. 10th yr. vas: 
25 | $137.90 | $133.60 | $136.00 
35 191.00 181.10 186.60 
45 284.50 264.40 275.10 
$5 458.40 424.90 441.70 




















*Based on 


1930 Dividend Scale — Not 
guaranteed. 


Write for booklet: 
“What’s Ahead?” 


DELITY MUTUAL LIFE 
‘ INSURANCE COMPANY 
PHILADELPHIA 


WALTER LEMAR TALBOT President 
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A. L. DERN BOOKLET 





Address of Lincoln National Life’s Man- 
ager of Agencies Distributed 
by Company 
In the form of a booklet the address 
by A. L. Dern, manager of agencies, 
Lincoln National Life, delivered to the 
field recently and bearing the title, “The 
Life Insurance Man and His Job,” has 
been distributed by the company. 





APPOINT C. W. HOLLEBAUGH 

C. W. Hollebaugh has been appointed 
director of sales training of the Oregon 
Mutual Life. At one time he was an 
agent of the Equitable Society. He be- 
came manager of that company in Kan- 
sas. Then he was in charge of the 
sales training for the Western States 
Life of San Francisco. He has con- 
ducted classes on insurance for the Uni- 
versity of California Extension Division. 
a headquarters will be in Portland, 

re. 





DANFORD M. BAKER DEAD 

Danford M. Baker, vice-president and 
superintendent of agencies, Pacific Mu- 
tual Life, died on Wednesday at his 
home in Los Angeles after a long illness 
which had made necessary his retire- 
ment last year from the active duties of 
superintendent of agents. He had had 
a long career in the business. 





GUARDIAN LIFE 





Established 1860 Under the Laws of the State of New York 





17-23 John Street, New York 
CORtlandt 8300 





MANAGERS 


INSURANCE CO. 


OF 
AMERICA 





Home Office, 50 Union Square, New York City 





Uptown 





420 Lexington Ave.—LEXington 6715 
245 Fifth Ave.—ASHland 1772 
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Underwriting Air 
Risks on Continent 


FRANCE, GERMANY AND ITALY 





Investigator For Daniel Guggenheim 
Fund Describes Insurance Situation 
in Three Countries 





The practice of underwriting aviation 
in France; Germany and Italy is de- 
scribed in the report on aviation and life 
insurance by Capt. Ray A. Dunn of the 
U. S. Army Air Corps, issued by the 
Daniel Guggenheim Fund for the Pro- 
motion of Aeronautics, Inc. Captain 
Dunn says: 

France 

All first class insurance companies ac- 
cept aviation risks and conduct their 
business through the Consortium des 
Assurances pour l’Aeronautique. The 
smaller insurance companies are the 
only ones that will not accept the avia- 
tion risk. 

The death risk for passengers is ac- 
cepted for all life insurance policies, but 
the accident risk is barred by the Con- 
sortium. 

There are several classes of premiums 
according to the type of flying done by 
pilots. For example, the premium for 
the death risk is 40 per thousand for 
a line or tourist pilot and 60 per thou- 
sand for a constructor pilot. The pre- 
mium for sickness is 20 per thousand 
for line or tourist pilot. Military avia- 
tors are charged 11 per thousand for 
death risk and 5 and 5/10 per thousand 
for sick risk. 

The French Government insures its 
own flying personnel. 

The French representative of the Fund 
reports that the financial outcome has 
been disastrous, but the companies con- 
tinued to function from a sense of na- 
tional duty and a feeling of humanity, 
according to their own statement. 

All aerial transport operating compa- 
nies must insure their flying personnel 
and do so with an official bureau under 
the Minister of Finance. A_ recent 
French law has nationalized insurance 
so that now the French Government in- 
sures the entire population of France. 

Germany 

There are nineteen insurance compa- 
nies in the Deutsche Luftpool for Air- 
craft (Kasco) Insurance: twenty com- 
panies which insure for aerial transpor- 
tation. The Deutsches Luftpool covers 
the major part of all aviation risks in 
Germany, 

The Government requires that all op- 
erating companies insure their operat- 
ing personnel and as the airplane lines 
are subsidized, this insurance is more 
or less of a Government insurance. 

Different rates are charged for differ- 
ent classes of flying. The German in- 
surance companies have had no success 
in underwriting the aviation risk. 

An organization has been formed in 
Berlin by the Deutsche Luft Hansa A. 
G., especially for the purpose of fos- 
tering and developing aerial insurance 
by studying the practical and scientific 
facts of the aviation risk. The organi- 
zation is not active as an underwriter. 
Its task is mainly to negotiate between 
underwriters and aviation enterprises in 
such a way that a correct adjustment is 
effected. It also compiles statistical in- 
formation on mortality and recommends 
rates to be charged for the various 
classes of aviation risks. 

Italy 

All of the chief Italian insurance com- 
Panies now accept aviation risks and in 
order to avoid competition among them- 
selves thirty-three insurance companies 
have formed an Aviation Insurance 
Trust. 

There are two forms of personal in- 
Surance contracts—one for aviators and 
one for passengers. No aviator has so 
far negotiated an insurance contract to 
himself, because the Italian aviators, be- 
ing very superstitious bv nature, feel 
that such an act would be a bad omen. 
With regard to passengers, they have 


very rarely obtained an insurance con- 
tract before traveling, chiefly because 
the procedure was too complicated and 
the time required too long. At present 
the Trust is studying a form of insur- 
ance contract for aerial passengers 
which can be rapidly completed and can 
be entered into by the passenger at the 
same time he purchases his travel ticket 
by paying a premium for the insurance 
at that time. 

_ The Italian law requires that operat- 
ing companies insure their pilots. They 
are obligated to cover them by the pav- 
ment of a yearly premium of 4,000 lire 
each. In case of death the family re- 
ceives 70,000 lire and in case of disable- 
ment, 100,000 lire. 

Military aviators are not insured by 
the Government, but in case of accident 
their families or beneficiaries are given 
a special indemnity, according to their 
grade, 

In ordinary life insurance contracts 
the aviation risk is admitted without an 
extra premium for passengers on regular 
air lines. For those engaged in flying, 
a special contract is required with extra 
premium. 

_ To date the Trust has done very well 
in aviation business, because the major- 
ity of accidents occurs among military 
pilots, for whom the Government pro- 


vides. The greater part of civilian acci- 
dents occurs among instructors. 

The commercial air lines are insuring 
themselves against accidents_to the pas- 
sengers for 100,000 lire per passenger. 
The law requires that this amount be 
paid by operating comnanies for each 
death occurring on their lines. 


FAMOUS SPEAKERS ON APRIL 8 








Life Underwriters Association of New 
York to Hear U. S. District Attorney 
Tuttle and David Lawrence 
The next dinner of the Life Under- 
writers Association of New York will be 
held at the Hotel Astor on April 8 and 
will be policyholders’ night. The speak- 
ers will be U. S. Attorney Charles H 
Tuttle who will talk on “We, too, Sell 
Life Insurance,” and David Lawrence, 
president “United States Daily,” whose 
title is “Life Insurance and the Busi- 

ness World.” 


CAN’T INSURE HIS OWN LIFE 

A ruling has recently been issued by 
George P. Porter, insurance commission- 
er and state auditor of Montana, pro- 
hibiting an agent from securing a license 
in order to buy insurance on his own 
life, extending a previous similar ruling 
with respect to property insurance. 





, OLD AGE PENSION BILLS 


New York Senate Passes Mastick Meas- 
ure; Massachusetts House Commit- 
tee Reports Bill Favorably 
Progress has been made by old age 
pension bills in New York state and 

Massachusetts. 

In New York the Mastick measure, 
giving relief to the needy of age seventy 
and over, has passed the Senate. In 
Massachusetts the Legislative Commit- 
tee on Pensions reported favorably a 
measure granting “adequate assistance 
sufficient to provide suitable and digni- 
fied care” to persons over seventy who 
have lived in Massachusetts twenty 
years. 





DRAKE LIFE ORGANIZER 

Charles C. H. Drake, who will be or- 
ganizing life manager, and Frank C-. 
Capon, assistant manager for Canada, 
are hard at work on the forms, agency 
agreements and other details for the 
Prudential Assurance of England which 
has entered Canada. 





Assistant Superintendent John Bar- 
rett of The Prudential in Philadelphia 
has been promoted to special assistant 
superintendent of No. 9 district of the 
company. 





MEN of 


scale business. 


HILLSMAN TAYLOR, PRESIDENT 


WIDE EXPERIENCE 
DIRECT MISSOURI STATE LIFE 


The spirit of progress which characterizes th2 Missouri State Life and which is responsible 
for its remarkable growth is the result of broad vision and wise management. 
who control the Company are men of wide experience, men who are accustomed to big- 


BOARD OF DIRECTORS 


W. S. BRANSFORD 
Nashville, Tennessee 
Capitalist 
JAMES E. CALDWELL 
Nashville, Tennessee 
President Fourth & First National Bank 
President Nashville Trust Company 
Chairman of Board Southern Bell Telephone 
Company 
Chairman of Board Missouri State Life Isurance 
Company 
ROGERS CALDWELL 
Nashville, Tennessee 
President Caldwell & Company 
President Bank of Tennessee 
HARVEY C. COUCH 
Nashville, Tennessee 
President Arkansas Power & Light Company 
THEOBALD FELSS 
Cincinnati, Ohio 
President Felss Flour Milling Company 
NORMAN R. MORAY 


St. Louis, Missouri 
President Southern Surety Company of New York 


Missouri State Life Insurance Company 





E. D. NIMS 
St. Louis, Missouri 
President Southwestern Bell Telephone Company 

DR. BRUCE RYBURN PAYNE 
Nashville, Tennessee 

President George Peabody College 

THOMAS M. PIERCE 

St. Louis, Missouri 

Vice-President and General Counsel 

Terminal R. R. Association of St. Louis 


CHARLES S. SARGENT 
New York and Boston 
Kidder, Peabody and Company 


J. SHEPPARD SMITH 
St. Louis, Missouri 
President Mississippi Valley Trust Company 


HILLSMAN TAYLOR 
St. Louis, Missouri 
President Missouri State Life Insurance Company 


F. O. WATTS 
St. Louis, Missouri 
Chairman of Board First National Bank 


Over $1,232,000, 000.00 of Insurance in Force i 
Over $143,000,000.00 of Admitted Assets 
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Bankers Trust Meeting 


(Continued from Page 1) 


said that experience had showed that 
the blue print form attracted more at- 
tention than charts in black and white 
and especially if the agent asked the 
prospect to look at some blue prints pre- 
pared by one of the leading financial 
institutions of his city. 


How the Book Is Used 


The first ten pages of the loose leaf 
book are addressed to the man who is 
interested in building his estate. In 
talking to a man 50 years old or more, 
these may be skipped and the talk may 
start from the next page. Beginning 
with this page the discussion is about 
the advantages of the distribution of the 
estate through the contract trust plan 
instead of through the usual methods, 
namely, will or inheritance. 

The charts in question are based upon 
New York estates and Mr. Davidson 
explained that all the steps may not 
apply to residents of other states but 
the similarity is very great. He said it 
is an excellent idea to use striking local 
illustrations of the delays in passing of 
property to heirs and make the point 
that in nearly every case the testator 
would have told anyone before his death 
that these things would not happen to 
his estate. 

Then follows a blue print page which 
shows that the insurance trust is free 
from all the technicalities of the statu- 
tory laws of inheritance and that instead 
of these state laws applin~ there is im- 
mediate settlement by the insurance 
companies and immediate assumntion of 
duties by the trustee. 


Suggestions for Closing 


Mr. Davidson suggested that at this 
point it would be well to make a sug- 
gestion to the prospect similar to the 
following: “Realizing that the contract 
estate is not based on varying factors 
but on one constant factor—that it is 
free from the uncontrollable hazards of 
business and the uncertainties of invest- 
ments; that it is free from the delays 
of the probate court; and that one may 
be certain that one’s wishes regarding 
the distribution of property will: be car- 
ried out—is it not worth while to con- 
sider investing a larger portion of your 
annual surplus in this kind of property ? 

Mr. Davidson’s suggestions for han- 
dling the case after the charts have 
been shown are as follows: 

“After quoting the low cost, I endeav- 
ored to get the prospect examined and 
I even gave him a written statement 
stating that he would not be obligated 
to buy insurance because of the exam- 
ination. I then tried my best to get 
him examined. 

“T also suggested that the trust offi- 
cer was in a better position to explain 
the trust section of this program than 
I was, and that if he had no objection 
I would have the trust officer telephone 
him and make an appointment to dis- 
cuss the matter with him. I told him 
that he would probably find it desirable 
to ask the trust officer about his will 
at the same time. Ordinarily there was 
no objection to this sugeestion, and this 
one little thing did more in increasing 
my production than any other thing I 
ever did. After the prospect was ex- 
amined and while I was waiting for the 
issuance of the policy, I called on the 
trust officer and explained to him what 


I had recommended to the prospect. The 
trust officer then got in touch with the 
prospect and after the interview he con- 
ferred with me. This arrangement was 
of-value not merely because the trust 
officer was always glad to recommend 
the insurance, but also because the trust 
officer could report to me the prosnect’s 
reaction to the insurance stggestion. 
When I received the policies and called 
upon the prospect, I knew whether he 
approved of the plan 100% or not, and I 
also knew what his obiections, if any, 
were, and was, therefore, in a_ better 
position to meet the real objections, if 
any, and place the insurance. 

“In looking back over my past work, 
it seems to me that the most valuable 
thing I ever did was to arrange with 
the trust officer to ascertain the pros- 
pect’s reaction while the policies were 
in the process of being issued. 

“In conclusion, may I recommend that 
the underwriter leave the explanation of 
the trust and the will to the trust offi- 
cer. I am sure that in return the trust 
officer will be glad to leave the insur- 
ance recommendations to the under- 
writer.” 





PARDONED FOR GRAVE-ROBBING 





Negro Undertaker Removed Corpse 
When Family Failed to Pay Him 
Insurance Check 
A pardon has been extended to Thom- 
as E. Cook, negro undertaker of Suf- 
folk, Va., under a five-year penal sen- 
tence for digging up the body of Rosa 
Wynn, negress, and returning it to her 
home as a result of her family’s failure 
to produce a $62 insurance check prom- 
ised as first payment on burial expenses. 
Cook was convicted under an ancient 
grave-robbing statute and given the 
maximum penalty. In returning the 
corpse to the family he removed it from 
an expensive casket and placed it in a 
much cheaper one. He claimed that he 
acted within the law because he had 
secured a disinterment permit before 
digging up the corpse which had been 

underground nearly a month. 





NEW FEDERAL LIFE MANAGER 


Lewis S. Wickes has been appointed 
manager of the Oklahoma agency of the 
Federal Life of Chicago, with headquar- 
ters for the state in the Colcord build- 
ing, Oklahoma City. 





INSURANCE TRUST STATEMENT 





National Association’s Executive Com- 
mittee Amends Trust Company-Insur- 
ance Company Plank of Feb., 1930 


At the recent meeting here of the 
National Association of Life Underwrit- 
ers’ executive committee the statement 
of life insurance trust co-operation, 
adopted on February 18 by the execu- 
tive committee of the trust company di- 
vision of the American Bankers’ Asso- 
ciation and by the committee on co- 
operation with trust officers of the Na- 
tional Association of Life Underwriters, 
was amended. 

The amendment carried the addition 
of a paragraph calling attention to the 
two principal methods of distributing 


life insurance proceeds: through the op- 
tional settlements of the life insurance 


policies, or through a corporate trustee. 


It also stated that the value and ad- 
vantages of each method are mutually 
recognized by trust officers and life un- 
derwriters. With this change the state- 
ment was adopted and the matter of en- 
deavoring to obtain its approval from 
the trust officers’ executive committee 
was left to the chairman of the life un- 
derwriters’ committee, Franklin © W. 
Ganse of Boston. 

The original statement of trust com- 
pany co-operation was published in The 
Eastern Underwriter issue of February 
28th. 





OKLAHOMA APPOINTMENT 
James R. Stewart has been appointed 
general agent for the Ohio National 
Life in Oklahoma City, with headquar- 
ters in the Braniff building. 


NEW LIFE COMPANY EXPANDING 





Home State Life Increasing Capital and 
Surplus; Horace Hudson Made State 
Agent For Ordinary Department 


Reports from the Home State Life 
of Oklahoma City indicate that the com- 
pany has written more than $9,000,000 
of business in the seven and a half 
months it has been in operation. The 
company specializes in industrial and or- 
dinary life. President Joe Morse an- 
nounces that the company has given no- 
tice of the increase of capital and sur- 
plus from $1,000,000 to $1,706,000 and 
increase in listed price of stock from 
$25 to $30 a share. 


Horace Hudson has been appointed 
state agent for the ordinary life depart- 
ment of the company, succeeding the 
firm of Asher & Hudson. J. J. Asher, 
former firm member, has been made 
special agent for the Oklahoma South- 
ern Life. 





MADE FIELD SERVICE MANAGER 





Mutual Benefit Life Appoints Charles I. 
Smith, Formerly Teacher and 
Banker 
The Mutual Benefit Life has appoint- 
ed Charles I. Smith as field service man- 
ager for the company. Mr. Smith has 
been for the past seven years cashier 
of the First National Bank of Highland, 
Kansas. He is a graduate of the Kansas 
State University and previous to going 
into the banking business had been a 
teacher. He first came in contact with 
the Mutual Benefit through H. W. Al- 

len, general agent at Wichita. 
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NEW PAID INSURANCE 1929 
$147,858,997 


INSURANCE IN FORCE 
$1,202,101,059 





New England Mutual Life Insurance Co. 
Boston, Mass. 
Chartered 1835 














The Linceln National Life office in your 


town offers complete brokerage service 





1851 





BERKSHIRE LIFE INSURANCE COMPANY is justly 
proud of its record for past year. 
The marked gain of insurance in force has resulted peidicpally 
from the success and efforts of its loyal field force. 
New policy contracts—keeping pace with — demand. 
“ASK ANY BERKSHIRE AGEN 
BERKSHIRE LIFE INSURANCE COMPANY 
Incorporated 1851 
PITTSFIELD, MASSACHUSETTS 
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Preliminary Report By 
Superintendent Conway 


COMMENTS ON YEAR’S EVENTS 





Department Had to Suspend Limitation 
For a Number of Companies Dur- 
ing Year 





In the preliminary report of Super- 
intendent of Insurance Albert Conway 
of New York on the transactions of life 
companies for 1929 he states that al- 
though there was a slight falling off in 
business during the last two months of 
the year it was necessarv for the in- 
surance department to suspend the lim- 
itation of new business for a number 
of companies during the year. The vol- 
ume of life insurance written during the 
year exceeded the business of the previ- 
ous year by about 8%. The figures giv- 


en in this preliminary report are those 
of transactions up to the end of 1928. 


To Make Disability Reserve Ruling 


One of the most important steps tak- 
en during the year was the adoption of 
standard provisions for disability bene- 
fits by the National Convention of In- 
surance Commissioners and Superinten- 
dent Conway makes the following com- 
ment on the significance of that action: 

“In adopting the standard provisions 
there will be an advantage of unity of 
coverage which will encourage the de- 
velopment of sound underwriting prac- 
tice. Another advantage is that homo- 
geneous experience may be built up as 
the basis for calculating premium rates 
and reserves. It is generally admitted 
that the premiums chareed in the past 
have not been adequate to cover the 
disability benefits guaranteed by the life 
insurance compaties. One of the ques- 
tions which is receiving my considera- 
tion at the present time is the estab- 
lishing of a proper reserve basis for 
total and permanent disability benefits. 
I intend to issue a ruling on this mat- 
ter as soon as I have reached a final 
decision as to the reserve basis that 
should be prescribed.” 

Another important event of the year 
was the adoption of the amendments 
to Section 97 on limitation of expense 
concerning which Superintendent Con- 
way says: 

“As a result of the final conferences 
of the life insurance companies, life un- 
derwriters and this department, the 
amendments to Section 97 of the New 
York Insurance Law were passed in 1929 
with no one appearing in opposition be- 
fore the legislature. The amendments 
will benefit not only the insuring public 
but also companies and agents by pre- 
serving and strengthening the funda- 
mental principle and purpose of Section 

The amendments bring the law up 
to date so as to meet the changed con- 
ditions. The purposes and reasons back 
of the amendments are set forth in my 
blo annual report to the legisla- 
ure.” 

The report shows the growth of com- 
panies as reported to the New York In- 
Surance Department. During 1928 there 
were over 3,177,000 ordinary policies is- 
Sued, revived or increased representing 
an amount of insurance in excess of 
$12,046,000,000. _ During the same year 
over 11,481,000 industrial policies were 
issued, revived or increased renresenting 
Over $3,134,000,000 of insurance. The 
following table illustrates the growth of 
the life insurance business durin~ the 
Past twenty years: 


British Prudential 
Funds $1,120,000,000 


HEAVY GOVERNMENT HOLDINGS 





4.5% in Mortgages of United Kingdom; 
Issued 2,365,131 Industrial Policies in 
1929; 80,352 Ordinary Policies 





The annual report of the Prudential 
Assurance Co. of England is always read 
with interest in this country because 
it is the largest company of the kind in 
Europe. In the report for 1929 just re- 
ceived here the company’s invested 
funds are given as more than $1,125,- 
000,000 

The largest section of the assets con- 
sists of British government securities 
and other securities guaranteed by the 
government, and this forms 25.4% of the 
whole. Second rank goes to debentures 
with 14.9%; third is ordinary shares with 
12%. Of the assets 7.7% are in foreign 
government and municipal shares. In- 
dian and colonial government securities 
account for 5.2% and mortgages in the 
United Kingdom for 4.5%. There is a 
reserve fund of more than $51,000,000. 

In new business the Prudential Assur- 
ance last year issued 80,352 ordinary pol- 
icies for $86,000,000. In the Industria! 
branch 2,365,131 policies were issued for 
$315,000,000. The company paid out last 
year in pounds the following items 
among others: 

Ordinary: claims by death, £2,254,127; 
claims by survivance, £7,455,358; surren- 
ders, £1,113,144; commissions, £661,595; 
expenses of management, £620,373. 

Industrial: claims by death, £5,529,005; 
claims by survivance, £5,070,849; surren- 
ders, £1,854,257; commissions, £2,625,485; 
expenses of management, £1,684,853. 

Expense ratio in the industrial branch 
was 24.89%, 





JUDEA LIFE FINANCING 





Company Expected to Issue 130,000 
Shares New Stock; How It Will 
Be Distributed 

The Judea Life of New York is ex- 
pected to do some public financing with 
an offering of stock of probably 130,000 
shares of $5 par value which will be part 
of the authorized 200,000 shares. Of 
these authorized shares 30,000 will be 
issued to the Judea Insurance Co., Ltd., 
of Palestine in exchange for 1,500 shares 
of old stock of $100 par while the re- 
maining 40,000 shares will be acquired 
by the Judea Industrial Corporation of 
New York. 

At the end of last year the Judea Life 
had insurance in force amounting to 


$13,388,000. 





PROMOTE A. C. WEBSTER 


At a meeting of the board of the 
United States Life following the annu- 
al meeting of stockholders, the officers 
were re-elected, the only change being 
the appointment of Andrew C. Webster 
as associate actuary, promoted from as- 
sistant actuary. Mr. Webster is a Fel- 
low of the Faculty of Actuaries in Scot- 
land and an Associate of the Actuarial 
Society of America. 





CALL EXECUTION “ACCIDENT” 


In an attempt to collect $12,684 on a 
double indemnity policy on the life of 
Harry Diamond, who was electrocuted 
for murder in Indiana, his parents are 
suing the New York Life. They claim 
that the execution came under the head- 
ing of “accidental death.” 








Total Insurance 


Total Admitted Life Insurance in Force 
Assets of Authorized in Force in in Authorized 
Year Life Companies New York State Companies 
oo Peasy (Wh Oe ey Se ey ee $3,204,193,351 $2,273,688,519 $13,078,099,545 
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12g ARTS ECCS EGS Steet Niles ap Oar Ca eer 13,723,663,099 17,075,969,985 78,574,433,003 


SAMUEL J. STEELE DEAD 





For 25 Years Was With Pennsylvania 
R. R.; Later Became Fidelity 
Mutual Treasurer 
Samuel J. Steele, treasurer of the Fi- 
delity Mutual, died suddenly this week 
at his home in Germantown, Pa. He 

was fifty-nine. 

Mr. Steele spent ‘his life in Philadel- 
phia, where he is well known in insur- 
ance and financial circles. He was close- 
ly identified with financial matters of 
the Pennsylvania Railroad for more 
than a quarter of a century, and was as- 
sistant in the treasurer’s office at the 
time of his resignation, December 15, 
1914, when he became treasurer of the 
Fidelity Mutual Life. Throughout his 
fifteen years with Fidelity he had the 
responsibility of recommending the large 
bond investments of the company. 

Mr. Steele was secretary of the 
Whitemarsh Valley Country Club and a 
member of the Philadelohia Union 
League Club. He is survived by his 
widow, Katharine M. Steele. and three 
children; Samuel J. Steele, Jr., Donald 
J. Steele, and Mrs. William M. Shaner. 


KANE’S PROGRESS IN BOSTON 








Started From Scratch Three Months 
Ago as Johnson & Higgins Manager; 
Has Produced $600,000 This Month 

Matthew F. Kane, who went to Bos- 
ton three months ago as manager of the 
Johnson & Higgins office, is meeting 
with considerable success. So far this 
month he has produced $600,000 in busi- 
ness. Starting out “from scratch” in 
Boston Mr. Kane has quickly built up a 
circle of friends and made some valu- 
able contacts. He was active at the 
sales congress of the Boston Life Un- 
derwriters Association last week, and 
was one of a group. of prominent men 
in the association selected by President 
George H. Tracy to greet the agents 
attending the meeting and make them 
feel at home. 


“PIKE’S PEAK OR BUST” 








Slogan of Fidelity Mutual Agents Hop- 
ing to Qualify for Company’s 1930 
Convention 
The Fidelity Mutual Life is going a 
greater distance from its home office 
than ever before for its 1930 convention. 
The scene will be the Hotel Broadmoor 
in Colorado Springs, in the midst of the 
widely known Pike’s Peak region. All 
Fidelity agents have set as their pres- 

ent slogan: “Pike’s Peak or Bust.” 

The convention will commence Tues- 
day, September 8, and continue until the 
morning of Friday, September 11. The 
requirements for qualification have been 
made higher than usual and include a 
satisfactory lapse experience by the 
agent. 





Mississippi Valley Life Gets 
Business of Peoples Life, Chicago 


The court fight over the outstanding 
business of the Peoples Life of Chicago 
was ended this week when Judge W. J. 
Lindsay turned the company over to the 
State Insurance Department for liqui- 
dation with instructions to reinsure the 
business on the books of the company 
in the Mississippi Valley Life. 


BANS AIR CLAUSE RESTRICTION 


Jesse G. Read, insurance commissioner 
of Oklahoma, in a recent letter to the 
American National Assurance Co. issued 
an edict that a life insurance company 
cannot sell insurance in Oklahoma sub- 
ject to reduced payments in event the 
policyholder meets death in airplane ac- 
cident. 








E. M. McMAHON ARTICLE 
An article in the March “Nation’s 
Business” by Edward M. McMahon, in- 
surance trust officer of the Equitable 
Trust. New York, bearing the title, “Will 
You Play Fair With Your Heirs?” has 
attracted a lot of favorable attention. 











A prominent life under- 
writer needed $50,000 in a 
hurry to complete a $500,- 
000 line of business insur- 
ance. We received the 
papers at 9:30 A. M. He 
received the policy and paid 
for it the same day at 3:30 
P. M.—in other words 


Six Hour Service 


This underwriter’ said: 


“This was an unusually im- 
portant case to me requiring 
prompt action and I want you 
to know how much I appreciate 
the good service you have ren- 


dered. I hope to be able to 
throw more business your 
way.” 

SI 


“Give Us Your Next Rush 
Case”’ 


We are right in the Home Office 


Building 
at 256 Broadway, N. Y.. 


ty” 2 > 


THE 


ROBBINS - SIMONS 
AGENCY 
HOME LIFE of NEW YORK 
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LIVE HINTS FOR BUSINESS 









GETTERS/-: 


Practical Suggestions to Help the Man With the Rate 





Book Increase His Income and General Effickency 


Leonard Stenberg 


Shaming of the Iowa Avency 
A Tough of the Bankers Life 
Prospect of Iowa tells how he 


made his first sale to 
a particularly hard prospect in the cur- 
rent agency magazine “Onward.” 

Mr. Stenberg called on this prospect, 
and after entering his office, extended 
his hand and introduced himself and 
the company. A roar of rage greeted 
him. 

“IT know all about life insurance and 
I don’t want to have anything to do 
with anyone who sells it,’ boomed the 
irate prospect. “I will thank you to use 
the same door you just came through 
and close it as you go out.” 

Mr. Stenberg straightway picked up 
his brief case without a word and 
walked out, closing the door softly. He 
paused outside just long enough to cool 
his feverish brow, did an about-face, re- 
entered and walked up to Mr. Prospect. 

“Now aren’t you ashamed of your- 
self?” he asked in a reproachful tone, 
to which the prospect replied, “Yes. I'll 
have to admit that I am.” 

The result was an application for 
$5,000 with settlement and examination. 

.* 


The so-called bank 


An approach is used by 
Advantageous many life agents 
Comparison today with much 


success. Tying up the 
comparison of life insurance with that 
of savings accounts brings out the 
many advantages of life policies. . The 
Colborn agency of the Connecticut Mu- 
tual Life in Rochester offers an ap- 
proach along this line, including effec- 
tive closing: 

“Suppose your bank were to send you 
a message today, asking you to come 
in. Then they showed you a pass-book 
crediting to your estate account, $10,- 
000, on the condition that you deposit 
$450 with it and the same amount each 
year for twenty-five years! 

“On the first page of the pass-book 
is printed a guarantee that in the event 


of your total disability for more than 
ninety days, the bank would make your 
deposit for you and also pay you $100 
a month during your disability. Also, 
a guarantee that in the event of your 
death at any time within the twenty- 
five years your wife could draw out that 
entire $10,000 together with your share 
of the profits of the bank. 

“Would you consider such a proposi- 
tion ? 

“And suppose the bank also guaran- 
teed that at the end of the twenty-five 
years, you can draw out the $10,000 
yourself and about $5,000 profits be- 
sides? Wouldn’t you take them un on 
such a proposition mighty quick? Of 
course you would! Your bank can’t do 
it—but the life insurance company, 
stronger than any two banks in the 
city, can do it. Who would vou want 
to draw out the money if you should 
not live to get it yourself? 

“The investment part of your pre- 
mium deposit under this guaranteed in- 
vestment contract pays you at least 
41%4% compound interest—and your in- 
vestment program is insured against 
defeat by death or disability. You buy 
an insured investment and get a fine 
interest return combined with absolute 
safety all the time. Will it be more 
convenient to make your deposits an- 
nually or semi-annually?” 


S. B. LOVE IN SOUTH CAROLINA 

Samuel B. Love, manager at Rich- 
mond for the Mutual Life of New York, 
while on a recent trip to South Caro- 
lina, made two addresses. He stopped 
off at Davidson College and addressed 
the economics class, and also spoke be- 
fore a large class of young women at 
Converse College. 








HAIGHT, DAVIS & HAIGHT, Inc. 


Consulting Actuaries 
FRANK J. HAIGHT, President 
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Provident Mutual 
Life Insurance Company of Philadelphia 


Founded 1865 








Dublin-Lotka Book 


(Continued from page 11) 


four wage-earners of this class has eith- 
er no protection at all or less than $500; 
two out of five have less than $1,000, 
and three out of four less than $2,000. 
We find, furthermore, that 17% of the 
heads of families in the class we are 
considering have from $2,000 to $3,000 
of insurance; 6% from $3,000 to $4,000; 
2% from $4,000 to $5,000; and only 5% 
more than $5,000. It appears, therefore, 
that 95% of the insured men have less 
than the amount which may be consid- 
ered at all adequate, and which, as has 
been pointed out, they can afford to 
carry. It is because of the large pro- 
portion of men insured for small amounts 
that the average for the group is so 
small. Actually, the figure is $1,426, or 
only a quarter of what has here been 
suggested as the proper amount. Obvi- 
ously, there is still a great deal of work 
ahead of the insurance companies, be- 
fore they convince the great body of 
American wage-earners of the necessity 
for protecting their families. There is, 
however, a bit of good advice which 
they can pass along, which is to encour- 
age young men to begin to buy their in- 
surance before they are married and 
thus provide themselves with a founda- 
tion for future protection at a time when 
they can best afford to pay for it. There 
is no reason why most men should not 
anticipate their marriage by a few years 
at least, and by beginning at the earli- 
est possible age when insurance rates 
are most favorable, make it easier to 
carry a considerable amount of life in- 
surance without discomfort later on, 
after family responsibilities come.” 


CANADA LIFE IN BUFFALO 
Canada Life of Montreal has appoint- 
ed John M. Deans, Buffalo insurance 
man, as manager of its branch in that 
city. 








CANADIAN INSURANCE 

Approximately $650 worth of insur- 
ance is carried for every man, woman 
and child in the Dominion as against 
$750 per head of population in the United 
States, according to a bulletin issued by 
the Department of Colonization and De- 
velopment of the Canadian Pacific Rail- 
way. \ 





A New Policy 


ENTHUSIASTIC RECEPTION 
ACCORDED NEW “GRADU. 
ATED PREMIUM” PLAN 


For Particulars Phone 


CANADA LIFE ASSURANCE 
COMPANY 


H. W. JONES, Mgr. 


110 William Street 
New York City 
Beekman 6141-2-3 








MAX WILLIAMS’ SUCCESS 


Million Dollar Writer With Stewart, 
Hencken & Will; Wrote 85 Appli- 
cations Last Year 
Max Williams, leading agent in Stew- 
art, Hencken & Will, Inc., Prudential 
general agents in New York, who paid 
for more than a million last year, passed 
the $250,000 mark in 1929 production a 
few weeks ago and received the proper 

recognition from The Prudential. 

Mr. Williams is an expert on the cold 
canvass.. He wrote eight--five applica: 
tions last year with no single applica- 
tion for an amount larger than $50,000 
or smaller than $5,000. He had only 
four lapses during the year and only 
$50,000 of insurance was rejected. 

During the month The Prudential con- 
ducted a drive for new business in honor 
of Assistant Secretary George H. Chace. 
Mr. Williams stood fifth in volume 
among Prudential agents with $291,000 
paid for. 








STUART BETTS LIFE HEAD 
Stuart Betts has been appointed head 
of the life department of Betts & Betts, 
New York City. He succeeds Thomas 
Stanion. 











34 Nassau Street 








The Rewards of Consistency 


F A BUSINESS MAN takes care of his business, the business takes 
care of him. Life insurance field work is a business, and subject 
to the principles of general business. Those who achieve in this 

work are those who give it their undivided and full thought and effort. 
Isn’t this merely natural and logical? 


Life insurance field work under satisfying conditions is a career 
giving opportunity for achievement and profit according to ability and 
undivided effort. THE MuTuat Lire InsuRANCE CoMPANy OF NEw YORK 
affords such conditions to its field workers. Life insurance in all stand- 
ard forms, annuities, disability and double indemnity benefits, prompt 
and equitable dealings, and facilities for serving policyholders in 
practical ways combine to make its agency force successful. 


Earnest-minded men and women of character and ability contem- - 
plating a career in full-time field work are invited to apply to 


The Mutual Life Insurance Company 
of New York — 


New York, N. Y. 











DAVID F. HOUSTON GEORGE K. SARGENT 
President 2nd — 
Manager of Agencies 
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Saw 1,420 People to Sell 
$136,000 Insurance 


FIRST YEAR OF DIX TEACHENOR 








But Kansas City Agent Is Now Paying 
For More Than Million a 
Year 


By KENNETH FORCE 


Production in excess of $1,000,000 a 
year for six consecutive years is indica- 
tive of considerable underwriting ability 
and must reflect certain general meth- 
ods that will- stand when the personal 
element is removed. Such a record has 
been established by Dix Teachenor, 
home office agency, Kansas City Life. 


When he entered the business soon 
after the war he set himself the task 
of keeping a definite daily record of his 
interviews, sales, hours, etc., and he has 
thoroughly analyzed these records daily, 
monthly and yearly until it is possible 
for him now to tell at any period in 
his career just how many interviews he 
had to make for each sale. 

From the start Mr. Teachenor set 
aside a certain period of time each even- 
ing for study. He had done this in 
college and found it the only sure meth- 
od of succeeding there. He still spends 
at least an hour each evening doing this. 
Each night he programs the next day’s 
work. This saves time and concentrates 
effort. He selects good prospects every 
night. He decided to give life insurance 
a full year of his time when he en- 
tered it, realizing that a business which 
honestly demanded so much knowledge 
and experience could not be given a 
true test under a year’s time. This de- 
termination saved him from quitting 
when he saw his record of an applica- 
tion f@r every twenty-four interviews at 
the end of the first six months. 

His object in these first months was 
to have as many daily interviews as 
possible and to keep a record of them 
as a check against himself in order to 
determine wherein his method failed. 

1,420 Interviews in Year 


_ During his first year he averaged six 
interviews a day—and by interviews he 
means a genuine attempt to sell a life 
Insurance policy, not a call. He inter- 
viewed prospects 1,420 times during that 
period. His record at the end of the 
year was an application to every eigh- 
teen interviews. He issued and paid for 
only about $136,000. 

During his third year he chalked up 
1,306 interviews, wrote one application 
to every eight and averaged five actual 
Interviews a day. At the end of the 
year he had paid for $505,000 of insur- 
ance. 

_His analysis of his fifth year’s expe- 
Tience revealed 1,140 interviews with an 
application to every seven. He aver- 
aged only four and a half interviews a 
day but paid for $752,000. For the past 
Six years he has averaged about 850 
interviews a year, has written one appli- 
caion to every five, and has made four 
imterviews a day. And he has paid for 
Over a million dollars of business every 
year, During 1929 he had 797 inter- 
views, wrote 204 applications and paid 
for $1,296,500. 

An analysis of these figures shows 
that with experience the number of in- 
terviews decreased. But so did the num- 
er of interviews necessary for a sale. 
And with the decrease in interviews per 
sale the average size of his policy in- 
creased. Today he has only to make 
four interviews a day where formerly 
ne made six. He averaged about 800 
interviews a year in comparison with 
1420 the first year, and he writes a 
million dollars of business with that 
Number as against $136,000 with the 1,420. 

His Six Interviews a Day 
“The six interviews a day did it,” he 
Says. “My determination to have at 
Cast six interviews a day, especially 
during my early years, gradually in- 


creased my production. Naturally the 
number of daily interviews decreased in 
later years as I spent more time on 
the larger cases.” 

Mr. Teachenor believes firmly in the 
old fundamental principles of the busi- 
ness, and at the basis of them all he 
places the six interviews a day. The 
underwriter’s difficulties decrease with 





DIX TEACHENOR 


the increase in number and frequency 
of daily trials. 

His own prospects are men in his sta- 
tion of life—which is limited only by 
education, culture, ideals and ambition. 
Seventy per cent. of his business for 
one year was from policyholders. 

“We hear a lot about over-selling 
people,” Mr. Teachenor said. “My opin- 
ion is that we under-sell them. We do 
not have the nerve to suggest a man 
the program of insurance he really 
should carry and give him an ambition 
to attain it. You are not flattering him 
otherwise.” 

One of His Sales 

This conviction was demonstrated by 
Mr. Teachenor in one rather difficult 
sale which is typical of his methods and 
the logical way in which he approaches 
the problem and solves it. 

There was a certain lawyer in Kansas 
City who had the reputation of being 
“hard-boiled.” Mr. Teachenor found the 
lawyer had a case in court one day and 
he attended to study the man. He dis- 
covered that the lawyer’s greatest en- 
joyment was intimidating people. Short- 
ly afterwards he went to the lawyer’s 
office and in his waiting room there were 
about ten persons. Teachenor walked 
into his office anyway and was greeted: 
“What do you want? I am busy.” 

“So am I, but I want to see you any= 
way. I want to ask you a question.” 

“Shoot.” 

“Would you sign a contract to work 
for $6,600 a year for the rest of your 
life?” Mr. Teachenor knew that he was 
making over $60,000 a year. 

“No! Why do you ask such a silly 
question ?” 

“If you refuse to work for $6,600 a 
year, why do you expect your wife to 
carry on with your five children on that 
amount?” 

“What do you mean?” 

“I know that all you have is about 
$110,000 of’ life insurance, which if your 
wife could invest safely at 6% would 
bring her only $6,600 a year.” 

That approach with some other point- 
ed questions, coupled with allowing him- 
self to be intimidated, gained Mr. Teach- 
enor the lawyer’s interest and he was 
able to write him the insurance needed. 

Mr. Teachenor’s renewal experience 
during the past six years has averaged 
about 90%, which is high even for his 
own company. This unusual record, 
coupled with his consistently large pro- 
duction, makes his advice on life un- 
derwriting particularly valuable. 

If the agent desires success enough to 











New England Mutual Life Insurance Co. 


has an Opening 
for a well qualified man as 


General Agent 


in Greater New York 


Apply by letter to: 
Superintendent of Agencies, 
Box 145, 
Boston, Massachusetts 




















NEW AGENCY VICE-PRESIDENT 





A. V. Mozingo, Who Has Made Fine 
Record as Agency Builder, Goes 
With Volunteer State 
A. V. Mozingo has been appointed 
agency vice-president of the Volunteer 

State Life. 

Born in Florida and reared in the 
country, he became a teacher in Georgia 
business colleges when 18 years old. Two 
years later he decided to become a life 
man and went with the Empire Life, 
Atlanta. Next, for two years, he was 
an agent for the Citizens’ National Life 
in Georgia, Alabama, Tennessee and 
Kentucky. When that company consoli- 
dated with the Inter-Southern he served 
for a few weeks as supervisor for Ten- 
nessee for the National Life of the U. 
S. A. and then became general agent 
in Florida for the U. S. Annuity & 
Life. : 

In 1916 he joined the Jefferson Stand- 
ard and established its first branch of- 
fice, located in Memphis. Starting from 
scratch he built up the business to an 
annual production of $5,000,000 in four 
years’ time. In 1920 he was moved to 
Dallas as manager for Texas and the 
annual production grew to $10,000,000. 
In 1925 the Jefferson Standard trans- 
ferred him to Greensboro, N. C,, in 
charge of agencies west of the Missis- 
sippi. His next agency building job for 
the company was in California, where 
he did well. 





AVERAGE SIZE POLICY GROWS 


The analysis made by the Fidelity Mu- 
tual Life of its average size policy since 
1910 indicates that people are buying 
more substantial policies these days. The 
company’s average policy in 1910 was 
$2,100; in 1920, $2,400; and in 1929, 
$4,396. 





W. L. T. ROGERSON ESTATE 

An estate of $50,000 was left by W. 
L. T. Rogerson, senior vice-president of 
the Life Insurance Co. of Virginia, who 
died recently in his home in Richmond. 
There was $40,000 in personal property 
and $10,000 in real estate. 








work for it he should study at least one 
hour every evening; outline a definite 
program for the following day’s work, 
which will include ten good prospects 
routed so as to eliminate the possibility 
of passing the same corner twice; work 
a regular number of hours every day; 
and have at least five or six daily in- 
terviews. 

“We are all asleep to our own possi- 
bilities,” he said, “and the best way we 
can attain advancement is through a 
strict boss, which in every case should 
be a weekly quota in production. When 
we reach that we can set another high- 
er one. With each attainment confi- 


dence and power are gained.” 


H. J. CUMMINGS’ TALK 





Minnesota Mutual Agency Head Out- 
lines His Plan for Providing Eco- 
nomic Independence 
Harold J. Cummings, superintendent 
of agents of the Minnesota Mutual Life, 
who made a hit at the Washington con- 
vention of the National Association last 
fall in his illustrated talk on how com- 
plete economic independence may be 
achieved by a series of policies to meet 
all mergencies, gave the same talk be- 
fore the Boston sales congress with 

equal success. 

Mr. Cummings looks upon the mission 
in life of the average life insurance 
agent to become the economic emanci- 
pator of the race, showing people how 
the uncertainties of the future may be 
met. He told the story of a friend of 
his, thirty years old, who is heartily en- 
joying his emancipation. This man has 
a wife, a year younger, and two small 
children. Under the life insurance pro- 
gram that has been set up for him this 
man’s accumulations will go on during 
complete loss of earning capacity just 
the same as if health and income were 
still his priceless possessions. 

Mr. Cummings showed how his 
friend’s future is secure against the four 
ever-impending threats to continued 
happiness: (1) the need of cash for 
emergency; (2) the cessation of income 
by reason of unexpected sickness; (3) 
the old age emergency and (4) the fear 
that in event of his death his family will 
not be provided for. 

The plan involves the following con- 
tracts, listed in the order of deposit-due 
dates: 


Co. No. Plan Amt. 
1. Everyday Life Ord. $1,500 
149,762 Life 
2. Podunk Life ; Ord. 17,400 
247,853 Life 
3. Ephemeral Life Ord. 3,081 
327,972 Life 
4. Average Ord. 3,081 
227 Life 
5. World Life Annuity 
571,239 at 65 . 
6. New Life 20-Year 
722,147 Deferred 
Survivorship 
Annuity 





Total... .$25,062 





CREDIT TO J. R. MONTGOMERY 

J. Renwick Montgomery deserves 
credit for the manner in which he han- 
dled the sales congress at Philadelphia 
last week. As general chairman of the 
Tri-State congress he had a big job on 
his hands and it is to his credit and the 
assistance his committee rendered that 
everything ran along so smoothly. The 
committee personnel were: E. J. Berlet, 
Frank E. O’Brien, F. G. Pierce, Everett 
H. Plummer, Joseph H. Reese and 
Alexander V. Tisdale. 
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BERLIN STOCK EXCHANGE 
INSURANCE COMPANIES 


There has been considerable litigation 


AND 


in recent years regarding the transfers 
of insurance stocks bought on the Ger- 
man Stock Exchanges. The manage- 
ment of several companies refused to 
transfer on their 
had been acquired in the open market 
by parties which they did not care to 
This situa- 


books shares which 


have vote in their meetings. 
created such a feeling of 
uncertainty that it affected the price of 


tion finally 


insurance stocks on the stock exchanges. 

The admission board of the Berlin 
Stock Exchange has directed a circular 
letter to the 
claring that if the companies wish to 
continue to use the stock exchange for 
their shares they wiil have to end this 
3eginning with April 1 the 
notation of stocks of companies which 
do not meet the 
change will be 


insurance companies de- 


situation. 


conditions of the ex- 
discontinued. Compa- 
nies hereafter will be permitted to re- 
fuse transfer of shares only for one rea- 
son: lack of uncertainty of security for 
obligations of the new stockholder to 
pay up the unpaid balance on the shares 
acquired. Where this defense is set up 
by the company no investigation will be 
made. If, however, the new stockholder 
puts up security in cash with the 
Kassenverein or another organization to 
be agreed upon the company cannot re- 
fuse to transfer the shares. In case of 
fully paid up shares the company may 
not in any egase refuse to effect the 
transfer. 


3erlin 


LIQUIDATION OF INSUR- 
ANCE COMPANIES 

Since the enactment of the so-called 
“liquidation law” in this state in 1909 
the New York Insurance Department 
has distributed $32,000,000 at an expense 
ratio of a little more than 8% 
icyholders, creditors, members and stock- 
holders of insurance companies which 
have come under the jurisdiction of this 
division of the New York Department. 
The ratio of expenses of liquidation to 
the sums actually distributed plus the 
assets remaining on hand at the end 
of 1929 is 5.40%. 

Probably no division of a state de- 
partment in the country is more fre- 
quently complimented than the Liquida- 
tion Bureau of the New York Insurance 
Department. The latest bouquet comes 
from Superintendent Conway in his an- 
nual report to the legislature. The New 
York “liquidation law” has been applied 


STATE 


to pol- 


in a wide field and has yielded gratify- 
ing results. It is not merely confined 
to “liquidation.” 

“The presence of the law on the stat- 
ute books is alone a wholesome force 
for good in the business of insurance, 
and for the law structure of this state,” 
says the superintendent. “Its effect 
cannot be adequately appraised. It pre- 
vents non-insurance organizations from 
doing the business of insurance and 
stops such organizations from imitating 
genuine insurers.” 

The superintendent detail 
some of the results of liquidation in 
this state. One of the outstanding sal- 
vages of the year was the Golden Seal 
Assurance Society, with $4,460,000 of life 
insurance held by 5,000 people. A re- 
insurer was found who agreed to pay 
100% to creditors holding unpaid claims 
for such benefits. This reinsurer is the 
Metropolitan Life, which agreed to take 
over the insurance if 75% of the mem- 
bers would accept the benefits of its 
contract. The 75% agreed and Metro- 
politan Life policies take the place of 
Golden Seal certificates. 

Probably the most interesting work 
of the Liquidation Bureau during the 
year was in connection with the Russian 
companies, partly because of its inter- 
national law 


gives in 


aspects. Non-recognition 
of the Soviet Government by the Gov- 
ernment of the United States has pre- 
vented the transmission of large sur- 
pluses of Russian companies to the par- 
ent corporations in Russia. The nu- 
merous litigations relating to the sur- 
plus funds were whittled down in 1929 
so that at the end of the year only a 
few appeals remained undetermined. On 
the main. question of the disposition of 
the surpluses, amounting in the agegre- 
gate to $5,210,988, at the end of 1929, 
the lower courts held during the year 
that the surplus funds should remain in 
possession of the Department pending 
the recognition by the United States 
Government of a Government of Russia 
possessing power to enforce its author- 


“ity. Appeals have been taken arid the 


question should reach the Appellate 
Courts for final solution in 1930. The 
surpluses in the five Russian proceed- 
ings have increased each year by the ex- 
cess of income over the expenses of 
liquidation. The total income has been 
$1,048,692; expenses of liquidation $292,- 
748. 

Every variety of corporation and every 
line of insurance business is represented 
by the organizations taken over and 











The Human Side of Insurance 














WALTER E. 


BATTERSON 





Walter E. Batterson, Mayor of Hart- 
ford, and formerly an officer of the 
Travelers Fire, figured in big headlines 
in the Hartford newspapers on Tues- 
day when he faced Judge Jennings on 
a Grand Jury contempt charge. He had 
refused to give the names of bootleggers 
who had sold to his friends, prominent 
people in Hartford. The headlines dis- 
appeared when the charge was dismissed. 

A. W. Lennox Robertson, director of 
Sterling Offices, Ltd., London, which has 
New York affiliations with Sterling Of- 
fices, Ltd., New York, arrived in this 
country last week. He is spending a 
few days here en route to Japan. He 
was for ten years manager of the Japa- 
nese branch of the Sun Insurance Of- 
fice, resigning recently to join the board 
of directors of Sterling Offices in Lon- 
don. He was also deputv chairman of 
the Japanese Joint Fire Insurance Ass'n. 

a 


Benjamin Rush, president of the In- 
surance Company of North America, is 
expected back at his office in Phila- 
delphia very shortly. He and his wife 
and daughter recently took the Medi- 
terranean cruise to northern Africa. 

x * 


David F. Houston, president of the 
Mutual Life of New York, spent a re- 
cent week-end as the guest of Richard 
Crane, a former minister to Czecho Slo- 
vakia, at his home near Richmond, Va. 

a ae 


President Bradford H. Walker of the 
Life Insurance Co. of Virginia will su- 
pervise over the industrial district offices 
of the company. This work was long 
exercised by W. L. T. Rogerson, senior 
vice-president, who died recently. 








managed by the department. The insur- 
ers have varied in size and importance 
from an insignificant co-operative live- 
stock company, with neither assets nor 
written records, to the large corporate 
insurers having assets aggregating mil- 
lions of dollars, and to non-insurance 
organizations. Up to the close of busi- 
ness last year the department had as- 
sumed control and management of the 
affairs of 131 organizations, which were 
or claimed to be insurers. During the 


year the department distributed $3,105,- 
461 to policyholders, creditors, members 
and stockholders. 


George Young, Ohio [Farmers agent 
at Syracuse, N. Y., is celebrating his 
twenty-fifth anniversary in insurance 
and his eighteenth with that company. 
The George Young Insurance Agency 
was established in 1905. In addition to 
Mr. Young, his two sons, Albert and 
Carl, are in the agency. In a letter re- 
cently written by Mr. Young to Presi- 
dent F. H. Hawley of the Ohio Farmers 
the former says: “The life of our con- 
nection has been most satisfactory and 
the name Ohio Farmers is highly praised 
by its policyholders. I must add_ that 
through the medium of FE. K. Schultz & 
Co., eastern general agents, the Oh'o 
farmers could have picked none better 
to foster the ideals for which the com- 
pany stands.” 

x Ok 

Vincent B. Coffin, Penn Mutual’s di- 
rector of education, held a_ three-day 
agency school at Davenport, with the 
assistance of Karl E. Madden, general 
agent, March 20, 21, 22, the object be- 
ing to drill the agents in organized sales 
talks and to supply them with other 
sales material. On Saturday, March 22, 
Mr. Coffin was a luncheon guest of the 
Davenport Life Underwriters’ Associa- 
tion and gave them a very practical 
talk on present day life insurance sales- 
manship. 

* * x 

William T. Ashby, of New York City 
production division, Globe Indemnity, re- 
cently addressed the members, wives and 
office force employes of the Muncie, Ind., 
Insurance Association. A dinner meet- 
ing was held. Mr. Ashby talked on 
“Making Automobile and Workmen's 
Compensation Rates,” explaining in de- 
tail how rates are made. 

* * * 

John A. Stevenson, manager of the 
Penn Mutual’s home office avency, last 
Tuesday addressed in Philadelnhia a 
large gathering of Bell Telephone sales 
managers and salesmen. “The Strategy 
of Selling” was his swbject. 

ea. oe 

A. A. Klinko, publicity director of the 
Corroon & Reynolds fleet, attended the 
mid-winter meeting of the National As- 
sociation of Insurance Agents last week 
at Charlotte, N. 

ee oS 

Goodwin Beach, member of the Hart- 
ford investment firm of Goodwin Beach 
& Co., has been elected a director of 
the American Surety. He is also a di- 
rector of the New York Casualty and 
companies in the General Alliance group. 

 & ’ 

Herbert = rig general manager Com- 
mere‘al Union, has been paying a visit 
to this country. 





Buy Occidental Group 


The Transamerica Corporation, 
holding company for the Gianinni 
enterprises, has purchased the Oc- 
cidental Corporation, Occidental 
Life Insurance Co., and the Occi- 
dental Investment Co. Assets of 
the three companies approximate 
$25,000,000. 

The Occidental Life commenced 
business in August, 1906. The fol- 
lowing year it established an acci- 
dent department. Among the com- 
panies which it has reinsured are 
United Protective Life Association 
of Santa Ana, Cal.; Union Pacific 
Life, Vancouver, Wash.; Great 
Northern Life of Grand Forks, N. 
D.; State Life of Montana; West- 
ern Mutual Life of Los Angeles 
and the Yellowstone Mutual Life. 
It also purchased stock of the Ida- 
ho State Life. J. Burkhard is 
president. 
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Why Men Liked Fitzherbert 
One of the most popular men in the 
circle of Samuel Johnson, whose friends 
included Sir Joshua Reynolds, James 
Boswell, Oliver Goldsmith and David 
Garrick, was his friend Fitzherbert. He 
gave the following description of this 


gentleman which illustrate qualities 
which win just as wide popularitv today: 

“There was no sparkle, no brilliancy 
in Fitzherbert, but I never knew a man 
who was so generally acceptable. He 
made everybody quite easy, overpowered 
nobody by the superiority of his talents, 
made no man think worse of himself by 
being his rival, seemed always to listen, 
did not oblige you to hear much from 
him, and did not oppose what you said. 
Everybody liked him but he had no friend, 
as | understand the word; nobody with 
whom he exchanged intimate thoughts. 
He was an instance of the truth of the 
observation that a man will please more 
on the whole by negative qualities than 
by positive; by never offending, than by 
giving a great deal of delight. In the 
first place, men hate more steadily than 
they love; and if I have said something 
to hurt a man once I shall not get the 


better of this by saying many things to 


please him.” 
ek eee 
A Big Party 
One of the most enjoyable parties 
which has taken place after large pub- 
lic dinners in New York was that of 
James J. Hoey and Bennett H. Ellison 
at the Hotel Astor on the night of the 
dinner of the Friendly Sons of St. Pat- 
tick. Many of the leading men in the 
insurance business went to their suite 
after the dinner where they met leaders 
in the financial and political life of the 
city. 
* * * 


In the Clouds 


I suppose for some years yet people 
will be going up to the promenade of 
the Woolworth Building in New York 
believing that they are at the top of 
the skyscraper world, but there are sev- 
eral buildings in New York now which 
are considerably taller. The. other day 
I bought a ticket to the roof of the 
Chanin Building which is fifty-six sto- 
ties high and walked around getting 
good looks at Westchester County, Long 
Island, New Jersey and the islands of 
the harbor. I was 650 feet above the 
ground. . 

__It would have beén even more stirring 
if I had not seen across the street the 
Chrysler Tower rearing its head far 
above where I was standing. The sight 
of the Chrysler Tower dulled the bal- 
ance of my Chanin roof visit. I went 
down a few floors—to the fiftieth—and 
Visited the theatre. What does a sky- 
Scraper want with a theatre on the fif- 
tieth floor? some may ask. It has a 
full stage and motion picture equipment 
and is “available for board meetings, 
Salesmen’s conventions, general demon- 
Strations, etc.” Of course, it can’t be 


or large conventions because the ele- 
vators could not carry a great crowd. 

















Still, there is quite.a kick for out-of- 
towners in the thought of a meeting 
being held on the fiftieth floor of a 
building. 
eat Te 
How Offices in Big Buildings Are 
Rented 


The Chrysler Building is rapidly ap- 
proaching completion. It may interest 
the insurance fraternity to learn how 
offices are rented in the tallest office 
building in America, or in the world. 
The Chrysler Building has organized a 
force of brokers. About fifty field men 
are contacting prospective tenants and 
more than half of them devote their en- 
tire time to the one building. There is 
a popular assumption that because sales- 
men work on commission the agent of 
a large building is under no expense un- 
less a deal is closed. Fenimore C. 
Goode, vice-president of the company of 
real estate men renting the building, 
says: 

“This assumption would have been ap- 
proximately correct a few years ago, but 
it is certainly not true in the case of 
the Chrysler Building or any of the 
other large buildings which are being 
constructed today. As soon as the agent 
is appointed he establishes a branch of- 
fice at the building, complete in every 
detail. At the Chrysler Building office 
three men are engaged on salary for the 
sole purpose of showing office space to 
inquirers. Not only do we have a regu- 
lar stenographic force there but also two 
special stenographers trained in drawing 
leases. Four men are engaged exclu- 
sively on layout work so that the space 
in the building will be adapted to the 
tenant’s requirements in every detail be- 
fore he signs a ‘lease. 

“The work of our field men is highly 
organized to save their time and to pro- 
duce the most effective results. We have. 
the office building territory of New York 
divided into ten districts, seven of which 
are uptown and three downtown. The 
downtown district comprises the area 
which stretches north from the Battery 
to Chambers street. The uptown district 
is bounded on the south by Twenty- 
third street. It extends north to Fifty- 
ninth street and east and west from 
Third to Eighth avenue. Between the 
uptown and downtown districts lies the 
industrial territory, extending from 
Chambers to Twenty-third street. We 
have twenty men operating in the indus- 
trial territory alone and as many more 
in the office territory. Hundreds of old- 
established firms in this district have 
their offices and manufacturing plants 
or warehouses in the same building, after 
the custom of years ago. These estab- 
lishments provide a fertile field for the 
renting agent who combs the territory 
systematically. ‘ , 

“Many callers have had their entire 
organization located in that part of the 
city since Forty-second street was ‘’way 
up town,’ and the Grand Central zone 
was a combination residential district 
and rocky pasture ground for squatiers’ 
goats. They may see the need of keep- 


ing up with the times and having mid- 
town offices that are more accessible to 
the great majority of their clientele, but, 
like most of us, they are slow to take 
an important step of this kind without 
persuasion and some expert advice from 
the outside. This is where the renting 
agent’s specialized knowledge performs 
a real service.” 


* * * 


Moving Up From Financial 
District 

Near the Chrysler and the Chanin 
buildings is the new forty-five story Lef- 
court Colonial building which is at 295 
Madison avenue, at Forty-first street. A 
tabulation of those who have leased of- 
fice space shows thirty-eight public util- 
ity corporations, nineteen law firms, sev- 
enteen certified public accountants, four 
advertising agencies, one bank and trust 
company, one mortgage company and 
eleven miscellaneous enterprises. Sixty- 
three of the tenants are from the dis- 
trict south of Chambers street. The 
probability is that 90% of the concerns 
which are now locating in the Grand 
Central zone are moving up from the 
financial district. 


a ae 


How a Big Building Is Operated 


At the March meeting of the Building 
Managers’ and Owners’ Association of 
New York Clarence T. Coley, operating 
manager of the Equitable Building at 
120 Broadway, divided office building op- 
eration into five classifications: service 
to tenants, maintenance of structure and 
equipment, improvements and_ better- 
ments to counteract depreciation and ad- 
ministration collections, etc. Under the 
first heading he listed many services 
usually given to tenants, and also a large 
number of additional services such as 
banking, eating and shopping facilities, 
which are steadily increasing in large 
office buildings. 

Mr. Coley said that in the operation 
of the Equitable Building, three and 
two-tenths as much is spent for service 
as for structural maintenance of the 
building. Alterations for tenants cost 
from $2 to $3 a square foot, he said. He 
also gave the following figures based on 
ten years’ experience for the yearly cost 
for each square foot of rentable area of 
the following services: General expense, 
including fire prevention, general build- 
ing -repairs, painting, etc., 7.65 cents; 
boiler room, 13.53 cents; engine room, 
1.95 cents; pump room, .85 cents; light, 
.92 cents; ventilating, .22 cents; refrig- 
eration, 1.29 cents; plumbing, 1.11 cents; 
elevators, 11.23 cents; welfare, 1 cent; 
general service, 18.05 cents; manage- 
ment, 2.1 cents; service, 3.69 cents; total, 
63.5 cents. 


As against these expenses Mr. Coley 
listed the following credits: Sale of 
steam, sale of refrigeration, paper sold, 
services sold, welfare sales. 

In closing Mr. Coley said that he 
found the greatest help in the operation 
of any building is the subdivision of ev- 
ery operation into a very clean-cut item 
so that one can analyze the items by 
plotting curves, showing whether the 
trend of operating cost is up or down, 
together with a notation as to the rea- 
son for the trend. 


* * * 


A Warning Against Too General . 
Adoption of Trick Names 
and Symbols 


A discernible tendency in the insur- 
ance business is found in the growing 
adoption of trick names and group titles. 
Thus, we have “Aetna-Ize” and “Aetna- 
Izer,” “America Fore” and “The White 
Fireman,” with others looming up for 
use in the future. “Aetna-Ize” and 
“Aetna-Izer” mean to insure in the 
Aetna Life and Affiliated Companies or 
to designate the representative of those 
companies who sells the policies. “Am- 
erica Fore” is a blanket term covering 
the companies in the group headed by 
the Continental (Fire). “The White 


Fireman” is a term used in national ad- 
vertising by the Insurance Co. of North 
America as a symbol of fire protection 
engineering. 

Probably the success of these names 
and symbols to date is responsible for 
the fact that a number of companies are 
preparing to follow in the. footsteps of 
the Aetna Life, America Fore and In- 
surance Co. of North America, but there 
must be caution exercised that the pub- 
lic is not deluged with a flood of new 
names and titles as there is a danger 
that in their adoption the actual names 
of the companies in the individual groups 
will be sidetracked in the minds of the 
public. It is exceedingly difficult now 
to keep in the limelight the names of 
some of the smaller companies in very 
large groups. 

That the advertising value of estab- 
lished titles can be damaged if there 
are too many of them was illustrated 
in the case of the big American Piano 
Co., which recently got into a’ financial 
jam, one reason for which being that 
after getting control of some of the 
most valuable piano names in America, 
such as the Knabe, Chickering and Ma- 
son & Hamlin, it also started to feature 
the Ampico, a player-piano. When the 
American Piano Co. moved its ware- 
rooms into its new building in Fifth ave- 
nue the building was called Ampico Hall. 
There had been an old Chickering Hall 
on lower Fifth avenue several decades 
back, the Chickering being one of the 
country’s oldest pianos. There had also 
been in New York for many years Ma- 
son & Hamlin and Knabe_ individual 
stores. When they all went under one 
roof which was called Ampico Hall the 
three pianos were not featured as much 
as the new name, Ampico, with the re- 
sult that the titles were pretty well 
spread out and lost in advertising value. 


One of the oldest trade marks or sym- 
bols in the insurance business is the 
Stag of the Hartford and that company 
is showing good judgment in keeping 
that stag on letterheads and advertising. 
Another fine symbol is that of the Con- 
tinental soldier for the Continental In- 
surance Co. Of the newer companies, 
the Constitution Indemnity is using the 
frigate “Constitution” in many ways and 
a model is in the head office in Phila- 
delphia as well as on stationery. Prob- 
ably the best symbol of all and the most 
effective is the Rock of Gibraltar, used 
by The Prudential of Newark. 

Catch lines and slogans are all right 
in their way, but not if they lose more 
in the long run than they gain. 


* ok * 


The World’s Largest Organization of 
Salaried Safety Workers 


In their public relations nothing has 
been more outstanding in the insurance 
world than what the companies have 
spent for scientific prevention of fires 
and accidents. The amount would stag- 
ger the imaginations. The Travelers, for 
instance, has paid since organization for 
accident and fire prevention for benefit 
of policyholders $25,108,646. 

Along this line the Travelers says in 
its 1930 “Year Book”: 

“The figure of twenty-five million dol- 
lars expended for the prevention of ac- 
cidents for the benefit of policyhoftlers 
is impressive but only suggests, without 
really revealing, a true vision of the 
misery which has been avoided and the 
happiness preserved in the families of 
industrial workers. It fails also to dem- 
onstrate the monetary profits that have 
accrued to both owners and employes 
of industrial enterprises where the En- 
gineering and Inspection Division of the 
Travelers —the largest organization of 
salaried safety workers in the world— 
has analyzed the causes of accidents 
and put into effect practices which pre- 
vent injuries.” aor 


Will Enter Canada Shortly 


The Southern Surety will make appli- 
cation for admission to Canada within 
a few weeks. 
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Nat'l Board Opposes 
New Investment Bill 


WHEATLEY MEASURE DIVIDED 





One Bill Limits Investments to Not 
Over 25% of Combined Capital and 
Surplus in Other Insurance Cos. 





J. H. Doyle, general counsel of the 
National Board of Fire Underwriters, 
appeared before the Senate Insurance 
Committee late last week at a hearing 
on the Hewitt bills, (Senate Intro. Nos. 
812 and 813) amending the insurance 
laws so as to restrict radically the in- 
vestments of insurance companies other 
than life, and declared that any action 
taken by the New York state legislature 
in relation to investment of domestic 
companies, under court decision, would 
affect the investments of all companies 
doing business in New York state. 

Senator Charles J. Hewitt after hear- 
ing the objections to his bills and learn- 
ing that the insurance department had 
in the Wheatley bill, amending the in- 
surance law in relation to investment 
of capital and surplus, certain changes 
in the investment section which seem to 
meet present needs, stated that he would 
abandon his measures. 


Change Now Would Upset Companies 


Mr. Doyle declared that the insurance 
companies had adapted themselves to 
the New York law some years ago and 
that to make any radical change in the 
investment section at the present time 
would work hardship on a number of 
companies. As a result, Superintendent 
of Insurance Albert Conway decided to 
split the present Wheatley bill into two 
bills and two bills were prepared to 
meet the views of the conference which 
grew out of the hearing on the Hewitt 
bills. One bill will amend the insurance 
law in relation to investment of canital 
and surplus of domestic insurance cor- 
porations, other than life. This bill will 
add a new subdivision 3-a to section 16 
of the insurance law reading: 

“3-a—Not more than 10% of the in- 
vested assets of any domestic insurance 
corporation, other than life, may be in- 
vested in or loaned upon the security 
of any one institution, nor loaned upon 
the security of one piece or parcel of 
property, but this restriction shall not 
apply to the classes of securities speci- 
fied for the investment of minimum cap- 
ital, nor to investments in stocks of 
other insurance companies.” 

Subdivision 12 is amended by extend- 
ing from July 1, 1928, to 1933 or such 
further period as may be fixed by the 
superintendent of insurance the time for 
insurance corporations to dispose of pro- 
hibited securities with the clause added, 
“but this shall not be deemed to further 
extend any such extension previously 
granted.” 

The second bill into which the Wheat- 
ley bill (Intro. No, 1446, Print No. 1676) 
has been split is entitled “An act to 
amend the insurance law, in relation to 
investment of combined capital and sur- 
plus of domestic insurance corporations, 
other than life.” 

This bill amends subdivision 4 of sec- 
tion 16 by providing that “In case of a 
stock insurance corporation, other than 
life, it may invest not more than (50% 
of its surplus funds) 25% of its com- 
bined capital and surplus in the stock 
‘ of other insurance corporations.” 


Bill Opposed Vigorously 


This is the highly controversial amend- 
ment. It is the change that Mr. Doyle 
says will work havoc among a number 
of companies who now have investments 
made based on the present 50% basis of 
a large amount of surplus compared with 
a small amount of capital. In this re- 
spect, the superintendent of insurance 


National Ass’n Picks 
Dallas for Convention 


TO BE HELD WEEK OF OCT. 6 





Convention at Charlotte Also Adopts 
Five Resolutions On Important 
Subjects for Local Agents 





The National Association of Insurance 
Agents has selected Dallas, Tex., as the 
place for the annual convention which 
will be held during the week of Octo- 
ber 6. This was decided at the mid- 
year meeting of the association held 
last week at the Hotel Charlotte at Char- 
lotte, N. C. The convention there also 
adopted five resolutions; commending 
the companies refusing to reinsure the 
Church Properties Insurance Corp., con- 
demning the writing of bid bonds on 
contract work without a premium; urg- 
ing the inclusion of qualification, licens- 
ing and residence provisions in the pro- 
posed District of Columbia code now 
before Congress; rappin~ the practice 
of combining privately owned automo- 
biles into fictitious fleets for the sake 
of securing lower rates, and condemn- 
ing the grouping of mercantile estab- 
lishments without common ownership 
for the same purpose of obtaining re- 
duced fire rates. 

The last two of these resolutions were 
passed by the executive committee at 
its meeting in New York in January 
and their texts nublished then. The 
texts of the first three follow herewith: 


Church Properties Reinsurance 


“The National Association of Insur- 
ance Agents has pledged its allegiance 
to those companies which operate in ac- 
cordance with its principles. We com- 
mend those fire insurance companies 
which refused to lend their support to 
the Church Properties Insurance Cor- 
poration, and we appreciate their action. 








agreed that this might affect some com- 
panies to their disadvantage. 

It was argued by Mr. Doyle that this 
matter should not be touched this year 
at all and that no action should be tak- 
en until after it can be discussed in con- 
ference with the National Convention of 
Insurance Commissioners to determine 
just what companies would be affected 
in their investments by it and to what 
extent. The superintendent may, how- 
ever, have the bill introduced, but being 
an iridependent act, it lifts the contro- 
versial question out of the general bill 
to which other matters no objection was 
raised. This second measure also car- 
ries the same amendments to subdivi- 
sion 12 of section 16 of the insurance 
law as are contained in the bill adding 
the new subdivision 3-a and as now con- 
tained in the Wheatley bill (Senate In- 
tro. No. 1446, Print No. 1676) which will 
be abandoned. 


I recently had the opportunity of attending confer- 
ences of the Field-men of the Yorkshire Group of 
Companies. I find that your problems are theirs and 
that they are constantly and successfully proving 
the value of a real agency organization. These men 
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To those companies which withdrew 
their reinsurance the association also 
extends this expression of appreciation. 
In this character of co-operation lies 
the solution of most of the problems 
now confronting companies and agents.” 


Bid Bonds on Contracts 

“The National Association of Insur- 
ance Agents looks with disfavor upon 
a reported practice in the surety busi- 
ness which indicates that in some parts 
of the country what are known as bid 
bonds on contract work are executed 
without a premium. 

“We believe such a practice on the 
part of the agent so offering, or the 
company so permitting the practice is 
inimical to the best interests of the 
surety business. It should be _ discon- 
tinued. 

“Equally discreditable is the payment 
of a portion of the premium, by a com- 
pany or agent to curry favor or obtain 
preferment, to one not connected with 
the insurance business, but in a posi- 
tion to influence the placing of bonds. 
We call upon ethical companies and 
agents to recognize the seriousness of 
either or both of these practices and 
instantly to abolish them wherever they 


exist. 
District of Columbia Code 

“The American Bar Association’s code 
of Insurance Laws, proposed as a model 
for the several states, and now pending 
before Congress for the District of 
Columbia, omits any provisions for the 
qualification and licensing of agents, and 
resident agency laws. 

“The adoption of the code in its pres- 
ent form would undermine the essential 
principles to which the National Asso- 
ciation of Insurance Agents has devoted 
three decades of its existence, seriously 
injure the insuring public; take from 
the insurance commissioners of the sev- 
eral states all discretion and control in 
the licensing of agents, and destroy the 
American agency system. 

“We condemn the Code as submitted 
to Congress, and we commend the posi- 
tion and action of our secretary-counsel, 


(Continued on Page 34) 











J. A. KELSEY, General Agent 
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OTHER LIABILITIES 
NET SURPLUS” 
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Established 1879 


The Tokio Marine & Fire Ins. Co., Ltd. 





United States Fire Branch: 80 John Street, New York 
GEORGE Z. DAY, Ass’t General Agent 





U. S.—Statement December 31, 1929 


$12,994,064.64 
2,418,023.59 
820,712.59 
9,755,328.46 





MORE FRAUD INDICTMENTS 





Eisenstein, Greenberg and Others In- 
dicted by Federal Grand Jury in the 
Dachis Brothers Case 


The Federal grand jury in New York 
City late last week returned an indict- 
ment against Joseph Eisenstein, con- 
fessed arsonist; Hyman Lerner, Benja- 
min Greenberg and Jacob Dachis, charg- 
ing them with fraudulent use of the 
mails in filing fire insurance claims and 
with conspiracy to use the mails for 
that purpose. The grand jury also re- 
turned a superseding indictment to one 
returned last year naming Louis and 
Jacob Dachis, including Louis Klein, 
Morris Rosenthal, Meyer Felcher, 
Jeanne Schwartz, Greenberg, Eisenstein, 
“John Doe” and “Richard Roe.” All of 
these were indicted in connection with 
the fire at the fur shop of the Dachis 
brothers and the alleged fraudulent in- 
surance claims arising therefrom. 

Eisenstein is also under indictment by 
the New York county grand jury of the 
New York City Court for arson in con- 
nection with the alleged plot to burn 
furriers’ establishments for them for a 
price. 





HEADS NEWARK BOARD 


Walter R. Pruden Elected President; 
Other Officers and Members of 
Executive Committee 
The Newark Board of Fire Underwrit- 
ers held its annual meeting last Thurs- 
day at the Down Town Club in New- 
ark. Walter R. Pruden of Walter R. 
Pruden, Inc., was elected president. The 
other officers are: vice-president, Wil- 
liam S. Naulty of Joseph M. Byrne & 
Co.; secretary, Julius Klein of Rosen- 
thal & Klein; treasurer, Paul Poggen- 

burg of Feist & Feist. 

After the election the president an- 
nounced the following as members 0 
the executive committee: A. D. Reeve, 
chairman; Thomas C. Moffatt, Frank B. 
Heller, William S. Naulty, Paul Poggen- 
burg, Walter R. Pruden, Julius Klein 
and Joseph C. Thoms. 








NATIONAL GUARANTY SOLD 


Control of the National Guaranty Fire 
of Newark is reported to have passed to 
a holding company for the Prudential 
Casualty & Surety of St. Louis. The 
Marquette Eastern Finance Corporation 
is said to have purchased a controlling 
interest in_the stock of the National 
Guaranty Fire and is also negotiating 
for control of the casualty running mate, 
the Independent Bonding & Casualty. 
President William M. Baldwin of the 
Prudential Casualty & Surety has be- 
come secretary of the National Guaran- 
ty to succeed Joseph J. Shields. 





PEOPLES ENTERS ILLINOIS 


The Peoples Fire of Maryland has 
been licensed to do business in Illinois. 
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New Home Of Fire Association Companies 


The new building of the Fire Associa- 
tion in Philadelphia, which will also con- 
tain the head offices of the Reliance and 
Victory insurance companies and the 
Constitution Indemnity, is shown on this 
page. The entire building is to be oc- 
cupied by the Fire Association or affili- 
ated companies with the exception of 
the second, third and fourth floors which 
are to be leased. The Fire Association 
began business in 1817. 

The lower floor of the building is pure 
Grecian and the balance of the building 
is a modern adaptation of the Grecian. 
The architect is Ernest J. Matthewson 
who is also building the nearby new 
structure of the Penn Mutual Life In- 
surance Co. A portion of the new Fire 
Association building is to be occupied 
by April 10 and the entire building and 
the re-modeling of the present building 
at Fourth and Walnut streets will be 
finished by June 1. Among the con- 
struction changes are the carrying up 
of the present building to nine. floors. 
The new structure, by the way, will be 
called the Irvin Building, named in 
honor of E. C. Irvin, for so many years 
president of the company. 

Last Word in Engineering Devices 

As is fit in new structures housing in- 
surance companies the construction is 
the last word in engineering and fire- 
proof devices. 

On the fifteenth floor there will be 
an assembly room with a seating capa- 
city of 900. On the tenth floor will be a 
cafeteria and sun room. which will be 
built on the roof of the >resent building 
when the additional floors are added to 
it. Executive offices and board room 
will be on the twelfth and thirteenth 
floors. The entire panelling of the old 
board room has been removed into the 
new building. The first floor will.be par- 
ticularly impressive although simple in 
design and on this floor will be the local 
departments of the fire companies and 
the Constitution Indemnity. All the 
hallways and corridors in the new build- 
ing will be in Italian marble. The floors 
will also be of marble. 


How Company Started 


The Fire Association has one of the 
most interesting histories of any of the 
companies. Growing out of a volunteer 
fire department in Philadelphia it began 
with no other capital than what credit 
it could secure. The first office was in 
a house, later taking four other build- 
ings. The company started in 1817 when 
James Monroe was President of the 
United States and Philadelphia had a 
population of 114,000. In those days 
members of the volunteer fire depart- 
ments consisted of the leading people 
of the city, including lawyers, doctors 
and clergymen. An interesting descrip- 
tion of the organization of the Fire As- 
sociation was printed in a booklet upon 
the occasion of its hundredth anniver- 
sary, and reading in part: 

“Eleven engine and five hose compa- 
nies joined the Fire Association when it 
was organized in 1817. As early as 1736 
a movement was started by some of the 
volunteer companies to form a similar 
organization, and from that year until 
1799 corfventions were held by delegates 
from these companies. Though these 
meetings planted valuable seeds in the 
minds of those who attended them, no 
fruit of any individual or united efforts 
was borne until 1799, when the Resolu- 
tion Fire Company suggested that a Fire 
Association be formed, and that the du- 
ties of this organization be to regulate 
the proceedings at fires. Up to 1803 the 
hew association devoted itself to taking 
care of furniture and goods at fires, and 
two regulators sent by it located pumps 
and formed lines to convey buckets to 
the engines. It also assigned the fire- 
engines places where they might oper- 
ate most advantageously. Serious differ- 


Structure in Grecian Style Nearly Completed; Fire Associa- 
tion Was Started in 1817 by Volunteer Group Which 
Fought Fires; Its Interesting History; New Home Houses 
Reliance, Victory and Constitution Indemnity As Well 








New Philadelphia Building 











How Fire Association’s structure will look when completed 


ences arose between the firemen and 
hosemen, and after the formation of the 
Philadelphia Hose Company the Fire 
Association was practically abandoned, 
and a new organization formed in 1804, 
called the ‘Fire Hose Association.’ This 
organization, through many and varied 
vicissitudes, managed to struggle along 
until 1817, when the Fire Association of 
Philadelphia was formed. The capacity 
in which the new association was to 
serve differed radically from that of its 
predecessors, though it must be admitted 
that the former fire associations contrib- 


uted much to the new. They made a 
path for their successor to tread, and 
placed useful danger signals along the 
way. The Fire Association began with 
no capital, though the Property of the 
associated fire companies was pledged 
for the acts of thirteen trustees ‘for loss 
in excess of the capital stock of the as- 
sociation made the subject of special ex- 
emption.’ A provision was made that no 
dividends be paid to the associated com- 
panies until the capital stock amounted 
to $15,000. Members of the Association 
had the privilege of having their prop- 


erty insured at 5% less than any one 
else. 

“The first meeting of the Association 
was held on Monday, September 17, 
1817, at the house of Caleb Carmalt, on 
the corner of Third and Tammany 
streets. The house still stands, though 
the location is now known as Third and 
Buttonwood streets. At this first meet- 
ing were represented the Delaware, 
United States, Hand in Hand, Diligent, 
and Relief Fire Companies. ~ Michael 
Fox, president of the Diligent Engine 
Company, was elected chairman; Caleb 
Carmalt, secretary, and ‘ohn Ogden, sur- 
veyor. There may have been outlined 
at this meeting some of the objects of 
the Fire Association, and one of these 
objects proved to be the creating of a 
good-fellowship between the fire compa- 
nies, composed entirely of volunteer fire- 
men. Later, when the insurance idea 
was presented to the thirteen trustees, 
it was voted that, since these volunteer 
fire companies were not paid, whatever 
profits might arise from the underwrit- 
ing of fire risks should belong to them. 
A fire-mark was adopted, representing a 
fire-plug with a section of hose attached 
to it, and with the letters F. A. on each 
side of the plug. Let the seeker after 
the quaint walk through any part of old 
Philadelphia today, and he will see this 
ancient fire-mark on many of the old 
buildings.” 

Incorporates 

The Fire Association extended its 
business to underwriting and served as 
a mediator between the engine and hose 
companies belonging to it. For a time 
it had difficulty in getting its charter, 
but eventually was successful under the 
corporate name of “The Trustees of the 
Fire Association of Philadelphia.” 
Among other powers the new corpora- 
tion had that of appointing officers who 
were to give their services free of 
charge, insuring houses from loss or 
damage by fire. 

The first year the new company wrote 
ten policies. In 1820 when its charter 
was obtained it wrote thirty-seven. By 
1832-it had taken 4,357 risks, and had 
paid more than $5,000 in losses. From 
year to year new engine and hose com- 
panies were admitted to membership, at 
first the membership being free. Later 
cost of joining increased to $7,500 

The thirteenth anniversary of the Fire 
Association was marked by two events: 
its reincorporation and a grand parade. 
The parade was of the firemen of the 
city as part of the centennial of Wash- 
ington’s birth. One object of the incor- 
poration was to release the trustees from 
any individual liability. 

The Philadelphia Fire 


In 1850 came one of the principal 
events in its early history. This was 
when the company paid in losses of the 
great Philadelphia fire its entire surplus 
fund. In this fire 367 buildings were 
destroyed. The Fire Association’s losses 
were $100,000 and they were promptly 
met. After the fire the assets of the 
company were down to $537,589. At the 
close of the year 1860 they had grown 
to $700,400, and by the following Janu- 
ary the company was able to pay a 
dividend to the forty-seven fire compa- 
nies belonging to the Association. By 
1867 the capital amounted to more than 
$1,000,000 and that year a dividend of 
$400 each to the fire companies belong- 
ing to the Association was declared. 

On the disbandment of the Volunteer 
Fire Department of Philadelphia the 
Fire Association voted to deliver to each 
of these companies its shares in the 
assets of the association. A charter was 
obtained from the legislature and ap- 
proved in May, 1871, converting the Fire 
Association into a joint stock company, 
with a capital of $500,000, divided into 


(Continued on Page 30) 
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argument 
in 1930 


“Etna Protection 
reaches from Coast- 
to-Coast through 


20,000 Agents” 7 
In every advertisement 


“See the Aitna-izer In Your Community— 
He is a man worth knowing”’ 


Aitna Casualty & Surety Company Automobile Insurance Company 
fEtna Life Insurance Company Standard Fire Insurance Company 
of Hartford, Connecticut 
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One Hundred and 
Twenty-five Million 


Atna Sales 
Messages in 1930 





Twelve leading magazines 
— over ten million copies 
per issue. 


This tremendous advertising cam- 
paign will be working for YOU, 
advertising YOUR brand of pro- 
tection, making YOUR AGENCY 
better and better known IF YOU 
REPRESENT THE AATNA. 





Page 24 


March 28, 1930 





Conway Permits I.U.B. 
Policies in New York 


HELD AS NOT DISCRIMINATORY 


Companies Convince Insurance Dep't 
That Forms Are Legal and Ethical; 
Not Allowed in N. Y. C. Yet 


The Interstate Underwriters’ Board 
‘late last week received the approval of 
Insurance Superintendent Albert. Con- 
way on behalf of the New York State 
Insurance Department to write multiple 
location policies in this state outside of 
the New York metropolitan district. Su- 
perintendent Conway stated that after 
long deliberation and study the insur- 
ance department found that the I.U.B. 
plan of operation is based upon the the- 
ory that “standardized care, manage- 
ment, accounting and distribution of lia- 
bility” justify deviations from the stand- 
ard fire rates on stocks of merchandise. 
The insurance contracts written through 
the I.U.B. all cover five or more loca- 
tions. 

“The plan provides for the writing of 
fire insurance policies covering five or 
more locations,” said Superintendent 
Conway, “on a reporting form, and al- 
lows reductions in rate for standardized 
care, management, accounting and distri- 
bution of liability. The plan which will 
be operated by the New York Fire In- 
surance Rating Organization in co-op- 
eration with the Interstate Underwrit- 
ers’ Board has been filed for the Syra- 
cuse, Buffalo and suburban divisions of 
the rating organization. 

“It is expected, however, that a simi- 
lar filing will be made by the New York 
City division of the rating organization 

at an early date. Bhe plan undoubted- 
ly supplies a current need in the fire 
insurance business and will enable it to 
keep abreast of the current demands of 
modern business.” 

Not a Rate-Cutting Subterfuge 


Even since the I.U.B. started to func- 
tion last summer as a means for han- 
dling the fluctuating values of stocks of 
merchandise in multiple locations it has 
been barred from writing these covers 
in New York state and also a few other 
states where local statutes definitely for- 
bid them. In this state the I.U.B. had 
to convince the insurance department 
that the policies are not discriminatory 
nor subterfuges for rate-cutting. As a 
matter of fact the multiple location poli- 
cies sometimes involve slight increases 
in rates. 

Those who negotiated with the New 
York State Insurance Department on 
behalf of the I.U.B. forms demonstrated 
that the rates which govern these poli- 
cies are filed under separate classifica- 
tions and are not violations of rates now 
filed for specific policies on single loca- 
tions. As a result of the statement of 
Superintendent Conway the fire compa- 
nies which are members of the I.U.B. 
can now write these up-to-date elastic 
forms in all parts of this state except 
the territory governed by the New York 
Fire Insurance Exchange. The approv- 
al of the Exchange is expected when the 
current trouble with regard to New York 
City conditions is eradicated. 

The I.U.B. plan has met with splen- 
did success during the more than eight 
months in which it has been operative. 
Because it meets the requirements of 
wholesale fire insurance and particular- 
ly on multiple location risks where val- 
ues of stocks are constantly fluctuating 
it has eliminated many policy and rate 
violations which had been resorted to 
previously as the only means of giving 
the protection that many large assureds 
demanded. 

Rate-cutting under I.U.B. policies is 
not countenanced and the whole idea it- 
self calls for stability of rates and con- 
ditions rather than a legal means for 
lowering fire insurance rates. Where 
rate reductions are made, they are the 
direct result of co-operation on the part 
of assureds in reducing fire hazards and 
in providing such sizeable policies that 
the insurance companies’ expenses of 


handling the business is reduced con- 
siderably. 


Statement by J. R. Dumont 


Manager John R. Dumont of the In- 
terstate Underwriters Board, in sending 
out a notice to members of the action 
taken by Superintendent Conway, says: 

“We are pleased to announce that 
Superintendent Albert Conway of the 
Insurance Department of the State of 
New York has approved the I. U. B. 
forms and methods of operation for five 
or more locations for the state of New 
York excluding New York City. 

“As stated by Superintendent Conway, 
it is hoped that similar filin~ will be 


made for New York City division within . 


a reasonably short time but until such 
time, our members are cautioned not to 
violate the rules of the New York Fire 
Insurance Exchange. 

“The approval by the Insurance De- 
partment makes the I. U. B. rules an 
adopted rule of the New York Fire In- 
surance Rating Organization for the en- 
tire state except New York City and 
assures the co-operation of the New 
York Fire Insurance Rating Organiza- 
tion and the insurance department in the 
enforcement of these rules. 

“Hereafter, I. U. B. advisory rates will 
be computed including New York state 
except New York City.” 





INSURANCE STOCKS ACTIVE 


Stimulated by Low Interest Rates, New 
York and Hartford Markets Reflect 
Demand 

The lower interest rates following the 
reduction of the Federal Reserve redis- 
count rate of 314% has had a very stim- 
ulating effect on insurance stocks, ac- 
cording to J. K. Rice, Jr., & Co, New 

York investment house. A brisk de- 
mand developed last week for insurance 
stocks felt in many issues, notably, 
Great American, Hanover Fire, Home 
Insurance, Providence-Washington and 
all of the Hartford stocks, including 
Hartford Fire, Aetna (Fire) and Na- 
tional Fire. 

That prospects for an extended period 
of cheap money are favorable is indi- 
cated by a further lowering of the Bank 
of England rate from 4% to 3%% on 
Tuesday last. This should have a good 
effect on the bond market here, which 
is expected to benefit the insurance com- 
panies because of their large bond hold- 
ings. 





FREDERICK S. KIMBALL DIES 


Frederick S. Kimball, former member 
of the Hartford office of the Insurance 
Co. of North America, died at Beacon, 
N. Y., last Friday. He had been with 
the company for thirty-four years, re- 
tiring in 1925. He was born in Hart- 
ford on July 29, 1869, and was gradu- 
ated from Yale in 1891. He then joined 
the North America. Mr. Kimball was 
a member of several golf clubs in Con- 
necticut and of the Yale Club in New 
York. He is survived by his widow, a 
daughter and brother. 





RHODE ISLAND AGENTS MEET 


The thirtieth annual meeting and ban- 
quet of the Rhode Island Association 
of Insurance Agents was held Tuesday 
evening at the Turks Head Club in 
Providence. The speakers included 
Charles C. Hewitt, vice-president of the 
National Fire of Hartford; Lee R. Ross, 
secretary of the Phoenix of Hartford, 
and George R. Wellington, chief clerk 
of the Rhode Island State Board of 
Public Roads. 





NATIONAL BOARD MEETINGS 


The National Board of Fire Under- 
writers committee on arson held a meet- 
ing on Tuesday of this week. The com- 
mittee on fire prevention met Wednes- 
day and the executive committee and 
the committee on the Fire Companies’ 
Adjustment Bureau were in session yes- 
terday. 





Peoples National Fire Insurance Co. 
of Delaware 


Incorporated—1908 Capital—$1,000,000.00 
Home Office - 1071 Sixth Avenue, New York City 


A Splendid Agency Company 


—writes— 


Explosion 

Tourist Baggage 
Parcel Post 
Windstorm 

Rent & Rental Values 


Riot & Civil Commotion 

Registered Mail 

Tornado 

Aircraft Property 
Damage 


Fire 

Sprinkler Leakage 
Use and Occupancy 
Inland Marine 
Automobile 


Losses paid since organization—$12,000,000.00 




















NEWARK FIRE INSURANCE COMPANY 
Newark, N. J. 


Incorporated 1811 
A Company with a continuous. 
and unblemished record of over 
a Century in protecting the 
interests of policyholders and 
agents. 


Agents Wanted Where Not 
Represented 
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National Fire Insurance Company 
OF HARTFORD, CONN. 


Statement, January 1, 1930 


26,380,239.11 
F. D. Layton, President S. T. Maxwell, Vice-President 
enol ne 
R. M. Anderson, G. F. Cowee, C. C. Hewitt, C. L. Miller, C. B. Roulet 
F. Seymour, Secretary and Treasurer 
Secretaries 
R. C. Alton, L. C. Breed, H. B. Collamore 
ssistant Secretaries 
W. C. Browne, W. W. Corry, W. H. Hinsdale, W. O. Minter, S. W. Prince 





Fire Reinsurance ‘Treaties 


Baltica Insurance Co., Ltd. (Denmark) 
Eagle Fire Insurance Company (New Jersey) 


Franklin W. Fort Thomas B. Donaldson 


18 Washington Place, Newark, N. J. 
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N. Y. Fire Companies 
Invest 55% In Stocks 


CONWAY ISSUES HIS REPORT 





Says Small Loss Increase in 1929 is Not 
Viewed With Alarm; Sees Check 
on New Public Financing 





The trend of fire insurance company 
investments toward stocks in preference 
to bonds is seen in the report of Insur- 
ance Superintendent Albert Conway to 
the state legislature on Monday. He 
says that at the close of 1928 the New 
York stock fire companies had 55% of 
their investments in stocks as against 
39% in bonds. The New York mutuals 
had 45% of their investments in stocks 
as against 31% in bonds. Naturally the 
stock market decline affected these com- 
panies and it seems possible, according 
to Superintendent Conway that for the 
first time in six years the investment 
accounts of these companies may show 
paper losses on the whole. 

“Fire losses will probably show an in- 
crease over 1928 and 1927,” 
intendent says. “Those were exception- 
ally favorable years and for that reason 
the increase of approximately 10% for 
1929 need not be viewed with alarm. 

“As far as net results for the year are 
concerned, it is generally expected that 
those companies whose investments were 
largely in bonds may show surplus 
slightly in excess of last year’s; that 
those companies which specialized in 
stock investments, and particularly com- 
mon stocks, will show moderate de- 
creases in surpluses; but that there may 
be several instances where relatively 
large decreases will be shown because of 
the shrinkage of stock values. 

“These large decreases, however, are 
expected to be in the larger companies 
and will not be of such relative propor- 
tions as to even approximately imperil 
their solvency. 


Company Promotions Receive Setback 
“The trend toward wider public owner- 


the Super- 


ship of fire insurance company stocks has 
probably received a set-back. ‘Phere 
were only nine new stock fire insurance 
companies organized in New York in 
1929 as against sixteen in 1928 and, as 
a matter of fact, there was only one new 
fire company organized in the last half 
of 1929. Only two of the new companies 
were publicly financed. The nine new 
companies had an organization combined 
capital of $5,350,000 and combined surplus 
of $8,250,000. 

“There has also been a halt in the 
evolution of large groups, but it may be 
only temporary and a direct result of 
unsettled conditions in the _ security 
markets. In the early part of 1929 there 
were several country-wide combinations 
of life, casualty and fire insurance com- 
panies and all indications pointed toward 
a period of greater expansion along these 
lines with the help of large banking 
organizations. However, as_ already 
stated, there has been no evidence of any 
such operations in the latter part of the 
year.” 





EDWIN QUACKENBUSH DIES 


Edwin Quackenbush, assistant man- 
ager of the Buffalo office of the Gen- 
eral Adjustment Bureau, died suddenly 
last Friday at the age of sixty-five years. 
He had returned to his post not long 
before following a leave of absence of 
two months on account of illness. He 
was well-known in New York and New 
Jersey fire insurance’ circles, having 
been a special agent in New Jersey for 
several years. He was also a special 
for the Continental in western New 
York state before joining the adjust- 
ment bureau seventeen years ago. 





REVOKE BROKER’S LICENSE 

The broker’s license of Gladys H. 
Fieldsa, Freeport, N. Y., has been re- 
voked by the New York Insurance De- 
partment. Miss Fieldsa was at one time 
associated with Laurence F. Jones, 
whose license was revoked February 1. 


Netherland Adds 
Five Cos. to Group 


TEN UNITS NOW IN THE FLEET 


Well Established Dutch East Indian 
Companies Latest to Be Acquired 
for the Group 


The Netherlands of 1845 has taken 
over five well established Dutch East In- 
dian insurance companies writing chiefly 
fire and marine busines in Southeastern 
Asia. The Netherlands has been work- 
ing in the United States since 1913 and 
now has headquarters in Hartford with 
the Caledonian group under the man- 
agement of Robert R. Clark. 

The companies taken over are the 
Nederlandsch Indische and Koloniale 
groups of Batavia, Dutch East Indies, 
consisting of the following companies: 
Nederlandsch-Indische Zee en Brand 
Assurantie Maatschappij; Tweede Ne- 
derlandsch-Indische Zee; Koloniale Zee 
en Brand Assurantie; Tweede Koloniale 
Zee en Brand Assurantie, and De Oos- 
terling, Zee en Brand. 

‘The Netherlands has offered share- 
holders of these companies to take over 
their stocks and the majority has agreed. 
The business of these companies chiefly 
working in the Dutch East Indies will 
be continued without material changes 
for the time being at least. The fleet of 
the Netherlands now consists of the 
following companies in addition to the 
five above mentioned: The Netherlands 
of 1845; Netherlands of 1845 Life; Fa- 
tum, Labor and Verzekering Maats- 
chappij (Consequential Loss Ins. Co.), 
the Binnenlandsche Vaart Risico So- 
cieteit. 

The assets of the companies are 56,- 
000,000 Dutch guilders and the premium 
income 20,000,000 guilders. 


BECOMES MEMBER OF P. F. U. A. 

The Bankers & Merchants Fire of 
Jackson, Miss., has been elected a mem- 
ber of the Philadelphia F. U. A. 








TO APPEAL MALLICK CASE 





Sun Will Attempt to Upset Judgment 
for $75,080 on Loss of Seven Books 
of Moses 
The Sun Insurance Office is going to 
appeal the recent decision of Judge Sam- 
uel K. Dennis in the Superior Court at 
Baltimore, Md., giving judgment for $75,- 
000 in favor of Abram Mallick for the 
loss of the “Seven Books of Moses,” 
which were insured under a fine arts 
all-risks policy. This has been a most 
interesting court case and has attracted 
much attention. The assured was award- 
ed a judgment a few weeks aco. Details 
of the case appeared in the March 7 

issue of The Eastern Underwriter. 





EX-FIELDMEN’S MEETING 





Nearly 100 Make Merry at Annual Din- 
ner in Brooklyn; Thomas E. Galla- 
gher Unable to Attend 

Close to 100 former special agents in 
New York state attended the ninth an- 
nual dinner of the New York Ex-Field- 
men’s Society which was held last 


Thursday evening at the Crescent Ath- 
letic Club in Brooklyn, with Richard S. 
Kissam of the Travelers Fire as toast- 
master. H. S. WVissher of Rochester, 
special agent of the Royal, and John 
Gordon of Syracuse, special agent of the 
Continental, were guests of the society. 

Thomas E. Gallagher of Chicago, for- 
mer Western general agent of the Aetna, 
and for years a regular attendant at 
these dinners, was unable to attend. He 
sent his regrets, saying he did not think 
it advisable to make the long trip to 
New York. Those who did attend this 
gay function of the former fieldmen had 
a thoroughly enjoyable time. Cares of 
the present day were scattered to the 
winds for the night. Harry Barley, 
chairman of the entertainment commit- 
tee, presented his regular crackajack 
program. 





EVERETT W. NOURSE 
United States Manager 





1720 


Tested By the Fires of Two Centuries 





United States Branch © 


No. 150 William Street 


TWO HUNDRED AND TEN YEARS 
WITH AGENT, POLICYHOLDER AND COMPETITOR 
FULL FACILITIES TO ALL AGENTS—NO OVERHEAD WRITING 


AFFILIATED COMPANY: 


The Manhattan Hire and Marine Insurance Co. 








Tue Lonpon ASsSuRANCE CORPORATION 


New York 


TRADITION ~+ PERMANANCE ,~ CHARACTER +» STRENGTH ' 


OF HONORABLE DEALING 


CHRIS. D. SHEFFE 


Assistant Manager 
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O’Keeffe and Blitz Of 
Ft. Wayne Merge Offices 


AGENCIES LONG ESTABLISHED 





D. J. O’Keeffe Once President of Indi- 
ana Agents’ Association; M. J. Blitz 
A Founder of Lincoln National 





An interesting merger in Fort Wayne, 
Ind., has to do with two agencies which 
are known throughout the country, as 


the men at the head of the agencies 
have been prominent for some years. 
They are the offices of M. J. Blitz and 


Max Blitz almost forty years ago. It 
has represented the Preferred Accident 
for thirty-five years and has grown to 
be one of the largest in its~ section of 
Indiana. Mr. Blitz is a director and was 
one of the organizers of the Lincoln 
National Life. He is also,a director of 
the Citizens’ Trust Co. and for three 
years has been president of the Fort 
Wayne Insurance Club. 

The head of the O’Keeffe agency is 
D. J. O’Keeffe, who has been president 
of the Fort Wayne Insurance Club, 
president of the Indiana Association of 
Insurance Agents and vice-president of 
the National Association of Insurance 
Agents. The office does among other 





DANIEL 


J. OOKEEFFE 


O’Keeffe & Co. The name of the merged 


agency will be Blitz & O’Keeffe, Inc. 
It will occupy offices in the First and 
Tri-State building, that city. 

The Blitz agency was organized by 


M. J: BLITZ 
things a considerable aviation insurance 
business. It was organized thirty-two 


years ago by William Leedy who died 
several years ago, and was known as 
Leedy & O'Keeffe. 








ROYAL EXCHANGE M’G’R 


Charles S. Malcolm Succeeds Alexander 
MacDonald as Head of the 
Fleet Throughout Canada 
Charles Stewart Malcolm, manager for 
Canada of the Motor 
made manager for 


Union, has been 
Canada also of the 
Royal Exchange and its other affiliated 
companies, Alexander Mac- 
Donald who is transferred to the head 
Mr. 


succeeding 


office in London as joint secretary. 
MacDonald came over to Canada from 
the head office in 1927 to succeed A. 
Barry and has had his headquarters at 
Montreal. Mr. Malcoim became 
ager of the Motor Union for 
with headquarters at. Toronto, 
four years ago and before the Royal 
Exchange secured control of the Motor 
Union. 


man- 
Canada, 
about 


Other companies in the group 
include the Car & General, Federated 
British, Local Government, National 
Provincial and the State. 


BROOKLYN AGENTS’ ASS’N 

Following the example set by their 
confreres in Manhattan, a number of fire 
local agents in Brooklyn have formed an 
organization called the Brooklyn Fire 
Insurance Agents’ Association. At the 
initial meeting last week Mortimer H. 
Gaubert of Gaubert & Irwin, Inc., was 
elected president. C. H. Bainbridge of 
the C. H. Bainbridge Corporation, is 
vice- president, Stanley J. Corsa of An- 
drew J. Corsa & Son is treasurer and 
Frederick Stussy, Jr., of Stussy Bros., 
secretary. Membership in the associa- 
tion is limited to agents having their 
main offices in Brooklyn. Twenty-eight 
of the well-known Brooklyn offices have 
already joined the association. 


N. B. & M. DETROIT OFFICE 





Wayne County Department Expanded 
to Include Several Other Counties; 
P. J. Moriarty Is Manager 
The North British & Mercantile and 
affiliated companies are expanding their 
Wayne county department on April 1 
into a Detroit metropolitan department 
with jurisdiction over Wayne, Oakland, 
Macomb, St. Clair, Washtenaw and 
Monroe counties, The headquarters will 

be at 607 Shelby street, Detroit. 

This new department will be under 
the jurisdiction of Manager P. J. Mori- 
arty and Assistant Manager E. F. Cun- 
ningham. These two have hitherto been 
in charge of the Wayne county depart- 
ment. State Agent C. A. Dafoe will 
continue in charge of field work and the 
services of Sprinkler Engineer A. G. 
Barker and Schedule Engineer L. N. 
Bowen will be available to agents in all 
the territory of the department. The 
underwriting and loss reports will be 
handled at the Detroit office. 





DEATH OF F. J. L. HARRISON 


F. J. L. Harrison of Winnipeg, Mani- 
toba, branch manager for the North 
British & Mercantile and the Railway 
Passengers’ Assurance,.and_ vice-presi- 
dent of the Occidental Fire of Mon- 
treal, died recently. He was fifty-two 
years of age. He was at one time sec- 
retary of the Western Canada Fire Un- 
derwriters’ Association. 





MOVING OFFICES TO MONTREAL 

A. H. Johnstone, Canadian manager for 
the Boloise Fire of Switzerland and of 
the Germanic Fire of New York, is mov- 
ing the head Canadian offices ‘of. these 


companies from Vancouver to Montreal. 
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INTENSIVE INSURANCE COURSE 





Insurance Company of North America 
Giving Six-Month Course at Home 
Office 
A comprehensive course covering the 
fundamentals of fire, marine and casu- 
alty insurance is being given by the 
Insurance Co. of North America in the 
home office in Philadelphia. Percy W. 
Clark, assistant secretary and education- 
al director of the company, is conduct- 
ing the classes, and lectures are also 
given by prominent insurance men of 

Philadelphia. 

The course, which was started March 
10, will cover a six-month period. Class- 
es are held Mondays to Fridays from 
9:30 to 4, and Saturdays 9:30 to 12. In- 
tensive instruction is given covering a 
conception of the insurance business in 
all its branches except life. 

The class is composed of both pres- 


“from the course. 


ent company employes and others who 
will join the company upon graduation 
Many college gradu- 
ates are taking this course which is the 
most intensive that the company has 
ever undertaken. 





RULES FOR HIGH GRADE RISKS 

Manager Harold M. Hess of the New 
York Fire Insurance Exchange on Tues- 
day announced the general rules, clauses 
and forms for high grade risks under 
the amendment of the general rules of 
the Exchange adopted in December. 
This amendment provides that risks of 
such degree of hazard or protection as 
to merit and have promulgated therefor 
a blanket building and contents rate for 
three years of 25 cents or less are re- 
garded as superior to those for which 
the general rules are framed. The new 
rules state that quarterly inspections of 
such risks are required. 








reat American 
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New Pork 
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One Liberty Street, 
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WESTERN DEPARTMENT, 310 S. Michigan Avenue, CHICAGO, ILLINOIS 
PACIFIC DEPARTMENT, 233 Sansome Street, SAN FRANCISCO, CALIFORNIA 


POLICIES ISSUED TO COVER 
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Rochester American Insurance Co. 
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Owners and enants are often held liahle for 


accidents which happen on or about their premises. 


An Owners and Senants Liability ‘ 
policy will protect them from loss. a 
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U. S. Gov’t Will Test 
Sprinkler Efficiency 
In Airplane Hangars 


APRIL 22-30 IN WASHINGTON 





Hangar Specially Constructed by Bureau 
of Standards; to Use Army and 
Navy Planes 





Further tests of the efficiency of au- 
tomatic sprinklers to control fires in 
airplane hangars will be conducted in a 
specially constructed hangar at the Bu- 
reau of Standards in Washington, D. C., 
from April 22 to 30. The major events 
will be scheduled for the last two days, 
Tuesday and Wednesday, April 29 and 30. 

These tests will be under the direc- 
tion of the Fact-Finding Committee on 
Automatic Sprinklers in Airnlane Han- 
gars, appointed by W. P. MacCracken, 
Jr., assistant secretary of commerce for 
aeronautics. The chairman of this com- 
mittee is Harry H. Blee, director of 
aeronautical development of the aero- 
nautics branch of the United States De- 
partment of Commerce. Included on 
this committee are H. E. Newell, engi- 
neer of the National Board of Fire Un- 
derwriters, and R. W. Hendricks, engi- 
neer of the Underwriters’ Laboratories. 

These tests were conceived about a 
year ago and were scheduled to be con- 
ducted at the Middletown, Pa., air de- 
pot of the U. S. Army Air Corps dur- 
ing September of last year but were not 
carried out because*the Judge Advocate 
General disapproved of leasing a hangar 
for the purpose. 


Dimensions of Test Hangar 


When the original plans were arrested 
other arrangements had to be made for 
a test hangar which were consummated 
by Chairman Blee with the aid of the 
national committee on wood utilization 
of the U. S. Department of Commerce, 
and, in consequence, there has been 
erected on the premises of the U. S. 
Bureau of Standards as a test hangar 
a one-story building, all wood, ordinary 
construction, 65x80 feet in area, with 
a curved roof on three bow-string wood- 
en trusses—18 to 27 feet from floor (of 
concrete) to bottom and top of trusses. 
Three sides of the hangar are closed, 
except for ordinary windows, and the 
front covered by doors which are to be 
kept open during the tests. 

The hangar has been equipped with 
an automatic sprinkler system under the 
direction of the committee on automatic 
sprinklers in airports of the National 
Automatic Sprinkler Association. The 
system-has been so designed and con- 
structed as to permit of the testing of 
the generally recognized methods of ap- 
plying the principle of the automatic 
issue of water in fire control, namely, 
the standard wet-pipe and dry-pipe au- 
tomatic sprinkler systems, and the open- 
head system with both overhead and 
floor sprinklers, and the water supply 
controlled by an automatic valve actu- 
ated by an auxiliary thermostat system. 


In the tests a number of different makes 
of approved automatic sprinklers will be 
used. 

The water supply is from a 50,000 gal- 
lon hemispherical bottom steel tank on 
a 75-foot trestle and connected through 
an 8-inch pipe underground with the 
valve-header outside the hangar. This 
pipe also connects with a 12-inch street 
main. Though the static pressure is 42 
pounds this is at the end of a long 
stretch of pipe fed one way and even 
a moderate flow of water reduces the 
effective head materially. 

In the 8-inch pipe there is a two-way 
fire department connection through 
which fire department pumpers may fill 
the tank or pump into the sprinkler 
system if necessary, draughting from a 
street hydrant conveniently located. 


Hoagland Comments on Experiments 


“The fundamental purpose of the 
tests,” says Ira G. Hoagland, secretary 
of the Sprinkler Association, “is to de- 
termine the practicability of applying 
the principle of automatic issue of water 
from sprinkler systems to control fires 
in airplane hangars. This purpose was 
born of the opposition to an area limi- 
tation of 10,000 square feet in hangars 
not sprinklered as proposed by the fire 
underwriters. The opponents contended 
that automatic water control of fire in 
airplane hangars would be imoractical 
because of the gasoline hazard. 

“Since the fire underwriters were 
strongly of an opposite opinion about 
the effectiveness of automatic control of 
fire it was decided that the facts should 
be determined by tests approximating 
actual conditions of fires in airplane 
hangars. The fact-finding committee 
was appointed and the National Auto- 
matic Sprinkler Association invited to 
participate in the tests and show what 
is the state of the art of applying the 
principle of automatic issue of water to 
fire control in airplane hangars, by 
means now generally recognized by es- 
tablished authorities. 

“Nearly a score of airplanes to be 
used in the tests have been contributed 
by the Army Air Corps and the Navy 
Bureau of Aeronautics. Except for pow- 
er plants and instruments they will be 
complete planes. 

“The test program is so comprehen- 
sive that there will not be much left 
to conjecture or speculation after the 
tests. The relative merits of the dif- 
ferent methods of applying the principle 
of automatic issue of water to fire con- 
trol will be determined beyond any 
doubt. Fires will be started in various 
ways in and under different parts of 
planes, singly and in groups. Evervthing 
possible will be done to closely approxi- 
mate conditions actually obtaining in 
airplane hangars.” 





UNDERWRITERS’ PROTECTIVE 


The annual meeting of the Underwrit- 
ers’ Protective Association of Newark, 
which controls the Salvage Corps of that 
city, will be held in May, at which time 
the officers for the ensuing year will 
be elected. 
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Fire Rates Reduced in 
1929 Conway Reports 


POLICY FORMS ARE BROADENED 








Extension of Protection Limits and Re- 
moval of Many Exposure Surcharges 
Aided in Lowering Rates 





Rate reductions and extensions of 
forms featured the changes made in fire 
rates and coverages last year in this 
state, according to the report submitted 


by Superintendent Albert Conway to the 
legislature at Albany on. Monday. He 
mentioned the lowering of rates in parts 
of Queens county and the Bronx and 
elsewhere also through broadening of 
policy forms and removal of exposure 
surcharges on many risks. On the sub- 
ject of the present trend in fire rates 
Superintendent Conway said: 

“As a result of several hearings held 
before me, rate reductions were obtained 
for fire insurance on dwellings located 
in certain sections of Queens county. 
These reductions were granted by rea- 
son of the fact that surveys conducted 
by the Rating Organization and the 
members of this Department indicated 
an improvement in the accessibility of 
these areas. The areas affected had 
been charged considerably more than 
the normal rate, by reason of the exist- 
ence of elements which were alleged to 
— a potential conflagration haz- 
ard. 

“During 1929 a series of complaints 
were received from residents of Albany, 
Buffalo, Syracuse and Utica with refer- 
ence to the inadequacy of existing. pol- 
icy forms to properly meet the require- 
ments of certain classes of assureds 
whose properties presented a low fire 
hazard condition. As a result of the 
Department’s interest broader forms of 
insurance protection were made avail- 
able. 

“As a result of a complaint filed with 
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this Department, the protection limits 
which had heretofore consisted of a two 
mile zone surrounding motorized fire 
departments, was extended to a three 
mile zone, thus affording a substantial 
reduction in fire insurance rates to those 
assureds within the new area affected. 


“In establishing fire insurance rates 
in the past it has been the practice to 
increase the rate on any risk exposed 
to the hazard of fire spreading from 
another risk of higher potential haz- 
ard. The extent of this exposure charge 
was a percentage of the rate of the 
exposing risk with the final rate of the 
exposed risk not less than a certain 
higher percentage of the rate of the ex- 
posed risk, depending upon the distance 
between them. As a result of complaints 
made to this Department and criticisms 
by the Department of the methods em- 
ployed, the latter basis for computing 
exposure rates was abandoned, thus re- 
sulting in reductions in fire insurance 
rates for a great number of assureds. 


“In my previous report I referred to 
reductions in fire insurance rates for 
property in Bronx county east of the 
Bronx River. This reduction was brought 
about by the application of New York 
City rating schedules to this territory 
which had theretofore been rated on su- 
burban schedules. This same principle 
is now being applied to the suburban 
sections in Queens county and will re- 
sult in a considerable reduction in fire 
insurance rates for those sections. 

“The re-rating of New York state 
which was started a number of years 
ago is nearing completion. When this 
task is completed the so-called iudgment 
rates which heretofore existed and 
again which considerable complaint had 
been made, will be completely elimi- 
nated.” 





KENTUCKY AGENTS’ MEETING 

The Kentucky Association of Insur- 
ance Agents will hold its annual conven- 
tion at Louisville on June 10 and 11. 
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ad well filled brief case, a rate book and an automobile do not 
3 make a field man. The three companies of the 4Etna Fire 
Group have long recognized this fact, and in schooling and 
: developing men for work in the field, they have insisted on a 
nt thorough working knowledge of the insurance business, plus an 
= understanding of the agents’ problems. Add tact and old-fashioned 

common sense to these qualifications and you have the A&tna Fire 
Group field man, a representative well fitted to give practical 

assistance to the local agent. 





ZETNA INSURANCE COMPANY 
THE WORLD FIRE AND MARINE INSURANCE CO. 


ITHE CENTURY INDEMNITY COMPANY 
HARTFORD, CONNECTICUT 








One of a series of advertisements telling the story of A:tna Fire Group service to agents 
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Auto Committee Has 
Big Commission Task 


TWO LARGE PROBLEMS ARISE 





Questions of Payments to General 
Agents and Excepted City Agents 
Are Difficult to Handle 
Membership on the commission com- 
mittee of the new National Automobile 
Underwriters’ Association is not alto- 
gether honorary. While those who have 
been appointed to this committee are 
honored through recognition of their 
ability and standing in automobile in- 
surance they have a full sized job on 
their hands. It is generally supposed 
that the 25% commission rate to local 
agents in ordinary territories will be 
maintained as that has not been consid- 
ered unreasonably high nor have agents 

complained of its inadequacy. 

Trouble, however, may be encountered 
in settling upon the commissions to be 
paid general agents and to local agents 
in excepted cities. In several cities like 
New York, Boston and Philadelphia 
there is no actual limit today on the 
commissions which may be paid. Many 
agents receive 359 and some are re- 
ported as getting 40% and higher. One 
of the underlying principles associated 
with the formation of the new automo- 
bile organization is limitation of acqui- 
sition costs and the committee will un- 
doubtedly seek to fix a maximum rate 
which will be somewhat lower than 
many producers have secured for some 
time. 

With respect to general agents the 
trouble in the past has been that some 
of these agents, receiving 35% from their 
companies, have been offering certain lo- 
cal agents more than 25%, thus creating 
unrest and stimulating a demand for 
higher commissions. While it does not 
cost an insurance company any more 
if a general agent gives 27% or 28% of 
his 35% to a local producer instead of 
25%, nevertheless this practice is frown- 
ed upon. 

Stabilization of automobile underwrit- 
ing as the National Association aims for 
requires stability of costs and conditions 
all along the line. When the associa- 
tion was formed the commission ques- 
tion was left open for consideration by 
this special committee which recently 
was appointed. While the views of 
many companies regarding payments to 
general agents and agents in excepted 
cities are not identical, the committee 
expects to harmonize these viewpoints 
and to devise schedules of commission 
payments which will not invite rate ‘cut- 
ting or outside criticism. 





BROKERS ASS’N INCORPORATED 

Governor Roosevelt on Monday signed 
the bill incorporating the Insurance 
Brokers Association of New York, Inc., 
by special charter. This. organization 
will take over the membership and as- 
sets of the Fire, Marine & Liability 
Brokers’ Association of the City of New 
York, Inc., and continue its activities 
and policies unchanged. The one rcea- 
son for the incorporation was the de- 
sire of the association to secure a name 
more indicative of its character. The 
association dates its history back to 
1867 and enjoys wide prestige in the 
business. It now has a membership of 
over 500 brokers. Raymond P. Dorland 
of Davis, Dorland & Co., is president and 
the vice-presidents are William Schiff of 
Schiff, Terhune & Co., Inc., and Charles 
L. Bussing of Charles L. Bussing, Inc. 





W. A. RATTLEMAN PROMOTED 
William A. Rattleman, who has been 
assistant secretary of the Cosmopolitan 
Fire since its organization, has been ap- 
pointed vice-president. He has _ had 
charge of underwriting and also done 
considerable field work. Formerly Mr. 
Rattleman was with the National Lib- 
ertv in the western Pennsylvania field 
and later at the home office. 
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Fire Ass’n Building 
(Continued from Page 21) 


10,000 shares, the par value of each share 
being $50. To each fire company be- 
longing to the Association 208 sharcs 
were given, and these shares were dis- 
tributed pro rata among the members. 

From that time on the growth of the 
company has ‘continued until it is now 
one of the best known fire companies 
in America. Its capital stock is $5,500,- 
000. Affiliated with the Fire Association 
are the Victory Insurance Co., and the 
Reliance Insurance Co. The Reliance 
was incorporated in 1841. The Victory 
commenced business in January, 1920, 
The president of the companies in the 
Fire Association group is J. W. Coch- 
ran. Vice-presidents of the fire com- 
panies are W. L. Maillot and J. M. 
Thomas. 

The Fire Association wound up 1929 
with $29,522,991 assets; $15,676,726 sur- 
plus to policyholders. The assets of the 
Reliance at the end of last year were 
$2,813,009; its surplus to policyholders, 
$1,417,868. The Victory’s assets were 
$2,661,575; surplus to policyholders, $1,- 
414,871. 

The Constitution Indemnity 


The Constitution Indemnity, casualty 
running mate of the Fire Association of 
Philadelphia, will be four years old in 
July. Since organization in 1926 it has 
been under the capable leadership of 
C. C. Wright, vice-president and general 
manager, and Nelson D. Sterling, vice- 
president and underwriting executive, 
who before joining the organization was 
a vice-president of the Fidelity & Cas- 
ualty. The second vice-president is H. 
K. Remington. 

The company is now entered in forty 
states, the District of Columbia, Canada 
and Cuba. It has approximately 1,500 
stockholders and the same number of 
agents. Last year its net premium vol- 
ume was $3,269,765 as compared with 
$53,007 produced in its first year and 
$1,374,785 net business in 1927. Its total 
assets amounted to $4,171,745 as com- 
pared with $4,056,245 in 1928. The sur- 
plus over all liabilities stood as of De- 
cember 31, 1929, at $631,569. The com- 
pany had net interest and rents earned 
in 1929 of $144,781. During the past year 
the capital of the Constitution Indem- 
nity was increased from $1,000,000 to 
$1,250,000 by the issuance of 25,000 
shares of net stock, par value of $10 at 
$30 per share, thus contributing $500,000 
to surplus. 





EXAMINERS HEAR REED 


More than 130 members and guests 
of the Examining Underwriters Associa- 
tion heard Prentiss B. Reed, assistant 
United States manager of the Phoenix 
Assurance, speak on fire loss adjustments 
and the need for co-operation between 
underwriters and adjusters at the mect- 
ing held last week. Others who spoke 
briefly were K. I. Yuen of the Central 
Trust Co. of Shanghai, who is studying 
insurance conditions here; Mario da 
Fonseca Guimares of Rio de Janeiro. 
and J. C. Lansing, assistant secretary of 
the Firemen’s. 





NEW BEDFORD ASS’N OFFICERS 

The New Bedford Board of Under- 
writers of New Bedford, Mass., last 
week re-elected the retiring officers as 
follows: president, John W. Paul; vice- 
president, William R. Chase; treasurer. 
Milton E. Borden; secretary, Henrv M. 
Slade; committee on avents and brokers. 
Tohn J. Dunn, Alfred F. Nye, F. MM. 
Salles. . 





STUDENTS TO DINE MANAGERS 


Alpha Chi Epsilon. the local fraternitv 
at Columbia University of; students tak- 
ing the scholarship courses in fire in- 
surance, will give a dinner for the man- 
agers of the companies co-operating 1 
supporting the courses on Tuesday 
evening, April 15, at the Hotel Penn- 
sylvania. 
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LOYAL TO PRINCIPLE—TO LOYAL AGENTS, LOYAL 
JANUARY 1, 1929, STATEMENTS 


NEAL hago th Presiden Vice-Pres’t and Treasurer 
H. HASSINGER,  Vice-Pres’ t WELLS T. BASSETT, Vice-Pres’t ARCHIBALD KEMP. 2d Vie e-Pres’t 








ORGANIZED 1855 


FIREMEN’S INSURANCE COMPANY 


OF NEWARK, N. J. 
SURPLUS 
ASSETS LIABILITIES CAPITAL NET SURPLUS POLICYHOLDERS 


_ $56,065,676.33  $19,562,549.89 $13,500,000.00 $23,003,126.44 $36,503,126.44 





HENRY M. GRATZ, President BASSETT, Vice-Pres’t 
JOHN KAY, V.-Pres’t A. H. HASSINGER, V.- a by es Fa ROSIEEE, V.-Pres’t ARCHIBALD 1 KEMP, 2d V.-Pres’t 


THE GIRARD F. & M. INSURAN CE CO. 


OF PHILADELPHIA, PA. 


$ 6,036,606.66  $ 2,834,467.72  $ 1,000,000.00 $ 2,202,138.34 $ 3,202,138.34 











NEAL age! President JOHN KAY, Vice-Pres’t and Treasurer 
H. HASSINGER, Vice-Pres’t WELLS T. eens, View Vice-Pres’t ARCHIBALD KEMP, 2d Vice-Pres’t 
MECHANICS INSURANCE Co. 


OF PHILADELPHIA, PA. 


$ 4,881,357.40 $ 2,770,413.44  $ 600,000.00 $ 1,510,943.96  $ 2,110,943.96 








NEAL BASSETT, President JOHN KAY, Vice-President and Treasurer 
A. H. H HASSINGER, Vice-President WELLS T. anes t. Vice-President ARCHIBALD KEMP, 2d Vice-President 
1866 


NATIONAL-BEN FRANKLIN FIRE INS. CO. 


OF PITTSBURGH, PA. 


$ 5,021,040.53 $ 2,502,743.59 $ 1,000,000.00  $ 1,518,296.84 $ 2,518,296.84 


A. H. IMBLE, President BASSETT, Vice-Pres’t 
JOHN KAY, V.-Pres’t A. H. HASSINGER, verre bs eeeine te DAROEST. V.-Pres’t ARCHIBALD KEMP. 2d V.-Pres’t 


SUPERIOR FIRE INSURANCE CO. 


PITTSBURGH, P. 


$ 4,837,239.59  $ 2,492,228.84 5 1,000,000. 00” $ ee $ 2,345,010.75 











W. E. WOLLAEGER, Presiden EAL BASSETT, Vice- t 
JOHN KAY, V.-Pres’t A. H. HASSINGER, V. og seen te Seer ss V.-Pres’t ARCHIBALD KEMP, 2d V.-Pres ‘ x 


CONCORDIA FIRE IN INSURAN CE CO. 
$ 5,309,804.52  $ 2,486,092.08 $ 000,000.00" $ 1,873,712.44  $ 2,873,712.44 





CHARLES L. J JACKMAN, President L. BASSETT, Vice-Pres’t 
JOHN KAY, V.-Pres’t A. H. HASSINGER, V. wie t a atee TB BASSETT, V.-Pres’t ARCHIBALD KEMP, 2d V.-Pres’t 


CAPITAL FIRE INSURAN CE CO. 


ONCORD, 


$ 666,598.88  $§ 196.08 5 “300, 000. 00" $ 366,402.80 $ 666,402.80 





NEAL BASSETT, Chairman of Board 
J. sco ROWE, President .. WM. BURTON, sr ~ a ‘es’t 
ONEGAN, Ist V.-Pres’t & Gen’l Counsel J. C. HEYER, Vice-Pres’t WM. P. STANTON. 


ORGANIZED 1874 


METROPOLITAN CASUALTY INSURANCE CO. 








NEW YORK, N 
$15,452,308.70  $10,173,698.43 $. 1,500,000. 00. $ 3,778,610.27 $ 5,278,610.27 
EASTERN DEPARTMENT 
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Newark, New Jersey: 
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Frankfort General Liquidation 


(Continued from Page 1) 


been regarding the responsibility of 
members of the board of the Frankfort 
General who were members of the bank- 
ing firms taking part in the supervision 
of the Frankfort General as also a re- 
sponsibility in behalf of the banking 
firm. But in Germany members of the 
board and their firms have no responsi- 
bility to meet obligations of companies 
in which the members are directors. 

Liquidator Waller says, in his report, 
just received in this country, that the 
Frankfort General situation illustrates 
how dangerous it is for international 
business and financial relations to be es- 
tablished when there is such a different 
setup in the legal structure of the stock 
of proprietary companies of the various 
countries of Europe, especially relative 
to the duties, functions and responsibili- 
ties of directors. That is one place 
where the International Bank may make 
some changes as one of the objects of 
the bank is to promote the co-operation 
of central banks and to provide addi- 
tional facilities for international finan- 
cial operations. 

At the beginning of his report Dr. 
Waller tells what he did as liquidator 
when he got on the job. 


What Alliance and Stuttgarter Took 
Over 


The most important duty was to save 
the policyholders from loss. This was 
done by transferring to the Alliance and 
Stuttgarter the following lines of in- 
surance: fire, automobile, marine, plate 
glass, burglary, water pipe, accident, lia- 
bility, riot and rain insurance. Also, the 
following guarantees for duties, taxes, 
freights and moneys due to the state 
under the alcohol monopoly, guarantees 
for delivery and completion of contract 
bonds, bonds under law suits, bonds 
given to the state for purchase of tim- 
ber from the state and finally export 
credit insurance. 

However, in the case of the instalment 
business there will be large losses. The 
Alliance and Stuttgarter did not take 
over the financial guarantees. In fact, 
none of the following lines were in- 
cluded in the deal with the Alliance Co. 
Le be . . . 
Those lines follow: All business in con- 
nection with instalment financing, mort- 
gage insurance, financial guarantees, 
other credit insurance and liabilities in 
connection therewith. 

The greatest difficulty in the liquida- 
tion was caused by the extremely com- 
plicated structure of the fleet. This 
made it difficult to untangle the exist- 
ing liabilities. Entire businesses had 
been built up chiefly based on the finan- 
cial guarantees of the Frankfort General. 
In addition to this the Frankfort Gen- 
eral, although officially an insurance 
company, had secretly and to a large 
extent done an unsound banking busi- 
ness. It can easily be seen the variety 
of complications. For instance, there 
were two entirely separate groups of 
creditors, which in many cases had con- 
flicting legal rights and claims. 


Moratorium Difficulty 


It was suggested that a moratorium be 
declared, to which most of the German 
and part of the foreign creditors gave 
their consent. British and French 
creditors, however, refused, with the re- 
sult that the liquidator had to hold up 
liquidation in order to travel to Paris 


and London seeking assent to the mora- 
torium. He was unsuccessful in the 
main object, but induced them not to 
press their claims for the moment. The 
reason for failure of the French and 
British companies to agree to the mora- 
torium was chiefly that they were of the 
opinion that the German banks repre- 
sented on the board of directors of the 
Frankfort General might in some way 
be liable for the Frankfort General’s 
debts; and, therefore eventually would 
pay them. That turned out to be a fu- 
tile hope because of the different char- 
acter of the “legal structures.” 

In October it was found that they 
could not get the creditors together on 
the basis of a moratorium and therefore 
a new relief was found by the German 
Supervision Board of Insurance. Fol- 
lowing attachments of some banks and 
other creditors the Frankfort General 
was prohibited from making payments 
for a time in order to gain time to clear 
the situation. The auditing company 

which was supposed to have its report 
ready in October declared it could not 
finish its preliminary observations until 
December, and it was not until Janu- 
ary, 1930, that the accountants made 
their final report. 

The German Supervision Board finally 
explained what payments could be made 


by the Frankfort General and what 
could not. Such payments as were 
necessary to conserve the assets were 
allowed, especially those serving to main- 
tain the rights which would go to the 
company from re-insurance treaties. Ad- 
ministration expenses, taxes, and other 
public taxes or similar charges were also 
permitted to be paid. Other allowances 
were for insurance premiums on poli- 
cies transferred to the Alliance: and 
payments on losses under policies trans- 
ferred to the Alliance. 

The report of the liquidator says that 
he has been handicapped somewhat by 
the condition of the real estate mar- 
ket. It was found impossible to sell 
any of the Frankfort General’s real es- 
tate. A mortgage of 5,000,000 marks was 
taken out on the real estate of the com- 
pany in the city of Frankfort in order 
to provide liquid funds for making pay- 
ments. Relative to the Berlin real es- 
tate of the company there is litigation 
to clear away injunctions, etc. The 
mortgages owned by the Frankfort Gen- 
eral had been assigned as securities to 
foreign banks for. loans in the amount 
of $1,000,000 and these have been trans- 
ferred to the German correspondents of 
foreign banks and have now been called. 
Some losses are expected in this di- 
rection. 


Sale of Some Subsidiaries 


Stock owned by the Frankfort Gen- 
eral in the following companies has been 
sold: 








The 
London & Lancashire Insurance Co., Ltd. 


OF LONDON, 


ENGLAND 





Law Union & Rock Insurance Co., Ltd. 
OF LONDON, 


ENGLAND 





Orient Insurance Company 


OF HARTFORD, CONN. 





Safeguard Insurance Company 


OF NEW YORK 





Eastern Department 
Hartford, Conn. 








Western Department 
Chicago, Ils. 


Pacific Department 
San Francisco, Cal. 














Name of Co. Sold. Name of Co. Which 
Bought. 

Frankfort Life Alliance 
United Berlin & Prus- 

sian Life Munich Re. 
Karlsruhe Life Munich Re. 
Aachen Leipzic Life Berlin Fire Ins, Inst. 
Aachen Leipzic Ins. Berlin Fire Ins, Inst. 


General of Berne Swiss B’k’g Consortium 
Union of Vienna Phenix Life of Berlin 
Harmonia of Hamburg Alliance 

La Tutelaire Swiss Re. 

Holdings in the Helios General Re. 
were sold in the market and the same 
with the Intag-Phoebus. The Fortuna 
of Milan and Genoa will probably be 
liquidated by a big firm in Milan. 

Plan of Settlement 

Advice from Berlin this week says 
that the general meeting of the stock- 
holders of Frankfort General Insurance 
Co. has approved the plan of settlement 
proposed by the board of directors. The 
plan involves two features. the banks 
will withdraw their claims amounting to 
20,000,000 marks until the other credi- 
tors get 40%; and they will guarantee 
the creditors 20%. 

The shareholders are to receive 15% of 
the par value of their shares in return 
for withdrawing claims on account of 
endorsements. The company is being 
liquidated. 





COMMITS SUICIDE 





Private Secretary of Frankfort Gener- 
al’s General Manager Takes Gas; 
Her Employer in Jail 

German newspapers report the suicide 
of the private secretary of the general 
managing director of the Frankfort Gen- 
eral, Ph. Becker. She took gas in her 
apartment. The general manager is in 
jail in connection with the investigation 
into the circumstances governing the col- 
lapse of the company. 





BROOKLYN BROKERS’ BANQUET 


The Brooklyn Insurance Brokers’ As- 
sociation is making elaborate plans for 
the annual banquet which is to be held 
on Tuesday evening, April 29, in the 
grand ball room of the Hotel St. George 
with Insurance Superintendent Albert 
Conway as the principal guest. Morti- 
mer Nathanson, president of the associ- 
ation, has appointed as a dinner com- 
mittee the following: Charles Reppa, 
chairman; Fred Schmidt, vice-chairman; 
Herman Scharman, Thomas Leahey, 
Stewart Cavanagh, Louis Kuhn, Victor 
Gauthier, Clinton Hoard, John Callag- 
han, Stanley J. Corsa, C. R. Rikel, Hon. 
Richard Tonry, Bernard Rothberg, John 
J .Canning, William E. Griffin, Bernard 
Stern, Emanuel Bockner, Harry Ellis, 
Herbert J. McCooey, Irwin Steingut, 
John E. Watson, Albert Carr, William 
La Liberty, James J. Conaty, Joseph 
Goldstein, John McDonald, Matthew 
O’Malley, “Hank” Hessberg, Joseph 
Healy, John Lantry, Eddie Butler, Dan- 
iel McCann and Thomas Carey. 





JACKSON LEAVES McGEE & CO. 

H. Jackson, vice-president and a di- 
rector of William H. McGee & Co., ma- 
rine underwriters, has resigned. He has 
been connected with the office for over 
eleven years, coming to New York from 
England at the close of the World Wat. 
He has had charge of agency develop- 
ment work. During the last three 
months the McGee organization has lost 
several of its best known members. Mr. 
Jackson will take a vacation before an- 
nouncing his future plans. 





GUARDIAN LIFE 





Established 1860 Under the Laws of the State of New York 





17-23 John Street, New York 
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DEATH OF J. F. DONICA 





Secretary of America Fore Companies 
at Chicago; Long Career in the 
Middle Western Field 
J. F. Donica, secretary of the America 
Fore Companies at the Western depart- 
ment at Chicago, died last Friday after- 
noon there from a blood clot resulting 
from a gall bladder operation performed 


on March 11. Funeral services were 


held on Monday afternoon in the 
chapel of the First Presbyterian Church 
of Evanston, IIl. 

Mr. Donica joined the America Fore 
group in September, 1903, as a special 
agent for the Continental in Wisconsin. 
A year later he was. transferred to Illi- 
nois and in 1908 was made state agent 
in Oklahoma, where he remained until 
1912 when he was transferred to Iowa 
as state agent. In 1918 Nebraska was 
added to his field. ; 

On January 6, 1921, Mr. Donica was 
elected vice-president of the Farmers of 
Cedar Rapids, Iowa, and about a year 
later became president of that company. 
The Farmers later became the. present 
First American of the America Fore 
group. ; 

Mr. Donica was' transferred to the Chi- 
cago office on October 1, 1925, and was 
appointed secretary of all the compa- 
nies in the fleet at that time. At the 
time of his death he was in charge of 
one of the three recording departments 
in the Chicago office. His passing is 
mourned by many insurance men in the 
Middle West and East who became his 
close friends. 





STATE BLOCKS SEPARATION 





Nebraska Attorney - General Informs 
Western Underwriters Association 
It Is Violating Law 
The attorney-general of Nebraska has 
warned Charles Rk. Street, president of 
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the Widespread Need 


for Explosion Insurance... 


























Inland Marine Bills 
Are Killed at Albany 


HEARING IS HELD ON TUESDAY 





Fire and Marine Representatives Op- 
pose Measures; Companies Warned 
to Correct Irregularities 





At the conclusion of a hearing held 
before the Assembly insurance commit- 
tee Tuesday morning in Albany on the 
Stone bills, amending the insurance law 
in relation to rate making associations 
Superintendent of Insurance Albert 
Conway agreed that he would not press 
the bills for passage this year but would 
give the companies affected an oppor- 
tunity to perfect an agreement which 
would be satisfactory and would elimi- 
nate the conditions complained of and 
to correct which the bills were intro- 
duced. The object of the bills intro- 
duced was to separate inland marine 
business from ocean marine and to com- 
pel the inland marine companies to file 
their rate schedules with the superin- 
tendent of insurance. Following the 
hearing the bills were killed in execu- 
tive session of the committee. 

The argument was presented that 
much inland marine business is inter- 
state in character and therefore it 
would be difficult to uphold filed rates 
in New York as the business could be 
written in other states. In that respect 
it is like ocean business, in that the in- 
sured object is not stationery and there- 
fore the markets for the insurance 
cannot be restricted by law to any cer- 
tain locality. 


Appearing against the bills at the 
hearing were Douglas F. Cox, head of 
Appleton & Cox, Inc., and president of 
the United States Merchants & Ship- 





pers, who represented the American In- 
r the Western Underwriters’ Association, stitute of Marine Underwriters; A. 
é. that the companies in the W. U. A. must Chalmers Charles, of Barry, Wainwright, 
; cease their efforts to enforce separation O matter where you are located, a field man of Thacher & Symmers, counsel for ma- 
or * . : : e P 
d of so-called mixed agencies in Fer Rae. this company can help you broadcast the need for Wael. ates enae ea J. 
1e igen Bho Fine ee ae aaa explosion insurance right in your own territory. olen a jis ii etek Peer. ; 
re : vere 2 ’ ’ Samer , ae 
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ph but must abide by the same. laws: tint display featuring explosion insurance in a dramatic way, Chairman Horace M. Stone of the As- 
n- Nebraska companies and citizens do. well as letters, folders atid other valuable helps. sembly Insurance Committee was keen- 
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om ng, bank robbery and prohibition laws, them to the extent of compelling them 
ars will be enforced in Nebraska. We have THE N POO! to file rates on inland marine. . 
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National Association Convention 


(Continued from Page 20) 


and urge his continued efforts to have 
adequate agency regulations incorpor- 
ated in the code.” 

Constitutional Amendments 

The committee on revision of the con- 
stitution agreed to suggested amend- 
ments to the constitution, the principal 
changes involving addition of a member- 
ship standard, based on the Connecticut 
qualifications law, and the addition of 
the following roll call voting require- 
ments: 

“Any member of the association who 
is in good standing shall be entitled to 
vote on all questions, at all meetings 
of the association, provided that where 
a roll call is demanded by a member, the 
votes shall be by states and the mem- 
bers present from each state and/or state 
association shall then cast as a delega- 
tion one vote for each ten members or 
part thereof of the said state, and, or 
state association, as shown by the Na- 
tional Association records of member- 
ship, provided that the members present 
from a local association shall have the 
right to cast the proportionate vote of 
such local association.’ 

The other important change involves 
elimination of the present system of re- 
gional vice-presidents and the setting up 
of a national conference committee, the 
members to be selected by every state 
association, to be known as _ national 
committeemen. Under the proposed 
plan the national committeemen of each 
territorial underwriting section would 
constitute the sectional conference com- 


mittee and in every case the member of 
the executive committee residing in the 
section would be a member of the com- 
mittee. 

The executive committee recommend- 
ed that the proposal of Charles L. 
Gandy, Birmingham, of the executive 
committee, for individual memberships 
be not incorporated in the constitution, 
but that an individual membership card 
be printed for distribution to the sev- 
eral members of any agency which de- 
sires it. 

Mutual Competition Discussion 

The leading discussions at the conven- 
tion centered around mutual competi- 
tion and the proposed changes in the 
National Association’s constitution. The 
report of George J.-Lieber of Detroit, 
chairman of the constitution revision 
committee, was heard with approval but 
action on the proposed changes is be- 
ing reserved for the annual convention 
at Dallas. 

Non-stock and non-agency insurers’ 
competition is gaining headway in some 
of the Southern states, where mutuals 
and reciprocals have come in in recent 
months. In North Carolina the act of 
the legislature in permitting the writ- 
ing of compensation risks has resulted 
in a fight for this business by the mu- 
tuals. 

Three state commissioners were 
present at this convention. They were 
Dan J. Boney of North Carolina, Sam 
B. King of South Carolina and J .W. 
DeWeese of Texas. 








E. U. A. HOLDS MEETING 





Approval Is Given to Brokerage Rules 
of Local Boards at Altoona, Pa., 
and Rome, N. Y 
The Eastern Underwriters’ Association 
at its meeting last Thursday gave con- 
sideration largely to routine matters. No 
date was fixed for the next meeting but 
the executive committee will meet on 
Tuesday, April 22, at 11 a. m. in the 

headquarters of the association. 

The association approved the broker- 
age rule adopted by the Blair County 
Association of Fire and Casualty Agents 
of Altoona, Pa., reading: 

“The brokerage commission to any 
broker holding a license from the In- 
surance Department of the state of 
Pennsylvania shall be 10%, except that 
the brokerage on compensation insur- 
ance shall be 5%.” 

Approval was also given to the bro- 
kerage rule adopted by the Rome In- 
surance Agents’ Association of Rome, 
N. Y., reading: 

“The payment of brokerage or any 
form of compensation in lieu thereof 
on fire or tornado risks located in the 
City of Rome by members of this as- 
sociation, or by companies which are 
members of the Eastern Underwriters’ 
Association, and/or agents and/or rep- 
resentatives of such member companies 
of whatsoever authority shall be limited 
to 10%, and we, the members of this as- 
sociation, agree to observe this rule. A 
copy of this rule and all future amend- 
ments thereto shall be filed with the 
Eastern Underwriters’ Association, and 
this brokerage rule shall thereupon au- 
tomatically supersede any local board 
(brokerage) agreements in the said city 
and/or any company and agents’ (bro- 
kerage) agreements, now on file, affect- 
ing risks located in this named city.” 





FIGHTING CHAIN STORES 


In some sections of the Middle West 
local agents are co-operating with local 
merchants to combat the competition of 
chain stores. The agent fears the loss 
of his insurance on his home stores and 
the merchant is afraid he will be dis- 
placed by the local branch of the chain 
store system. Growth of the chain store 
idea is not aiding the development of 
many local agents’ business. 


KENNEY BROTHERS PROMOTED 





Geo. B. Kenney Becomes Chief Agent in 
Ontario While Laurence A. Kenney, 
Jr., Is Made Ohio Special 

The Glens Falls has appointed George 
B. Kenney as chief agent in Ontario, 
Canada, with headquarters at 36 To- 
ronto street, Toronto. He succeeds Roy 
T. Lavens who has resigned to enter the 
life insurance business, effective April 
1. Mr. Kenney has been associated 
with the company for several years, re- 
cently as an inspector, and is well quali- 
fied for his new post. 

Laurence A. Kenney, Jr., has become 
a special agent of the Glens Falls at 
Columbus, Ohio, succeeding his brother, 
George B. Kenney. Laurence Kenney 
has been with the Ohio underwriting 
department of the home office of the 
Glens Falls and thus has been in touch 
with the field in which he will now 
operate as special agent. 


C. B. LAWRENCE IN FLORIDA 

The Aetna (Fire) has apvpointed Clin- 
ton B. Lawrence as special agent in 
Florida. He succeeds E. G. Darling, re- 
cently appointed state agent in Alabama. 
Mr. Lawrence, a native of Sumter, S. C., 
was with a local agency and was also 
engaged in field work for several years 
before joining the Aetna as a special 
for South Carolina in 1925. In his new 
position he will be associated with State 
Agent C. A. Thornton, with headquar- 
ters at Jacksonville. 








DELAWARE AGENTS MEET 

The Delaware Association of Insur- 
ance Agents held its annual meeting in 
Wilmington recently. All the former 
officers were re-elected as follows: Har- 
ry G. Lawson, Wilmington, president; S. 
T. Pippin, Wilmington, first vice-presi- 
dent; W. Charles Boyer, Dover, second 
vice- president, and C. C. Collison, Wil- 
mington, secretary-treasurer. Gerrish 
Gassaway, manager of the Redo aa don 
Chamber of Commerce, and J. G 
assistant agency director of the Fidelity 
& Deposit of Baltimore, were the prin- 
cipal speakers. 


COUCH’S CYCLOPEDIA 
The Lawyers’ Co-Operative Publishing 
Co. of Rochester, N. Y., announces that 
the edition of Couch’s Cyclopedia of In- 
surance will be in eight volumes. 





Yost,’ 


FIREBUG SENT TO ATLANTA 





Kalman Tanner Serving Sentence for 
Part in Wilson Warehouse Fire; 
Will Be Government Witness 
Kalman Tanner, the confessed firebug 
in the well known Wilson Warehouse 
case, is now in the Federal penitentiary 
at Atlanta, where he has started to serve 
a sentence of eighteen months. This 
comparatively light sentence is the re- 
sult of two factors: first, that Tanner 
is seriously ill and it is a question of 
whether he will live to be a free man 
again, and second, he is to be brought 
back to New York in the comparatively 
near future to be a Government wit- 
ness in the trials of those indicted with 
him for attempted insurance frauds and 
misuse of the mails. Tanner has been 

in prison before. 

Those who are still under indictment 
are Louis Liebowitz, Harry Dresbold, 
Sol H. Bernstein, Louis and Alex Auer- 
bach and Max Liebowitz. The indict- 
ments allege that the Wilson Warehouse 
in Hoboken was hired by the defend- 
ants, stocked with worthless rags and 
waste and then burned on December 5, 
1928, after a large amount of fire insur- 
ance had been taken out on valuable 
merchandise claimed to have been stored 
in the warehouse. The Auerbachs were 
first arrested nearly a year ago. They 
confessed their part in the general 
scheme which provided for false books 
and for the preparation and presenta- 
tion of fraudulent invoices to the insur- 
ance companies. 

Thomas J. Curran, assistant United 
States attorney under Charles H. Tuttle, 
is handling this case in the United States 
courts. He is being ably assisted by 
Abraham Kaplan and Samuel A. Berger, 
counsel for the New York Board of Fire 
Underwriters. The trials will probably 
not start until the numerous cases grow- 
ing out of the arrest of the Dachis 
brothers, Joseph Eisenstein and others 
have been finished. 





ASBURY PARK FIRE RISKS 


The National Board of Fire Under- 
writers has issued a combined report on 
the fire hazards of several towns along 
the New Jersey shore front, They in- 
clude Asbury Park, Ocean Grove and 
Allenhurst. The Asbury Park water 
supply is considered inadequate and the 
fire department described as weak. Se- 
vere fires are probable in the mercan- 
tile district. In the remainder of the 
city many fire-resistive roof coverings 
materially reduce a normally severe 
conflagration hazard. The report says 
that there is a high inherent confla- 
gration hazard in Ocean Grove due to 
grouping of buildings, wooden construc- 
tion and a poor fire department. 
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J. C. FIRE PREVENTION 


The following have been named on the 
fire prevention committee of the Jersey 
City Chamber of Commerce: Franklin 
G. Hoagland, chairman; E. C. Roddy, 
G. H. Barber, Robert “of Bonham, H. 
W. Hennig, Thomas J. Larson, Philip 
Gershonowitz, George D. ~—o Henry 
Roth, James W. Robinson, W. D. Sears, 
William H. Spiegelberg, * Thorpe, R. 
P. Schenck, Charles W. Zawadski and 
Walter W. Westphal. The committee 
will also direct safety campaigns through- 
out Jersey City. 
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E. D. Lawson to Join 
The Fireman’s Fund 


MARINE MANAGER AT CHICAGO 


Will Leave Wm. McGee & Co. in Near 
Future; Vande Vort to Be Trans- 
ferred to New York 
E. D. Lawson, vice-president and 
Western manager at Chicago of Wil- 
liam H. McGee & Co. of New York, 
marine underwriters, has resigned to be- 
come manager of the Western marine 
department of the Fireman’s Fund with 
headquarters at Chicago. The date upon 











Moffett Studio 
E. D. LAWSON 


which he will take over his new post has 
not been announced. 

Mr. Lawson is a veteran marine un- 
derwriter and producer. He was with 
the McGee office in New York for many 
years prior to 1923 when he was trans- 
ferred to Chicago to handle the devel- 
opment of business in that section of 
the country. In the last seven years he 
has created a tremendous number of 
friends and acquaintances. Of the ma- 
rine underwriters in the Middle West 
none probably is better known than he. 
Mr. Lawson is a fine speaker and is con- 
Stantly talking before agents’ conven- 
tions and other gatherings of insurance 
men. He keeps stressing the fact that 
there is a big field for premiums income 
for agents in inland and ocean marine 
lines and has gone a great deal to cre- 
ate interest in these particular branches 
in the local agency field. 

Heretofore the Fireman’s Fund has 
handled its marine business in Chicago 
through Stuart L. Vande Vort as gen- 
eral agent. He has built up a fine pre- 
mium income for the company and is 
being transferred to the executive staff 
of the company’s New York office. He 
jomed the Fireman’s Fund in New York 
in 1922 and about a year later was sent 
to Chicago. He was formerly with Slos- 
son & Smyth and before that with 
Marsh & McLennan. 





NEW AUTO LAW IN HUNGARY 


_ Under the provisions of an automobile 
liability law recently passed in Hungary 
the car owner has the option of taking 
either an insurance policy or giving a 
financial guarantee. The latter feature 
has been incorporated on the demand of 
msurance companies who believe their 
right to select risks would be impaired 
through the introduction of the compul- 
Sory insurance feature. ; 


MARINE & AUTOMOBILE 





1929 DUTCH MARINE RESULTS 





Hull Risks Showed Improvement as 
Rates Were Raised; Cargo Losses 
Were Large and Rates Inadequate 


The importance of Dutch marine in- 
surance business is considerable for this 
small country. Hull business showed a 
marked improvement last year as un- 


derwriters succeeded in increasing the 
rates and as the Dutch standard hull 
policy which was introduced a few years 
ago also tended to stabilize conditions. 

Nevertheless there is still a loss, tak- 
ing all companies together. One impor- 
tant point was that even small and un- 
desirable hull risks were written at the 
standard conditions whereas they really 
should be subject to severe restrictions. 

Cargo business was influenced ad- 
versely by the large number of catas- 
trophes. Also there was no improve- 
ment in rates. Rates on export goods 
were especially thin. As an example 
a rate of seven cents for manufactured 
goods from Holland to the Dutch East 
Indies including theft and war risks was 
quoted. Dutch underwriters have found 
out only recently that Chile saltpeter 
cannot be written on English conditions 
at a rate of 54% without proving a los- 
ing proposition. Tobacco from Brazil 
and wine from the Mediterranean were 
other unprofitable lines. Among the 
more important events last year was 
placing builders’ risks policies under 
tariffs amounting to $1,500,000 or more. 





WITHDRAWS FROM RUSSIA 





Lloyd’s Register States That Its Action 
Has No Political Significance; 
Reasons Given 

In an official communique, Lloyd’s 
Register states: 

“The fact that the Committee of 
Lloyd’s Register of Shipping have ar- 
ranged for the society’s surveyors in 
Russia to be withdrawn from that coun- 
try appears to have given rise to some 
misunderstanding on the subject. 

“The committee, therefore, think it 
desirable to explain that the withdrawal 
in question has been decided upon in 
the ordinary course of the society’s bus- 
iness, in consequence of the approach- 
ing completion of the series of vessels, 
the construction of which the society 
agreed to supervise with a view to their 
classification in Lloyd’s Register Book. 

“A number of vessels have already been 
completed and some of the surveyors 
have already been withdrawn. and when 
the whole of the vessels are finished the 
remaining surveyors will also be with- 
drawn. 

“The decision of the committee in this 
matter has no political significance what- 
ever.” 


- 


MAY ADOPT HAGUE RULES 





Move Under Way for Enactment in 
Scandinavian Countries; Likely to 
Influence German Attitude 


It is announced that the Swedish Na- 
tional Committee for International In- 
dustrial Questions has recently sent a 


communication to the Swedish Govern- 
ment in which satisfaction is expressed 
that the question of incorporating the 
Hague Rules in the maritime laws of 
the northern countries has been taken 
up. It is pointed out that the hesita- 
tion of German shipowners is due to 
doubt regarding the attitude to be 
adopted in Scandinavian countries, and 
that an early decision in these countries 
is desirable. 

“In view of the forthcoming confer- 
ence of the Comite Maritime Interna- 
tional at Antwerp in August, this is ex- 
cellent news,” says a British authofity, 
“and it is to be hoped that at the con- 
ference the Scandinavian delegates will 
be able to announce a decided advance 
in the movement that is now becoming 
apparent. It is the more important that 
this should be done because the manner 
in which the matter is dealt with at Ant- 
werp will probably have a marked effect 
upon the future attitude of Germany to- 
wards the Hague Rules. 

“Hitherto obdurate in refusing to 
initiate any legislation based on the 
rules, German interests may, as is said, 
have been influenced by the apathy, if 
it is not opposition, of Scandinavian in- 
terests, but now that the northern coun- 
tries appear inclined to enact leg’sla- 
tion which would bring them into line 
with Great Britain and those other mari- 
time countries where legislation has 
been, or is in the course of being en- 
acted, it would be difficuit for Germany 
to refuse to bind her own shipowners 
to laws which would in effect mean 
uniform legislation on bills of lading.” 





NEWARK AIRPORT FIRE 
Insurance Loss Will Be Small Because 
Hangar Was Not Insured; Nearly 
All the Planes Were Saved 

Insurance companies will not have to 
pay heavy claims as a result of the fire 
at the Newark Metropolitan Airport on 
Sunday which destroyed the hangar of 
the Newark Air Services, Inc., and also 
two or three planes which were stored 
in the hangar. Most of the planes us- 
ing that hangar were out on the field 
when the fire was discovered and two 
more were dragged out safely before 
the flames reached them. It is estimated 
that the insurance loss to aircraft writ- 
ers will not be much in excess of $10.- 
000. The hangar itself was not insured. 

This was the fifth attempt in two 
weeks to destroy this hangar and from 
evidence found it is believed the fires 
were set by an incendiary. The dam- 
age done exceeded $40,000. There are 
several additional hangars at this air- 
port owned by other aviation companies 
but they escaped damage, nor have any 
attempts been made to set them afire. 





APPLETON & COX, Inc. 
8 South William Street, New York 





AUTOMOBILE INSURANCE 


United States Merchants & Shippers Insurance Co., New York 
Admitted Assets, $7,289,004.71 
Tokio Marine and Fire Insurance Co., Ltd., Tokio 
Admitted Assets, $12,994,064.64 
Indemnity Mutual Marine Assurance Co., Ltd., London 
Admitted Assets, $1,394,635.82 
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1930 REGISTER ISSUED 





Fireman’s Fund Annual Contains World 
of Valuable Nautical Data; Now 
Covers 230 Pages 
The Fireman’s Fund is now distribut- 
ing to many of those engaged in ma- 
rine insurance and shinning its 1930 edi- 
tion of that most useful volume entitled 
the “Fireman’s Fund Register.” This 
register may be obtained free of charge 
at any marine agency or at the home 
office of the company in San Francisco. 
A veritable encyclopedia of nautical 
information is this “Register.” While 
most of the pages are devoted to listing 
the names, tonnage, dimensions, owners 
and other vital facts about vessels owned 
on the United States Pacific Coast, there 
is also a wide variety of other valuable 
data. This includes names of settling 
agents, suggestions to facilitate handling 
of cargo claims. York-Antwerp Rules 
of 1890 and 1924, the Harter Act, storm 
warnings and places of display on the 
Pacific. Coast, weather conditions in the 
North Pacific, phases of the moon, rules 
of the road at sea, Beaufort scale of 
wind force, Hague Rules of 1921, Insti- 
tute cargo clauses, pilotage and towage 
rates in a number of ports, coast guard 
stations, distress signals, radio compass 
stations and others miscellaneous data. 





HOBOKEN PIER FIRE LOSS 





Marine Claims on Autos and Farm Im- 
plements Estimated About $400,000; 
Fire Loss $1,000,000 

Most of the insurance loss resulting 
from the disastrous pier fire on the Ho- 
boken waterfront Saturday night will 
fall upon the fire insurance companies. 
The marine offices will have the claims 
on more than 300 crated automobiles 
and some farming implements on the 
three piers around which the fire cen- 
tered and possibly some small salvage 
claims in connection with removing five 
vessels of the Lamport & Holt Line to 
safety in mid-stream. Altogether the 
marine loss is estimated at $400,000 at 
the maximum. 

The fire loss on the piers is estimated 
in excess of $1,000,000. Flames raged 
for over twenty hours on the three piers 
owned by the Hoboken Land & Im- 
provement Co. and leased to the Lam- 
port & Holt Line. One pier, 980 fect 
in length, was virtually destroyed and 
another badly damaged. The third was 
saved after strenuous work by fire boats. 





LEAGUE OF NATIONS MEETINGS 





Two Group Meetings in The Hague and 
Paris This Month; Insurance Lead- 
ers Among Those Who Spoke 

On March 13 the first conference sum- 
moned by the League of Nations for the 
codification of international law opened 
at The Hague, under the presidency of 
M. Heemskerk, former Prime Minister 
of the Netherlands. This conference is 
the result of the work accomplished 
€rom 1924 to 1927 by the committee of 
experts for the progressive codificatjon 
of international law. 

There were two meetings of experts 
at the Institute of Intellectual Co-opera- 
tion in Paris. The first opened on 
March 17 and is dealing with the ques- 
tion of postgraduate international schol- 
arships. The other meeting which 
opened also on March 17, will study an 
insurance system in connection with the 
eventual application of the preliminary 
draft of international convention on 
scientific property. The experts invited 
are: M. Ruffini, chairmati, former Ital- 
ian Minister of Education; C. E. Heath, 
member of Lloyd’s, president of the 
Trade Indemnity Co.; Dr. Alfred Manes, 
professor of science of insurance, chair- 
man of the Deutscher Verein fur Ver- 
sicherungswissenschaft; and M. Secre- 
tant. assistant director of the Compa- 
nie Suisse de Reassurances. 
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CASUALTY AND SURETY 
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Conway Sees Further 
Gains in Casualty Lines 


REPORTS ON 1929 DEVELOPMENTS 





Tells Legislature That Shrinkage in 
Stock Values Last Year Will Not 


Imperil outa of Companies 





Superintendent of Insurance Albert 
Conway in his annual report to the New 
York state legislature this week on cas- 
ualty and surety companies doing busi- 
ness in the state last year said he did 
not believe that the companies as a 
whole will be seriously affected by the 
recent stock market crash, judging from 
an inspection of the annual statements 
available. “Paper losses will not seri- 
ously injure surplus accounts,” he ob- 
served, “although there may be instances 
where relatively large decreases will be 
shown. It is not expected that the 
shrinkage in stock values will imperil 
the solvency of the companies.” The Su- 
perintendent predicted that while here- 
tofore casualty companies had not gen- 
erally invested in stocks, there are indi- 
cations during the present year of a 
considerable increase in investments in 
this field. 

Expects Increase in Volume 

Commenting on the volume of busi- 
ness written last year, he said that it 
would appear that the casualty and sure- 
ty companies will show increases when 
the complete official figures are tabu- 
lated. He added: 

“During the first nine months of 1928 
New York state stock casualty and sure- 
ty companies and United States branch- 
es of foreign companies wrote $215,515,- 
630 in premiums and in the correspond- 
ing period of 1929 these companies wrote 
$231,750,132.” 

Touching on changes in automobile in- 
surance rating, Superintendent Conway 
said that during 1929 private passenger 
car rates were reduced approximately 
$1,500,000 per annum through the intro- 
duction of merit rating. Since this plan 
is still in its experimental state he said 
its effect on the business cannot yet be 
judged. At his request commercial car 
public liability and property damage 
rates were reduced, resulting in a saving 
of about $2,500,000 annually to the in- 
suring public. 

In burglary insurance field reductions 
ranging from 10% to 50% were put into 
effect last year; in plate glass a flat re- 
duction of 33 1/3% in the rates applic- 
able to so-called flat car sizes was made; 
also substantial reductions in landlords’ 
liability rates. 

At the request of the New York de- 
partment last summer the companies 
modified all outstanding automobile pol- 
icies in anticipation of the financial re- 
sponsibility act effective September 1 
and agreed to issue all new policies on 
a form that would provide adequate to 
the insuring public under the new law. 

Mutual casualty companies, said th 
Superintendent, are functioning well, 
only one company being taken over for 
liquidation last year. 

Four new companies were organized 
in the state last year, four admitted from 
other states and two from other coun- 
tries, making a total of ten new com- 
panies. 





Greet Beha and Leslie 
At Big Bureau Dinner 


PROMINENT EXECUTIVES THERE 





New General Manager Gives Character- 
istic Talk; Phillips, Bland, Lott and 
Falvey Among Speakers 





More than a hundred of the top-notch 
executives in the casualty and surety 
field attended the dinner given last night 
by the ‘National Bureau of Casualty & 
Surety Underwriters at the Hotel Bilt- 
more, New York, arranged as a formal 
welcome to James A. Beha and William 
Leslie, respectively general manager and 
associate general manager of the Bu- 
reau. It was a family affair with no 
reporters present. 

General Manager Beha had every one 
guessing up to the last minute as to 
what he was going to say about the 
administrative policies of the Bureau un- 
der his leadership. In his talk, “Fair- 
ness, Justice and Co-operation,” he did 
no beating around the bush as to the 
impressions he desired to create; it was 
a characteristic James A. Beha address 
with no pussy-footing. 

Charles H. Holland, president, Inde- 
pendence Indemnity, was the toastmas- 
ter. Other speakers were Jesse S. Phil- 
lips, president, Great American Indem- 
nity; R. Howard Bland, president, 
United States F. & G.; Edson S. Lott, 
president, United States Casualty, and 
T. J. Falvey, president, Massachusetts 
Bonding. 

It was also appropriate to the occa- 
sion that talks were given by Wil- 
liam Leslie and Albert W. Whitney, as- 
sociate general managers of the Bureau, 
and L. L. Hall, secretary-treasurer. 





" \W. B. MANN TO RESIGN 





Assistant Manager of Ocean Accident to 
Leave June 30 After 23 Years With 
Organization; His Career 

William B. Mann, assistant United 
States manager of the Ocean Accident 
and superintendent of agencies of the 
Columbia Casualty, its running mate, will 
resign from these posts on June 30 after 
twenty-three years with the organiza- 
tion. Mr. Mann plans to enjoy a period 
of recreation before formulating plans 
for his future activities. 

For years Mr. Mann has been one 
of the most popular and best known 
agency executives in the casualty field. 
He has been in the business nearly forty 
years, starting with the Mutual Life in 
1891 and later going into the personal 
accident field. He joined the Ocean in 
1907 as superintendent of its accident 
department, in which post he remained 
until 1920, when the Columbia Casualty 
was organized and Mr. Mann appointed 
agency superintendent of both compa- 
nies. In this post he traveled widely 
—building up the prestige of the Ocean 
and Columbia in agency circles. Recog- 
nition for his good work came last year 
when he was appointed assistant United 
States manager. 

Mr. Mann has been active in a num- 
ber of insurance organizations, being a 
past president of the Casualty & Surety 
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MAKE NEW ENGLAND CHANGES 





D. B. Libbey to Resign as Great Ameri- 

can Indemnity Manager There; 

Succeeded by G. J. Dube 

Dwight B. Libbey, since 1926 New 
England manager of the Great Ameri- 
can Indemnity at Boston, will resign on 
April 1 to engage in the agency busi- 
ness in Hartford. To succeed him the 
company has named George J. Dube, 
who started in the business with the 
Travelers, later joined the Hartford Ac- 
cident, engaged in agency work in Provi- 
dence for a time and in 1927 became a 
New England field secretary of the U. 
S. Chamber of Commerce, from which 
post he resigns to join the Great Ameri- 
can Indemnity. 





NOTED SURETY LAWYER DIES 





Leonidas Dennis Was General Counsel 
of U. S. F. & G. for 21 Years; 
Retired in 1921 

Leonidas Dennis, one of the most 
noted surety lawyers of his day, died this 
week at his home in Upper Montclair, 
N. J. Mr. Dennis retired from business 
at 1921 because of failing health, having 
been general counsel of the United 
States F. & G. for twenty-one years. He 
was a graduate of Princeton University. 





CHICAGO CONGRESS SPEAKERS 
The following have accepted invita- 
tions to speak at the third annual Chi- 
cago Casualty Sales Congress at La 
Salle Hotel, May 5: John H. Eglof, su- 
pervisor, agency field service, Travelers, 
on “What Sells Automobile Insurance 
and How.” Spencer Welton, vice-presi- 
dent, Union Indemnity companies, on 
“Bonds.” J. M. Rainey, Caldwell & Co., 
on “Personal Accident Production.” J. 
A. Gilberson, Illinois local agent, on 
“What an Agent Expects from Com- 
pany Representatives.” 





START NEWARK SURETY ASS’N. 


Surety managers in Newark have just 
formed a local Surety Underwriters As- 
sociation of which John Clark of the 
American Surety is president. 








Club of New York and a member of 
the executive committee of the old In- 
ternational Association of Accident Un- 
derwriters. { 


LYSAGHT AGENCY ASSISTANT 





Travelers Promotes Worcester, Mass., 
Manager to Home Office; W. A. 
Ockerbloom Successor 
William Lysaght, manager for the 
Travelers, casualty lines, at Worcester, 
Mass., has been promoted to agency as- 
sistant at the home office. He will be 
succeeded at Worcester by Wallace A. 
Ockerbloom, manager at Portland, Me.,, 
who was formerly assistant manager at 

Worcester. 

Mr. Lysaght has been connected with 
the company ten years, first serving as 
special agent at Manchester, N. H. Later 
he went to Worcester as special agent, 
then to Detroit as assistant manager. 
After being manager at Montreal for a 
while, he returned to Worcester. 

Mr. Ockerbloom, before joining the 
agency staff in 1925, had been engaged 
in claim work for the company at 
Springfield, Mass. 





SPRING MEETING IN BALTIMORE 


The spring meeting of the Casualty 
Actuarial Society will be held in Balti- 
more on Friday, May 9, at the Lord 
Baltimore Hotel. The actuaries will be 
in business session on that day, devot- 
ing Saturday to golf and a trip to the 
Naval Academy at Annapolis. President 
George D. Moore is planning an inter- 
esting program. 





ACQUISITION COST MEETING 


The investigation into acquisition costs 
now being undertaken by the Commis- 


sioners was the principal discussion at a 


meeting of the Fidelity & Surety Acqui- 
sition Cost Conference last Friday in 
New York. James A. Beha presided. 

The National Surety was elected chair- 
man of the National Agency Committee 
of the Conference, replacing the Amcri- 
can Surety. 





PORTER BILL KILLED 
The Porter bill allowing mutuals to 
write non-assessable policies was killed 
in the New York assembly this week. 
The Utica Mutual favored it; stock 
companies vigorously opposed it. 





ADDED DUTIES FOR LOFGREN 

H. J. Lofgren has been appointed 
treasurer of the National Surety in ad- 
dition to his rank of vice-president. 
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How Employers’ Liability Entered U.S. 


Reminiscences require an authentic 
background so that readers may form 
definite and accurate impressions as to 
what they are about. In asking Edmund 
Dwight to discuss the early days of the 
Employers’ Liability in this country The 
Eastern Underwriter sought an article 
from a man well qualified to dis- 
cuss the subject, as Mr. Dwight be- 
gan representing the Employers’ Liabil- 
ity here forty-four years ago, and, in fact, 
took out Accident Policy No. 1. For 
years he was one of the most distin- 
guished insurance men in New York. 
For a long time he was in partnership 
with Charles D. Hilles, the firm being 

wight & Hilles. Mr. Hilles, who ts 
vice-chairman of the Republican National 
Committee, is now New York State man- 
ager of the Employers’ Liability. 


The history of the Employers’ Liabil- 
ity Assurance Corporation is bound up 
with the history of the great struggle 
between capital and labor, which began 
with the invention of the steam engine 
and has continued to the present time. 
The use of machinery as a supplement 
to the hands in the creation of all the 
things the world uses compelled a grad- 
ual but comnlete change in the relations 
between master and servant in every 
trade and craft. As labor’s productivity 
increased it demanded better wages, bet- 
ter living conditions, and a greater share 
in the prosperity and comfort that ma- 
chinery brought to industry. 

The First Great Industrial Nation 

England was the first great industrial 
nation, and it was there that the first 
comprehensive studies of the conditions 
surrounding industrial workers were_un- 
dertaken. All of the early laws ran to 
the principle of making industries safe 
for the worker, of regulating hours of 
labor, of protecting women and children 
in industry, and of generally safeguard- 
ing the conditions of those who had, in 
theory at least, passed from a condition 
of semi-serfdom. Wages were, in gen- 
eral, determined by individual bargain- 
ing, and the responsibility of the em- 
ployer for the care of those who became 
disabled in industry was not contem- 
plated when the first labor legislation 
appeared. In England, as indeed in all 
countries where there was a fundamen- 
tal common law, it was recognized that 
no man had a right wantonly to injure 
another, and there arose the theory of 
damage sustained by a workman injured 
by his employment and caused by his 
master’s acts or omissions, but the the- 
ory of the common law as it had devel- 
oped up to the third quarter of the last 
century enabled the employer to inter- 
pose so many defences against a claim 
for damages suffered by his injured 
workman that a suit at common law 
gradually came to be a poor remedy. 

_ Another great change had been tak- 
ing place with the old:system of manual 
labor. There had been a personal rela- 
tion between master and servant and a 
personal care for the sick or disabled 
which gradually disappeared when men 
were massed in workshops. As indus- 
trial accidents increased, the lot of a 
disabled workman was a hard one. He 
had lost the personal interest of an em- 
ployer and had gained little from his 
legal right to redress. He became an 
object of public charity, and then it 
was that the students of social prob- 
lems perceived that something must be 
done to relieve his condition. Germany, 
always a student of social problems, and 
not England, took the first step. When 
in 1871 Germany passed an act which 
barred the employer from using certain 
defenses to an action for damages and 
made the prosecution of the workman’s 
Suit easier, England followed in 1880 
with a somewhat similar act. England 


was then a far greater manufacturing 
country than Germany, and with the 


Some Reminiscences of Early Days of Company Here; Otis 
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Employers’ Liability Was Started 


By EDMUND DWIGHT 


passage of this act there arose a fear 
in the minds of industrialists that the 
cost to industry might become oppres- 
sive, if not indeed prohibitive. From 
this apprehension there arose the Em- 
ployers’ Liability Assurance Corporation, 
which undertook to insure any employer 





EDMUND DWIGHT 


against the losses he might sustain 
under the common law as modified by 
the Employers’ Liability Act. 

His Early Foreign Contacts 


This brings me to reminiscences of 
those early days. 

In 1880 I was engaged as an insurance 
broker in New York and had developed 
an important international business. The 
facilities for placing large amounts of 
fire insurance on a single risk in Amer- 
ica were limited. There were far more 
fire insurance companies in this coun- 
try than there are at present, but for 
the most part they were companies of 
small capital and they seldom carried 
more than $10,000 on a single risk: 
There were a few English companies 
entered here and while, in general, those 
companies carried larger lines than the 


average American company the total of 
insurance which could be secured on a 
single large risk was frequently far be- 
low the amount desired. 

In 1878 my firm, which represented 
many important’ concerns, decided to 
look for additional facilities abroad, and 
in the pursuit of that plan I made many 
trips abroad, placing insurance with 
English and continental companies. 

My contacts with these companies 
were usually arranged through Mr. S. 
Stanley Brown, then secretary of the 
Commercial Union Assurance Corpora- 
tion, who had visited the United States 
about 1877 and had become very familiar 
with conditions in this country. He and 
I were close friends and he became 
deeply interested in the exchange of 
business between England and America, 
that is, the placing of American risks 
in English and European companies and 
the reverse process by way of re-insur- 
ing in American companies the excess 
lines carried by English companies. I 
then had an office in London and a 
power of attorney to bind American 
risks for many of the large English 
companies not then represented in the 
United States. Mr. Brown had about 
decided to resign his position as secre- 
tary of the Commercial Union and our 
plans for a London and New York firm 
were substantially completed when, in 
1880, the incorporation of the Employ- 
ers’ Liability Assurance Corporation 
brought this plan to an end. Mr. 
Brown was invited to become the gen- 
eral manager of this company and after 
investigation of its nossibilities, decided 
to accept the appointment, having par- 
ticularly in mind the matter of fire in- 
surance in America as one of its prob- 
able activities. 

Enters the United States 

The early history of the corporation 
in England has been frequently told, and 
needs no repetition here. The business 
was small but the growth was steady 
and, in 1883, the directors decided to 
esfablish the company in the United 
States, but having learned that there 
was no demand for liability insurance, 


the plan was to enter initially as a fire ° 


insurance company. As I recall it, the 
matter was submitted at the annual 
meeting of the stockholders held in 
Gresham House, in old Broad street, and 
it was held that the company was too 
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young to establish an important foreign 
branch. The plan was abandoned tem- 
porarily. 

In 1886 George Monroe Endicott of 
Boston was in London and in passing 
through King William street noticed the 
name, Employers’ Liability Assurance 
Corporation. It attracted his attention 
and he thereupon called upon Stanley 
Brown, the general manager. 

This resulted a few days later in his 
application for an appointment of his 
firm, Endicott & Macomber, as United 
States managers of the company for the 
purpose of doing an accident and cas- 
ualty business and with the thought that 
there might even develop a business in 
employers’ liability insurance. The ap- 
pointment was made. Upon his arrival 
in New York Mr. Endicott called on 
me and proposed that I should take a 
general agency for the State of New 
York. 

Takes General Agency in This State 

My activities were entirely in the line 
of fire insurance. I had had no expe- 
rience in accident or casualty insurance, 
and liability insurance seemed to me to 
be a dream, but I had done some busi- 
ness with Endicott & Macomber and 
had a high opinion of Mr. Endicott’s 
ability. It was, moreover, a matter of 
great satisfaction to resume my rela- 
tionship with Stanley Brown and I there- 
fore, with some hesitation, decided to 
take the corporation into my agency 
and see what could be done with it. 

New York was the first state in which 
the corporation was officially entered 
and in which the initial deposit with an 
insurance department was made, al- 
though the head office was established 
in Boston. The beginning was made in 
the accident business and I issued to 
myself policy No. 1 which I think was 
written in June, 1886. This policy re- 
mained in force until 1917, at which date 
my eyesight had become so defective 
that I cancelled it myself on the ground 
that I was aware of my own condition 
and had no right longer to hold an acci- 
dent policy, and that, as I should have de- 
clined to renew a nolicy for any other 
policyholder in my condition, I had no 
right to retain my own policy. Prob- 
ably, if I had submitted this matter to 
Samuel Appleton, who was then the 
United States manager, he would have 
declined to confirm the cancelation but 
would have permitted this first accident 
policy issued in America to stand so 
long as I might desire it. However, it 
seemed to me that, much as I regretted 
to give up a policy which carried so 
much of historical interest to me, it was 
the only fair thing that I could do. 

New Coverage at First Amused 
Brokers 

To revert to 1886, after establishing 
the accident business in New York I 
turned my attention to the matter of 
employers’ liability. The New York in- 
surance brokers laughed when I dis- 
cussed it with them and after many 
week of effort to interest them, I se- 
cured the service of a group of solicit- 
ing agents who worked on the basis 
of a guaranteed commission, and as they 
wanted very substantial drawing ac- 
counts, nearly wrecked me before they 
became productive. I think it was in 
October, 1886, that Mr. End'‘cott advised 
me of the issuance of a liability policy 
by Samuel Appleton, then general agent 
for New England, and I redoubled my 
efforts to find someone in New York 
who could at least understand what kind 
of insurance was being offered. 

On December 31, 1886 (I think I am 
correct in my memory of the date) I 
issued the first New York employers’ 
liability policy to Otis Brothers & Co. 
(later the Otis Elevator Company), cov- 
ering their construction force. I think 


(Continued on Page 42) 
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“GENERAL” VIEWPOINTS 
Il — In Which We Do Some Wondering 


We sat not long ago among some executives of 
casualty-surety-fire groups who were discussing 
the advisability of forming life insurance carriers 
in order fully to round out their agency service. 
Although existing life insurance companies ap- 
pear abundantly able to manage their own busi- 
ness and display little interest in ours, it was the 
consensus of opinion that sooner or later we 
must enter the life field because of the agents’ 
demand for multiple line facilities. 


Rather an extreme view, of course. Yet some- 
times we wonder about the supposed trend to- 
ward multiple-line representation. We wonder 
whether it really proceeds from the agents or 
whether it is thrust upon them. And we wonder, 
in either event, whether it is as truly constructive 
as we are led to believe. 


It has, through gentle coercion, an undeniable 
productive power. So used, it is as if the whole- 
saler said, “We cannot let you retail our brand 
of salt, upon which we lose money, unless you 
also retail our brand of coffee, which we find 
profitable.” Thus, without increasing coffee sales 
as a whole, he may obtain for himself the coffee 
business of competitors who do not sell salt. Yet 
we wonder whether those competitors, in self 
defense, are not driven into the merchandising of 
salt— producing increased competition in a line 
already handicapped. We wonder if our hypo- 
thetical salt industry might not prove more prof- 





itable if conducted upon its own independent 
merits. 


We wonder, reverting to insurance, whether 
compensation rates would not now be fairer but 
for compensation’s parasitic tendency to support 
itself upon other lines. And we wonder whether 
the policy of forcing casualty companies into the 
fire business, fire companies into casualty lines 
and, later perhaps, the life companies into both, 
may not, if indefinitely prolonged, curve back 
upon itself in a vicious economic cycle. 


We would not express these doubts if the trend 
was marked with great economies. Within rea- 
son, some duplication of labor can be avoided. 
But, save for a few super-men, each great division 
of insurance exhausts a life-time of study. The 
casualty or surety underwriter will not replace 
the fire underwriter. The fire special agent can- 
not, with entire adequacy, appoint or counsel 
agents in life, casualty and suretyship. Special- 
ization can be carried to extremes, but the human 
equation marks the sound boundary of economic 
generalization. 


We believe the multiple-line field, properly cul- 
tivated, is fertile. If, however, we sow it with 
the seed of competition, if in its tillage over- 
zealous production forces compel all carriers to 
enter it, will we have increased the crop? May 
we not, instead, invite and reap the competitive 
whirlwind? We wonder. 
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English Viewpoint of 
Competition in U. S. 


SPECULATION AS TO FUTURE 





British Writer Sees Tendency Toward 
Grouping by Newer Companies Here; 
Stiff Fight for Business 





Impressed by the almost universal 
opinion that 1929 stands out above pre- 
vious years as a hectic period of com- 
petition between established and new 
companies, a writer in the Liverpool 
“Journal of Commerce” has the follow- 
ing to say particularly in reference to 
conditions in the United States: 

“The competition in the world of in- 
surance is such a persistent factor that 
it constitutes a problem seldom far from 
the managerial mind. It is, however, no 
new feature of the business. Fifty 
years ago it was being written that 
most of the errors and irregularities of 
the fire insurance business were the re- 
sult of unhealthy competition, smaller 
and weaker companies striving to rival 
their older,and stronger competitors and 
and to attain at one bound the position 
which it had cost the latter years of 
patient and steady growth to reach. 

“While it has been present in each 
succeeding year ever since, there seem 
to be no two opinions that 1929 has 
seen fiercer competition for existing 
business in this country than in any of 
its predecessors. 


Explains Rate Cutting 

“Evidence is not wanting to show that 
the tariff offices are keenly alive to the 
attacks which are being made on their 
holdings by non-tariff concerns and 
brokers. Rate reductions, discounts for 
long term insurance extending so rapid- 
ly and universally, and other conces- 
sions are but outward symbols of in- 
ternal thought. All this is perfectly 
natural, for one set of offices can hardly 
expect or be expected to sit quietly 
under standardized rates, discounts, 
commissions, while competitors not so 
tied can offer more alluring terms in the 
endeavor to take away their better 
classes of business which they have been 
building up for years. 

“In the fierceness of present-day com- 
petition there may even be the tempta- 
tion to depart from the established laws 
of sound underwriting practices, though 
the danger of this in Great Britain is 
much more remote than in some other 
parts of the world. 


Slant on U. S. Condition 


“British insurance interests abroad 
are finding added competition, which 
grows year by year, in the wave of na- 
tional spirit which is giving, perhaps, a 
national support to the institutions of 
purely national origin. In the United 
States of America, British offices, as well 
as their established American confreres, 
found one of the chief features of 1929 
to be the competitive situation created 
by the influx of new companies, of which 
there were organized last year fifty-one 
fire and marine offices; sixty casualty 
and miscellaneous; and sixty-eight life 
companies, all of which had to find suit- 
able and active agencies and to get a 
share of the business to be placed. 

“A total of $160,000,000 of new money 
was raised in 1929 for United States 
insurance companies in the form of capi- 
tal and surplus. About two-thirds of 
this sum was for fire and marine con- 
cerns, roughly 70% of it going to in- 
crease the capital of established offices. 
Of the $55,000,000 paid into life, casualty 
and surety companies, over half went 
into the old and established offices. 

“Regarding these new competitive 
concerns in the United States there is 
much speculation as to their future. 
Since the stock market crash there has 
been a noticeable tendency among the 
most recently organized companies to 
Set together in groups for greater 


Strength. The absorption of others is 
taking place as prophesied, but with a 
gradual falling off in premium income 
and an entirely changed financial situa- 
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PREMIER’S PLAN NOT POPULAR 


Canada Cold to Mackenzie King’s Un- 
employment Insurance Scheme; 
Too Great An Expense 
Canadians are not generally favorable 
to the unemployment insurance plan re- 
cently suggested by Premier Mackenzie 
King, according to V. M. Kipp, a corre- 
spondent of “The New York Times.” 
While addressing a delegation from 
Western Canada, the Prime Minister 
said an insurance program offered the 
only constructive plan for avoiding dis- 
tress. When asked about his position 
Mr. King said in the House of Com- 
mons that the initiative should be taken 
in the provinces but that the federal 
government would be glad to cooperate. 
The correspondent said that while la- 
bor organizations greeted the idea with 
loud acclaim because for years they have 
been urging just such a policy, the press 
and public have seemed cold to the sug- 
gestion. Some quarters are registering 
strong opposition to the plan. All of 
the provinces are loaded with obliga- 
tions; they have no money to spare and 
every one of them would hesitate to as- 
sume a new financial burden which 
might grow very heavy, said Mr. Kipp. 

Canada is now spending more than 
$8,000.000 in old-age pensions, divided 
equally between the federal government, 
on the one hand, and Ontario and the 
four Western provinces on the other. 
Many persons, particularly in the older 
provinces, think the country has_gone 
far enough in social legislation. 








J. C. URICH DEAD 
Tohn C. Urich, head of the J. C. Urich 


Insurance Agency of Denver, commit-~ 
ted suicide recently. He suffered a 
nervous breakdown several months ago 
from which he did not recover. In a 
note written to his mother on Febru- 
arv 26 he stated that his pain was in- 
sufferable and that he had no desire to 
go on living. : 





PATRIE BILL VETOED 


Governor Roosevelt of New York has 
vetoed the Patrie bill amending the work- 
men’s compensation law by providing 
that United States consuls may take 
proofs and testimony in workmen’s com- 
pensation claim cases in foreign coun- 
tries. 








tion it is anticipated that some of the 
newcomers may find it necessary to re- 
duce capital or to improve their finan- 
cial structure by other methods. 

“The indications in the American field 
seem to point to the fact that 1930 will 
see the old established companies, with 
large capital and reserves, shaping af- 
fairs to make the competition with the 
newer arrivals even more severe than in 
the past twelve months.” 


SETTLES BRITISH STRIKE 





Three Thousand Agents of Co-operative 
Insurance Society Go Back to 
Work; Terms of Settlement 


J. Jagger, chief organizing secretary 
and president of the National Union of 
Distributive & Allied Workers of Great 
Britain, has announced the terms on 
which the strike of 3,000 agents of the 
Co-operative Insurance Society has been 
settled. 


Mr. Jagger states that of the noints 
outstanding between the parties when 
the conferences in London began the 
first was the agents’ claim, hitherto re- 
sisted by the board of the C.LS., that this 
dispute affecting rates of pay of the so- 
ciety’s employes should be submitted 
either to arbitration or conciliation. To 
this his union, as representing the men, 
attached more importance than to any- 
thing else, as unless the principle of 
conciliation were admitted between the 
society and their agents the existence 
of the National Co-operative Conciliation 
Board would appear to lose any justi- 
fication. On this point the agents, Mr. 
Jagger said, must be considered to have 
succeeded from the moment when the 
Insurance Society yielded to the appeal 
of the General Council of the Trades 
Union Congress. The second point re- 
maining when the parties went up to 
London was the refusal of the CIS. 
Board to agree to a minimum wage for 
agents, or to increase the agents’ com- 
mission on industrial premiums under 
certain tables. Here a settlement was 
effected when the Society offered, and 
the agents accepted, a minimum weekly 
wage of 50s, and the agents at the same 
time waived their claim for an increase 
in the percentage commission. 





LEGAL INSURANCE 





Owners of Laundries Can Operate In- 
surance Brokerage Concern in Mis- 
souri and Keep Profits 

The operation of an insurance brok- 
erage concern owned and organized by 
owners of certain laundries to place in- 
surance on their laundries, the profits 
of the brokerage business finally get- 
ting back to the owners of the laun- 
dries, does not violate section 6278, R. S. 
1919, of Missouri, prohibiting rebates by 
insurers or agents, according to an 
opinion on March 11, by G. C. Weath- 
erly, approved by Attorney General 
Stratton Shartel. 

Laundry owners have the right to be- 
come stockholders of a brokerage com- 
pany, the opinion states, and as such are 
entitled to share in the profits earned. 
There is no distinction between this and 
the case of an insurance policyholder 
who is also a stockholder of the com- 
pany which insures him, it is pointed 
out. By receiving a dividend on his 
stock, the policyholder is not obtaining 
a rebate of premium, but a profit on his 
investment, according to the opinion. 


PHILA. CASUALTY ASS’N MEETS 





Put Collection Problem Into Hands of 
Special Committee; N. Y. Plan Up 
For Discussion 
The subject of collections created con- 
siderable discussion at the annual meet- 
ing of the Casualty Underwriters’ As- 
sociation of Philadelphia last week with 
the New York olan of collections oc- 

cupying the center of interest. 

The general opinion prevailed that a 
duplicate of the New York plan would 
prove unenforceable in Philadelphia. It 
was felt, however, that some action 
should be taken to alleviate the collec- 
tion problem and a motion was passed 
for the appointment of a committee of 
five to confer with the executive com- 
mittee of the association and work. up 
a collection plan, modeled after the New 
York plan and one which would prove 
enforceable and effective in Philadel- 
phia. 

The committee appointed consisted of 
Ralph Furner of the Maryland Casual- 
ty; E. R. Abbott of the Zurich; Howard 
Hager of the Alliance Casualty; V. K. 
Simpson of Walter Detwiler & Co., and 
H. E. Fletcher of Creth & Sullivan. 





MORRIS ON MID-WEST TRIP 

Frank G. Morris, president of the 
Standard Surety & Casualty, leaves to- 
day for a tour of inspection of the mid- 
dle western agency plant of the com- 
pany. His trip will cover a circuit of 
eleven states with the purpose in view 
of additional development of tthe com- 
pany organization throughout that area. 
He will be gone for about three wecks. 





LEADING AGENTS 
Dana G. Hall of New York won first 
prize for the best increase of business 
with the Massachusetts Accident Co. 
pace D. Hipp of New Jersey was sec- 
ond. 
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Section 29 of N. Y. Workmen’s Com- 
pensation Act Does Not Violate 
Fourteenth Amendment 





The Supreme Court of the United 
States—in an opinion handed down by 
Chief Justice Hughes—has upheld the 
right of insurance companies under the 
New York workmen’s compensation act 
to obtain indemnification from negligent 
employers for sums paid out under the 
law. The case is Staten Island Rapid 
Transit Railway Co. vs. Phoenix Indem- 
nity. It involved the validity of a pro- 
vision in Section 29 under the due proc- 
ess and equal protection clauses of the 
fourteen amendment. 

The Questions at Issue 

After the death of Joseph Perroth, 
an employe of the railroad, the Staten 
Island company settled for a sum in ex- 
cess of that which his dependent was 
entitled to under the compensation law. 
This resulted in a waiver of further right 
to recovery by operation of law. The 
Phoenix, as the insurer of the Staten 
Island Rapid Transit Railway Co., then 
sued the company to recover the sum 
of $1,000 which it paid to the state treas- 
urer in compliance with Section 15 of 
the act. i 

Two questions were submitted to the 
State Supreme Court: First was the 
state treasurer entitled to the awards 
made in his favor and paid to the plain- 
tiff? Second, if the first question 1s 
answered in the affirmative, is the plain- 
tiff entitled to recover the amount of 
said awards from the defendant by rea- 
son of Section 29 of the workmen’s com- 

ensation law? 
em Appellate Division of the State 
Supreme Court answered both questions 
in the affirmative and the judgment en- 
tered accordingly for the respondent was 
affirmed by the Court of Appeals. That 
court decided that the provision of Ses- 
tion 29, which was held to justify the 
recovery, did not violate the fourteenth 
amendment as denying either due proc- 
ess of law or equal protect‘on. 


MICH. COMPENSATION DECISION 








Common Law Marriage Valid as Basis 
for Award for Death of Laborer, 
Commission Decides 

A common law marriage is a valid 
union insofar as the awarding of work- 
men’s compensation is concerned, the 
compensation commission of Michigan 
has ruled. This body's decision was that 
Rose Akopoff or Kelley, with her own 
two children and one child of her con- 
sort, were due compensation payments 
as the result of the accidental death of 
Biel Akopoff,:an employe of the Mor- 
gan & Wright Co., Detroit tire manu- 
facturers. A claim filed in behalf of a 
mother, sister, and brother of Akopoff, 
all residents of Armenian Russia and all 
allegedly dependent, was denied on the 
ground of lack of evidence. ; 

It was brought out at the hearing that 
Akopoff had supported Rose Akopoff’s 
entire family, and the commission de- 
cided that they were his legal de- 
pendents. 





JOINT RICHMOND MANAGEMENT 

"William F. McMechen, Richmond man- 
ager of the Commercial Casualty, has 
been made manager for the Metropolitan 
Casualty in the same territory. Both 
companies are members of the Firemen’s 
of Newark group. Mr. McMechen has 
been in charge of the Richmond branch 
of the Commercial for the past three 
years and has given a good account of 
himself. 

Under the new arrangement Paul L. 
Ruehrmund, who has been holding a 
general agency contract of the Metropol- 
itan Casualty for several years, retains 
this connection. 
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FERRY  BUILD- 
ING: — The railway 
door of the “Golden 
Gate.’’ Set in the 
center of the long 
curved waterfront of 
one of America’s 
greatest ports. No 
terminal in this coun- 
try passes sO many 
people through its 
portals. Travelers and 
shipping masters, ar- 
tists and poets con- 
sider San Francisco 
Bay with the harbors 
of Sydney and Na- 
ples, one of the three 
ideal harbors of the 
world, 


Every city has a personality,—a char- 
acter made up of varied impressions, pres- 
ent charms and old traditions. 


When you visit San Francisco you will 
want to absorb as many of these impres- 
sions as you can. In addition to insurance 
you will want to know what to see, what 
to do; where to go and how to get there. 


We should like to help you. 


Here in San Francisco at 210 Sansome Street, Union In- 
demnity Company, a division of Insurance Securities Com- 
pany, Inc., maintains a Northern California Branch Office, 
rendering every facility for insurance agents. 


The services of this office are placed at your disposal. It 
makes no difference what company you represent or whether 
your mission is business or pleasure. The “golden gate” of 
insurance fellowship is open wide to every member of our 
profession. 


You are cordially invited to make our office your San 
Francisco headquarters. 


Union |] iry © 
A DIVISION OF INSURANCE SECURITIES COMPANY, INC. 
New York Indemnity Company 
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Company Can Collect If L. A. DeBlois Interprets 
Employer Is At Fault N. Y. C. Accident Toll 
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National Bureau Expert Fears Tumbling 
of Skyscrapers if Earthqhake 
Hits This City 





Lewis A. DeBlois, safety engineering 
director of the National Bureau of Cas- 
ualty & Surety Underwriters, presented 
some startling figures on industrial fa- 
talities in New York City in his recent 
talk at the Hotel Pennsylvania safety 
congress. One of his statements was 
that industries of New York City are 
now adding to their accident expenses 
$10,000,000 each year, one-fifth of which 
is visible on their books and four-fifths 
is hidden in increased operating expense. 

Analyzing these accidents Mr. De- 
Blois pointed to the construction indus- 
try as the major offender in the in- 
creased fatalities, despite the steady ac- 
cident prevention work being done by 
the Building Trades Em-loyers’ Associa- 
tion, large construction firms, insurance 
engineers, trades unions and state and 
city inspectors. On this point he said: 

Shifting of Labor and Unemployment 

‘Many theories have been advanced 
to account for increasing industrial ac- 
cidents. It has been suggested that, 
while the total volume of employment 
remains about constant, there is a heavy 
shifting of labor due to lay-offs here 
and Increases there. This would mean 
new men in unaccustomed surroundings 
and, obviously more accidents. Others 
assert that the higher paid and, prob- 
ably, more careful men are being laid 
off to save operating expense. Others 
seem to believe that greater liberality 
in the interpretation of the compensa- 
tion act is begetting additional cases. 
Still another theory holds that as em- 
ployment conditions grow worse, claims 
are filed which would not otherwise be 
heard of. (Anv:insurance friend claims 
he can gauge labor conditions in a given 
industry by the number of fraudulent 
claims, faked and self-imposed injuries, 
etc.!) On _the other hand, industrial 
safety engineers, as business grows 
worse, expect decreasing accidents 
through the operation of ‘selective dis- 
charge,’ which tends to retain the more 
careful men—and yet, do they really 
look beyond their own plants to see the 
net result of such shifting of labor? 

“Any or all of these theories may 
serve to account for last year’s increase, 
but what we face here is a rise that 
has continued for six years at least. It 
cannot be due to fleeting changes in 
conditions of employment—more likely 
it is the result of the gradual growth of 
mechanization, mass production and the 
‘more speed’ mania—too much intensified 
and near-sighted business methods and 
wage-getting, and too little of the hu- 
manities and old-fashioned common 
sense. The effect of the safety move- 
ment can be discerned in the lower rate 
of increase of deaths in the manufactur- 
ing industries, but the situation calls for 
more and bigger doses, particularly in 
the non-manufacturing classes. And the 
little fellows need it—most of them do 
not believe that they have an accident 
problem and rewards to be reaped from 
accident prevention work!” 

Traffic and Earthquake Hazards 

In Mr. DeBlois’ opinion the people of 
New York City cannot afford to be ob- 
livious to the speeding up of traffic in 
the city and in particular, the taxical 
traffic which has resulted in an increase 
in traffic deaths of 25% in one year. He 
also is impressed by the tall building 
problem which not only has its own con- 
struction hazards and vertical traffic 
dangers but is susceptible to a consid- 
erable extent to the earthquake hazard. 
Said Mr. DeBlois: 

“Have you ever considered what. a 
little earthquake could do to our Towers 
of Babel? Ask a seismographist if an 
earthquake here is an impossibility; ask 
a designing engineer to what extent his 
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OPENS ALBANY SERVICE OFFICE 
Standard Surety & Casualty Places R. 
V. Raymond in Charge; Formerly 
With Ocean Accident 
The Standard Surety & Casualty has 
opened a service office in Albany under 
the management of Roy V. Raymond, 
for the past ten years with the Ocean 
Accident & Guarantee and its mate, the 
Columbia Casualty, as superintendent of 

claims at Rochester and Albany. 

Mr. Raymond, a graduate of Loomis 
Institute at Windsor, Conn., also at- 
tended Worcester Polytechnic and Rens- 
sclaer Polytechnic Institute at Troy be- 
fore his first insurance post in the en- 
gineering department of the Travelers. 
While with this company he attended 
the special agents’ school and later went 
into the claim department at Buffalo. In 
addition to his claim work during the 
past few years he has interested him- 
self in general insurance lines. The 
Albany office will service up-state agents 
of the Standard Surety & Casualty. 


FILES DEMURRER 


The case which was decided in favor 
of the Fidelity & Deposit and Frank W. 
Taylor by the jury in the Superior Court 
at Exeter, N. H., which decision was 
later reversed by Judge Burque in favor 
of the plaintiff, the Exeter Banking Co., 
has received another angle, when the de- 
fendants in the original suit filed de- 
murrers alleging that the jury were not 
prejudiced, as charged by Judge Burque, 
and asking for a further review of the 
case. It will probably come up again 
next fall. 








BACK WITH OLD COMPANY 


Walter Edwards, who was made spe- 
cial executive agent for the Concord 
Casualty & Surety in New Jersey with 
headquarters in Newark several months 
ago and who was for a number of years 
with the Preferred Accident in New 
York City, has resigned and returned 
to the latter company. 


RATE REVISION JULY 1 





N. J. Compensation Rating Bureau Finds 
This Step Necessary After Review 
of 1929 Results 

The Compensation Rating & Inspec- 
tion Bureau of New Jersey after a re- 
view of underwriting results on compen- 
sation business in the state for 1929 has 
found a rate revision to be necessary in- 
asmuch as the present rates are not ade- 
quate to pay the administrative expenses 
(stock company basis) and the losses 
under the New Jersey act. Such re- 
vised rates, Chairman A. R. Lawence 
states in a letter this week to member 
companies, shall become applicable July 
1 as to new and renewal policies. He 
adds that the mechanics of rate revision 
have been so planned that the Bureau 
expects to be able to publish the new 
rates not less than sixty days in ad- 
vance of July 1. 





KY. COMPENSATION CHANGES 
Amendments to Law Approved by State 
Senate Following Recommendations 
of Legislative Committee 

Changes in the Kentucky workmen’s 
compensation law recommended by a 
special legislative committee were re- 
cently approved by the state senate. The 
most important of these changes follow: 

An increase in maximum death bene- 
fits from $12 a week for 335 weeks to 
$15 a week for 300 weeks. 

An increase in maximum weekly bene- 
fits for disability from $12 to $15 a 
week. An increase in hospitalization 
fees from $200 to $400, burial expenses 
from $75 to $150. An increase in mini- 
mum compensation from $5 to $8 a week. 





FAVORS COMPULSORY COVER 


The Automobile Owners’ Association 
of Canada has exposed itself to consid- 
erable criticism by a recent article in its 
bulletin favoring the adoption of com- 
pulsory automobile insurance. 


KENTUCKY RETALIATION 





That State’s Court of Appeals Rules in 
Case Brought by Tennessee Insur- 
ance Department 

A decision of the Court of Appeals 
of Kentucky in the case of the Life & 
Casualty Insurance Co. of Nashville 
against Clell Coleman, auditor of Ken- 
tucky, construing 637, Kentucky Statutes, 
commonly known as the Kentucky Re- 
taliatory Act is of wide interest. 

The court holds that the provisions of 
the retaliatory tax statute have been 
complied with when the company paid 
an amount equal to the total tax payable 
by foreign companies on the same vol- 
ume of business in Tennessee, and in 
determining the amount to be paid, the 
Tennessee company must be given credit 
for municipal taxes paid in Kentucky. In 
no event shall the amount payable to 
the state by foreign insurance compa- 
nies be less than 2% of the amount of 
premiums collected, that being the pri- 
mary rate fixed by the revenue statute. 


SIXTH BAY STATE CO. FAILS 


The Trade Mutual Liability of Boston 
has gone into the hands of a receiver, 
being the sixth Massachusetts _ lia- 
bility company to go out of business 
since 1926, when a number of such com- 
panies were formed to write automobile 
business under the compulsory act. 
About 400 policyholders will be affected. 








$250,000 VOICE COVERAGE 
The voice of Vivienne Segal, well- 
known on the musical comedy stage and 
who has made a hit in talking pictures 
lately, has been insured by Lloyd’s for 
$250,000. 





W. D. RIDDELL PROMOTED 


W. D. Riddell, resident secretary of 
the Lumbermens Mutual Casualty and 
the American Motorists’ at Boston, has 
been elected vice president of both com- 
panies. 


SUES SURETY AND BANK 


St. Louis Lumb ny Trying to 
Recover Embezzlements of Three 
Year Period 
Embezzlements over a period of al- 
most three years are the bases for two 
suits brought against the National Sure- 
ty and the Security National Bank of 
St. Louis by the Steele & Hubbard Lum- 

ber Co. of that city. 

The suit against the bank is for #,- 
592 and is based on the charge that it 
was negligent in cashing checks fraudu- 
lently endorsed by a former clerk. It is 
alleged the clerk cashed checks sent to 
the lumber company by various railroads 
as refunds on lumber shipments. The 
bank’s defense is that it is not respon- 
sible and that proper bookkeeping and 
auditing by the lumber company would 
have prevented the embezzlement. Judge 
Rutledge held that the answer was not a 
proper defense and ordered the bank to 
submit a substitute. 

In federal court the lumber company 
is suing the National Surety for the full 
amount of a $10,000 surety bond, claim- 
ing an embezzlement of $10,914. 








PAYS TRIBUTE TO BANKER 

The late Frank G. Webster, who was 
senior partner of Kidder, Peabody & 
Co., and well known in Boston as the 
“dean of State Street,’ was for many 
years on the advisory board of the Em- 
ployers’ Liability. He was eighty-nine 
years old at the time of his death. The 
Employers’ “Pioneer” pays a well de- 
served tribute to his memory in its re- 
cent issue. 





QUEEN OPENS OWN OFFICE 

David Queen, who was associated with 
the late Joseph Barondess, insurance 
broker, for twenty-seven vears, has re- 
signed as manager of the Barondess 
organization and opened a brokerage of- 
fice of his own at 60 John street, New 
York City. 





Club Hoase 





‘Business As Usual’’ 


Agents and Brokers— 


Power Plant 


Our Services To Our Field Organization 
are 
Constantly Increasing —Being Enlarged— And Strengthened 


So that you can’t afford not to do business with the 


Maryland Casualty Company 


Baltimore 


Print Shop 


Garage 














Page 42 







—<—FL 
THE EASTERN 
sa UNDERWRITER 










March 28, 1930 








How Employers’ Entered SEs 
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this policy was issued for limits of 
$1,500/$5,000, with a total policy limit 
of $25,000. It was the first very impor- 
tant contact made by the Employers’ in 
New York, if not in the United States, 
and the business has ever since re- 
mained in the corporation. Then fol- 
lowed, in February, 1887, a very small 
policy taken from purely friendly mo- 
tives, but it was not until March of 
that year that another very important 
incident occurred. 

I was the broker of the National 
Steamship Co. (which later became the 
Atlantic Transport Co.), and had tried 
unsuccessfully to interest them in the 
matter of employers’ liability insurance. 
One of my group of soliciting agents 
brought into my room an application for 
an employers’ liability policy which he 
said he had just received from the Na- 
tional Steamship Company. In_ those 
days, no policy was issued except upon 
an application signed by the assured. I 
looked at the signature of F. W. 
Hurst, then manager of the National 
Steamship Co., and saw that it was 
signed with an initial. I asked the agent 
whether Mr. Hurst had instructed the 
signature. He replied that he had; that 
the application was genuine. The ap- 
plication was thereupon forwarded to 
Boston, where at that time all liability 
policies were issued, and in due course 
the policy was returned with much ap- 
preciation. I sent it with a personal 
letter to Mr. Hurst asking for a check 
for the premium of $1,500. 


Accidents, Like the Telephone, Are 
Sometimes Instantaneous 


A week passed without an acknowl- 
edgment and I was about to call on Mr. 
Hurst when he called me on the tele- 
phone. The conversation was interest- 
ing. He said: “I have a letter from you 
enclosing a policy and a bill for $1,500. 
Please tell me what it’s about.” This 
verified my doubts as to Mr. Hurst’s 
knowledge of the transaction and I ex- 
plained the nature of the policy very 
carefully to him. He said: “Do you 
mean that if one of our longshoremen 
fell down a hatchway and broke his leg 
and subsequently sued us that you would 
defend the case, or settle it?” To which 
I replied that we certainly would defend 
and pay up to the limit of the policy. 
He said: “We have paid no premium. 
Is the policy in force?” I replied that 
it was, but I wanted a check for the 
premium, to which he replied that he 
would send it up by messenger. I had 
perceived in the nature of his questions 
that he was talking about an actual and 
not a hypothetical case of accident and 
I said: 

“All right, and you will find in the 
envelope some blank forms to give no- 
tice of accident. You had better send 
the notice of the accident you have 
been talking about along with the 
check,” and quite naturally both pre- 
mium and notice of accident were re- 
ceived simultaneously. I think the case 
which was then reported cost approx- 
imately the same amount as the pre- 
mium, but it had an instant effect upon 
the steamship companies and the firms 
of contracting stevedores. Our solicit- 
ing agents invaded all these offices and 
within a week after this accident we had 
issued policies to most of the steamship 
companies in New York which did their 
own loading and discharging of cargo 
and to at least one of the contracting 
stevedores. From that moment the 
business of employers’ liability insurance 
actually began in New York, although 
I think the entire premiums for the 
year 1887 did not exceed $30,000. 


High Character of General Agents 


The most interesting fact in the early 
history of the United States branch of 
the corporation was the unusually high 
character of the group of general agents 
which Mr. Endicott gradually assembled. 
The proposed business was so little 


known that it required much argument 
and persuasion to induce agents of the 
first rank to take on the company, but 
everywhere such men were secured and 
everywhere the corporation enjoyed the 
prestige of being not only an actual pi- 
oneer in its field, but of being conducted 
on a very high plane of business ethics. 
The inspiration for this had flowed from 
the board of directors in England, and 
from Stanley Brown, but Mr. Endicott 
was a man of noble character and in 
building for a long future in the United 
States he created almost from the be- 
ginning a notable reputation for the 
corporation. 

It was not long before other compa- 
nies in this country which were engaged 
in the accident business perceived the 
possibilities in the liability business. The 
Travelers and the Fidelity & Casualty 
were pretty much dividing the accident 
business at the time of the entry of the 
Employers’ Liability, and they watched 
its growth with much interest. The Fi- 
delity & Casualty was the first to follow 
the Employers’ in the field of liability 
business and soon after the Travelers 
decided to issue a similar policy, and as 
the years went on every company whose 
charter permitted this kind of business, 
as well as scores of new companies cre- 
ated for the purpose, followed in the 
field. 

As this narrative is concerned only 
with the early days of. the corporation, 
its later and splendid history can best 
be told by those who have been con- 
cerned with it and who remain until the 
present time. 





INTOXICATED PASSENGER CASE 





Wisconsin Court Holds Running Board 
Rider Injured Falling from Taxicab 
Cannot Recover 
In a recent Wisconsin decision the 
Supreme Court held that an intoxicated 
person, unknown to be such to the driv- 
er of a taxicab, who rides on the run- 
ning board of .a cab filled with passen- 
gers with the permission of the driver, 
and falls off and is injured, cannot re- 
cover damages, as his own negligence 
contributed to his injuries. The case was 

that of Bergsrud v. Maryland Co. 

The court, speaking through Justice 
Owen, says: 

“Here we have one riding on the run- 
ning board of a car who, according to 
all the evidence, was too intoxicated to 
protect himself in that position, and 
whose condition was not apparent to 
the driver of the taxi cab at the time 
he permitted him to ride on the run- 
ning board. A person may be injured 
while intoxicated under circumstances 
where his intoxicated condition does not 
contribute to his injuries, and he may 
ride on the running board of a car if 
he is in possession of his mental facul- 
ties and in the enjoyment of his normal 
muscular power and control, without be- 
ing guilty of contributory negligence, 
leaving out of consideration sec. 85.39 
Stats., which makes it illegal to ride on 
the running board. : 

“However, when one by reason of in- 
toxication self-induced is not in posses- 
sion of his mental faculties and does not 
enjoy his normal muscular power and 
control, assumes to ride on the running 
board of an automobile he voluntarily 
places himself in a position of danger 
where he is unable to protect himself. 
We can conceive of no plainer case of 
contributory negligence. That his intox- 
icated condition proximately contributed 
to the accident is. just as plain.” 





CASUALTY UNDERWRITERS MEET 

The April meeting of the Casualty Un- 
derwriters’ Association of northern New 
Tersey will be held in the Down Town 
Club, Newark, on Wednesday, April 16. 


Louis Crandall Story 
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in positions from Maine to Mexico, 
teaching, selling, lecturing and writing. 
Also, he has been called upon many 
times to speak before conventions, busi- 
ness men’s clubs, Y. M. C. Av’s, etc. He 
has had several years’ experience be- 
hind the counter in drug and depart- 
ment stores while working his wav 
through school and college and has sold 
books, magazines, insurance, etc. 
Business Experience 


The fact that Mr. Crandall has had 
to make his own way since early child- 
hood and to work early and late has 
given him a wide experience. He has 
worked in the finishing department of 
a velvet mill and wove fancy woolens 
and worsted and also made shoes and 
optical goods, sold papers, shined shoes 
and worked on the farm for his board 
while attending school. 

He is a member of the Eastern Com- 
mercial Teachers’ Association, and has 
also served as chairman on special com- 
mittees of this association, member of 
Norwich Chamber of Commerce and 
has served as chairman of various com- 
mittees; also member of Eastern Con- 
necticut Chamber of Commerce and has 
served on various committees; active in 
church, fraternal and civic bodies. He 
has made a good showing as campaign 
manager, captain of teams and as an ac- 
tive worker in Red Cross, Boy Scout, 
Salvation Army, Y. M. C. A. and other 
money raising campaigns. He is a di- 
rector in the Norwich Building & Loan 
Association which has assets of $285.000. 
In a recent drive for new share holders 
he personally sold over $80,000 worth of 
matured value shares in two weeks, and 
on another occasion raised in eight 
weeks $50,000 for a new industry. In 
1917 he was commissioned by the Gov- 
ernor to arrange an indexing and filing 
system, locally for the Connecticut mili- 
tary census. 

Has Been a Teacher 


He has instructed classes of from 
twenty to twenty-five non-English 
speaking foreigners to speak. to write 
and talk everydav English. He has also 
taught them spelling, grammar, compo- 
sition, American history, geography and 
civics, enough to enable them to grasn 
American ideals and to become loyal 
American citizens. 

Mr. Crandall has worked through his 


spare time in the evenings on such 
courses as Alexander Hamilton Insti- 
tute, LaSalle University extension 


course in business administration, etc., 
and also studied Spanish. character anal- 
ysis. memory training, salesmanship, and 
personal efficiency courses. 

He is a regular reader of leading busi- 
ness and insurance papers and maga- 
zines and books and usually works from 
ten to fourteen hours a day. 

An extremely interesting and unusual 
type of man to find in any business or 
profession—and when found an honor 
and credit to it. 





CREDIT INSURANCE BILL 


Under the provisions of a hill intro- 
duced in the Senate by Leon F. Wheat- 
ley, Republican of Hornell. and in the 
Assembly by Horace M. Stone. Repub- 
lican of Onondaga county, a N. Y. De- 
partmental measure amends Section 70 
relative to rights and powers and capi- 
tal requirements of corporations organ- 
ized to indemnify merchants against loss 
for extending credit. 





INDUSTRIAL ACCIDENTS 


Industrial accidents: causing a loss of 
one day or more from work in furniture 
manufacturing plants in Virginia during 
the last six months of 1979 inmped more 
than 40% ahead of the first six months 
of the vear. while improvement was 
shown in pulp and paper manufacturing 
accidents. according to figures compiled 
by Frank P. Evans. statistician of the 
state industrial commission. 





W orKING with its agents 
in building a closely-knit, effi- 
cient organization, the United 
States Fidelity and Guaranty 
Company continues an unin- 
terrupted successful growth. 


A fair attitude toward settle- 
ment of claims is productive of 
a high regard and good-will 
among both agents and as- 
sureds. 


Through the Fidelity and 
Guaranty Fire Corporation, 
you can write fire, automobile, 
tornado and allied lines, in ad- 
dition to specialty lines. 


UNITED STATES 
FIDELITY & GUARANTY 
COMPANY 


BALTIMORE - MARYLAND 





ALLIED COMPANY 


FIDELITY & GUARANTY 
FIRE CORPORATION 











CALIFORNIA CASUALTY VOLUME 


Total of $92,914,216 Last Year in Pre- 
‘miums for All Companies; Auto 
Liability Shows Biggest Gain 
Total stock and mutual company pre- 
miums in California last year in casualty 
and miscellaneous lines amounted to 
$92,914,216, a gain of $6,783,069 over the 
previous year. Incurred losses totaled 
$49,128,456 as compared with $49,426,034 
the previous year. The biggest gain was 
in automobile liability with $19,577,150 
in premiums as compared with $15,733,- 

801 in 1928. 


J. B. HANINGTON DEAD 

John Bird Hanington, Denver reprc- 
sentative for the North American Acci- 
dent, died March 10. Mr. Hanington 
had been ill for a long time, retiring 
from active business some months ago. 
He was a native of Albion, N. Y., and 
was 78 years old. 


GLASSES NOT “ILLNESS” 

Consultation with an oculist to have 
the glasses of an insured looked ove: 
and the lenses occasionally checked does 
not come under the heading of medical 
or surgical attention in an application 
for accident insurance, according to 
“Case & Comment.” 


L. A. DeBlois Talk 
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structure will withstand earth tremors— 
and then go home and figure out what 
would happen to the streets, the sub- 
ways, the gas and electric service, the 
water mains, the fire department, the 
hospitals and the population of the city 
if the skyscrapers swayed a little and 
dropped their outer garments into our 
little streets. It would be the greatest 
cataclysm since the Deluge! And all 
our .industrial profits and real estate 
earnings would not pay the losses and 
clean-up and rebuilding expense.” 














